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MISSION REGISTERS | 


are the best ones for you to install when a man 
wants his warm air heating system equipped with 
registers that are the most serviceable and orna- 
mental. SYMONDS MISSION REGISTERS will please 
him and you can count on a satisfied customer every 
time you install them. 


SYMONDS MISSION REGISTERS embody sim- 
plicity, economy and efficiency. There are only — 
three parts to them: Frame, Grille and Valve. —— 
Nothing to get out of order. Easily operated. a 


” aa SYMONDS MISSION REGISTERS 


are easily installed. Our patent Hook and Bolt 
Fastening Device assures a quick, neat and fatigue- 
less job. Simply punch a hole in each side of the 
box and insert a hook. A bolt through the register 
screws into this hook and holds the register firmly 
against the wall. 2 














inant 





You don’t know registers unless you are well 
acquainted with SYMONDS MISSION REGISTERS. 
They are the most satisfactory ones made. Send for 
complete information right now and you will see the 


advantages of SYMONDS MISSION REGISTERS. 








PATENTED 


SYMONDS REGISTER CO. 
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ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, PAGES 70 and 71 
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715 Indiana Street 
SAN FRANCISCO, CAL. 











BE PREPARED 
BE PREPARED 


BE PREPARED 


For the demand for the Best, Simplest, Most 
Practical Wick Oil Stove ever produced. 


Of course it’s the 


QUICK MEAL 


With QUICK MEAL WICK OIL STOVE 
with step—Cooking and Baking can be done 
at same time. Two top cooking burners on 
top. Two burners under step. 

The Glass Founts enable you to see quantity 
of oil in fount. 


Blue Porcelain enameled burner drums. 


RINGEN STOVE COMPANY 


Div. of American Stove Co. 
825 Chouteau Avenue Write for Catalogue 


ST. LOUIS, MISSOURI 





























TO HAVE AND TO HOLD! 


It’s one thing to create heat—it’s another thing 


The straight-down fire travel; the big radiators 
that reach to the height of the drum; the sharp turns; 
all serve to retard the flame in its progress to the chim- 
ney, and KEEP THE HEAT INSIDE THE 
CASING. 


Your customers will boast of the fuel econ- 


omy of their ‘FRONT RANK’’ FURNACES. 


The “Front Rank” factory embraces the most modern 
equipments and conveniences. 


Consequence: Economical production. 


Reasonable prices. 


You get the benefit. 


For details write— 


Haynes-Langenberg Mfg. Co. 
4045-57 Forest Park Boulevard, 


St. Louis, Missouri 











































ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 


ing Interests 
PUBLISHED Every SATURDAY 















Address all communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
25 West 42nd Street, New York 





TERMS OF SUBSCRIPTION IN THE UNITED STATES AND Its Possessions (Invariably in Advance) ONE YEAR PostaGE Parp $2.00 
ForREIGN COUNTRIES ONE YEAR PosTAGE Paip $4.00 CANADA ONE YEAR PosTAGE Paip $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
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ALMost every man has his opinion on the question 
of the Tariff, and it is not the purpose of this edi- 
torial to argue for or against the wisdom 


What Trade of high protective import duties, but 
Shall We : fac , his 
Hold ? rather to point out the fact that this 


country of ours, which we all love and 
which we all wish to be prosperous, no longer is in the 
condition of “splendid isolation,” as a certain states- 
man many years ago said. 

Our producing capacity is already too large to make 
it possible for us to consume all the finished mer- 
chandise we manufacture: We must provide and 
maintain profitable outlets for our surplus production 
in foreign countries. 

That this is being recognized by a steadily increas- 
ing number of men engaged in manufacturing and sell- 
ing is evident from the great interest which is mani- 
fested in the movement for the extension of our trade 
relations with the nations in Latin America, Russia 
and the Orient, as well as in other foreign countries. 
These men are working assiduously to bring about 
conditions by which our foreign trade will be estab- 
lished on a solid foundation—one upon which it will 
be safe to build. 

In view of these facts it is well to consider care- 
fully the question of our own manufacturing condi- 
tions and make certain that we will be in position to 
compete on at least an even basis with the nations of 
Europe when the war shall have ceased and they are 
once more engaged in peaceable pursuits, for then it 
is certain that they will make strenuous efforts to 
maintain their former strong position in the markets 
which we are seeking to secure for ourselves. 

The following paragraph from a recent editorial in 
the New York Commercial calls attention in a very 
pointed manner to some of the questions we must 
decide in the very near future: 

“If the United States is to become a great factor 
in international trade and retain the markets in which 
it is now gaining a foothold the costs of production 
must be controlled by developing improved methods 
of manufacturing and by keeping down the cost of 
living so that the labor cost will not be excessive. The 
tariff will play a large part in this. A ‘back-scratch- 
ing’ schedule of duties would increase costs and make 
competition in open markets almost impossible. The 
country will have to choose between exclusive posses- 
sion of home markets and a chance to compete in all 
foreign markets. Home markets should be protected 
from slaughter by an anti-dumping law, but the ad- 
visability of a high protective tariff depends on the 


ability of this country, with its accumulated wealth 
and gold surplus, to compete in foreign markets with 
crippled competitors at the end of the war. Great as 
this country is it cannot have everything on earth, and 
it will be forced to choose whether it will be sufficient 
unto itself or will strive for supremacy in trade and 


finance throughout the world against all comers.” 





THE RULING issued by the Interstate Commerce 
Commission by which the railroads in the territory in 
the “Western Passenger Association,” 


New Interstate Which lies, roughly speaking, between 
Railroad Fare 


2 Chicago and the Missouri River, were 
Ruling. 


permitted to advanced their passenger 
rates, has created some very strange complications. 

Generally speaking, the rule has been hitherto that 
a “through ticket’’ between two terminals could be pur- 
chased for less money than if a person stopped at in- 
termediate points, but under the new ruling the re- 
verse is true, provided the person traverses more than 
one state‘and buys his transportation to and from the 
respective state lines. 

For instance, in going from Chicago to St. Louis, 
Missouri, a traveler who has the time and patience 
may save one dollar by purchasing a ticket to East St. 
Louis, Illinois, paying a bridge fare or getting off the 
train and using the interurban street car across the 
bridge. Nearly two dollars may be saved between 
Chicago and Omaha, by buying a railroad ticket to 
Galena, Illinois, taking the interurban car across the 
Mississippi River to Dubuque, Iowa, boarding another 
or the same train there with a ticket to Council Bluffs, 
Iowa, and then using another interurban car across 
the Missouri River, to Omaha. 

This is possible because in the states named the in- 
tra-state railroad rate is 2 cents a mile while the new 
interstate rate ranges about 214 cents a mile, and 
wherever transportation facilities exist that are sim- 
ilar to those mentioned the traveler may—if he so 
chooses and is willing to go to the extra trouble—save 
on his railroad fare. Put of course, he cannot:check 
his baggage through, nor purchase sleeping car tickets 
covering the entire distance. 

Some of the more important points which have thus 
come to be known as “splitter cities” are Council 
Bluffs, Iowa, and Omaha, Nebraska; St. Louis, Mis- 
souri, and East St. Louis, Illinois; Kansas City, Mis- 
souri, and Kansas City, Kansas; Grand Forks, North 
Dakota, and East Grand Forks, Minnesota; Galena, 
Illinois, and Dubuque, Iowa. These cities are named 
in groups of two because in most of these cases rapid 
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interurban transportation facilities exist across state 
lines. 

So long as the present two-cent passenger rate is 
maintained by the states the traveling salesmen who 
are careful in arranging their trips can save quite a 
little on their transportation account, and it is stated 
by the railroads that a considerable number of trav- 
elers—both pleasure and professional—are taking ad- 
vantage of this unique situation. 








Some would-be-clever newspaper paragrapher has 
defined an ideal salesman as a man who can sell things 
not needed to those who do not want or 

Efficiency cannot afford them. 

Pi It would hardly be possible to compose 

a definition of an ideal salesman which 

is as far from the correct as is this one, for the one 

point that the ideal salesman keeps in mind all the time 

is that a true sale is one which gives full value in qual- 

ity, use and satisfaction to the purchaser, and surely if 

the person cannot afford to buy the article or does not 

want it, there can be no satisfaction on his part, even 

though he may be importuned into purchasing the 
article. 

No true salesmanship consists in so emphasizing the 
good points of the article that the prospect comes to 
an appreciation of the greater comfort, convenience, 
luxury, pleasure, ease he or she may secure by its pos- 
session. ‘This creates desire on the part of the pros- 
pect, and the truly efficient salesman makes certain that 
proper consideration is given to the cost, so that the 
prospect may carefully weigh the advantages that come 
with the ownership against the outlay of money which 
the purchase involves. Not until all this has been set- 
tled satisfactorily in the mind of the possible customer 
will the “ideal” salesman consider his work well done. 

It is true that in many instances, for instance, the 
writing out of an order or a sales check and presenting 
it to the customer for signature, is seized upon as a 
means of closing the purchase, but the “ideal” sales- 
man never does that except when he 1s fully convinced 
that the customer is thoroughly satisfied as to the 
merits of the proposition, and is simply in the attitude 
of indecision which so many of us habitually fall into, 
because we dislike to make a decision. 

The “ideal” salesman knows and acts upon the rule 
that in order to have a sale truly satisfactory there 
must be a mutual benefit—to the purchaser and to the 
seller—which must be recognized at the time of the 
sale, so the “ideal” salesman does not sell things that 
people do not want nor those which they cannot afford. 











Ir IS BEING recognized by an ever growing number 
of business men that one of the most important points 
Proper __in their business routine is the matter of 
Accounting accounting, but in spite of this the fact 
Necessary in ,. ; 
All Forms of St@uds out that an altogether too large 
Business proportion of those owning retail stores, 
operating shops, or in manufacturing enterprises have 
little or no conception of what great benefit proper 
accounting in their business will bring to them. 
As a prominent insurance adjuster says, “The weak 
point in the average enterprise is the lack of records 
which will tell the owner just where he stands.” 


In retail stores of any considerable size there is 
usually a fair bookkeeping system, and this is also the 
case in the offices of most manufacturing plants, and 
with comparatively little additional work and expense, 
accounting systems can easily be installed, but the 
greatest difficulty is found in the shops such as those 
conducted by sheet metal contractors or warm air heat- 
ing installers, for here in many cases there is little or 
nothing of permanent record by which the contractor 
can form any intelligent idea as to whether he is mak- 
ing a profit on a specific job or not. 

To be sure, he may know at the end of the year that 
his bank balance has increased by a certain amount, 
but there is nothing by which he can find out if he is 
getting enough for a certain kind of job, or if he is 
ietting his customer pocket the profit. 

For this reason it is well to emphasize the work 
which is being done by the National Association of 
Sheet Metal Contractors among its members to induce 
them to keep cost accounts, as well as showing them 
the proper method of figuring costs. 

When it is known that, for instance, one contractor 
adds for overhead expense 20 percent of his “produc- 
tive labor” pay roll, while another adds 4o percent, it 
may be easier to understand why the first named con- 
tractor gets most of the jobs that are let purely on a 
price basis, and it may also be easier to understand 
why this contractor doesn’t get very far ahead finan- 
cially, although he is busy all the time. He is simply 
working his employes without making much more than 
a bare living for himself. 

One of the greatest benefits that come to members 
of the various Sheet Metal Contractors’ Associations 
is the opportunity for consultation with their fellow 
craftsmen and by interchange of experiences of just 
this kind, bringing their business to a more profitable 


condition. 








HarpWAreE dealers who sell farm implements will 
be interested in knowing that the Federal Reserve 


om Bank Central Board has rendered an 
Rediscount Pinion according to which farmers’ pa- 
Farmers’ per taken in settlement for implements, 
Notes. farm machinery and farm _ operating 


equipment comes within the scope of “agricultural 
purposes” provided in Section 13 of the Federal Re- 
serve Act and as such is entitled to the privileges of 
rediscount on as long terms as six months as pro- 
vided in that section. 

The Central Board ruled that notes and bills of 
exchange drawn by implement dealers on a farmer 
against a sale to him of agricultural implements come 
within the provisions of this act. The Central Reserve 
Board also ruled that when such paper is presented 
by the dealer with his indorsement for rediscount, the 
classification of the paper is not changed from the 
rating given when the farmer presents the paper. 
The ruling also stated that a simple memorandum at- 
tached to the bill, stating that it was drawn in pay- 
ment of agricultural implements, and signed by either 
the acceptor or the drawer, would be considered suf- 
ficient evidence by the member bank and the Federal 
Reserve Bank. The ruling further states that the only 
limit a Federal Reserve Bank may place on the redis- 
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counting of such notes is that the aggregate shall not 
exceed a certain percentage of the bank’s total cap- 
ital. This percentage differs in various districts. 
Whenever a ‘district has applied, the maximum limit 
has been granted, which has been considered to be 99 
percent of the capital stock. 

This ruling will permit the dealer to have early use 
of his money. It should furnish him his strongest 
argument in obtaining settlement from farmers on 
the delivery of goods. It can also be made an impor- 
tant aid in effecting shorter terms. 








RANDOM NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 

“Joe” Rees of the Brier Hill Steel Company likes to 
tell stories about the old time “colored folk” and here 
is one of his latest: 

An old negro was sick, and a doctor of his own 
color had been attending him. He didn’t seem to get 
along any too well, so he summoned a white doctor. 

“Did the other doctor take your temperature?” 
asked the white doctor on arrival. 

“T dunno,” replied the darky. “I 


nothin’ yet but mah watch.” 
* > 





ain't missed 


W. D. Sager, who spends his spare moments when 
he is not busy selling Beaver warm dir heaters and 
stoves in picking up stray pieces of Chicago real estate 
in localities where values are bound to advance, told 
me a good story about one of his friends who recently 
had been forced to patronize one of the big hospitals 
owing to an illness which required him to stay in bed 
for a long time: 

It seems that this friend was attended by a very 
pretty nurse and the friend, being of a somewhat sus- 
ceptible temperament, fell in love with her, and the 
following colloquy took place one morning: 

Patient (to pretty nurse)—Will you be my wife 
when I recover? 

Pretty Nurse—Certainly. 

Patient—Then you will love me? 

Pretty Nurse—Oh, no; that’s merely a part of the 
treatment. J must keep my patients cheerful. I prom- 
ished this morning to run away with a married man 
who has lost both of his legs. 

“Billy” Waller who is Chicago salesmanager for 
Hibbard, Spencer, Bartlett & Company, in talking to 
one of his new salesmen said: 

“When a plumber makes a mistake he charges twice 
for it. When a lawyer makes a mistake it’s just what 
he wanted, because he has a chance to try the case all 
over again. When a doctor makes a mistake he buries 
it. When a preacher makes a mistake nobody knows 
the difference. But you're going to try to be a sales- 
man and when a salesman makes a mistake it means 
a bereavement for the house.” 

* * x 

The many friends of Gus Gerock, of Gerock Broth- 
ers Manufacturing Company, St. Louis, Missouri, 
will be glad to know that he is once more at work and 
in good health after having been confined to his home 
for five weeks by serious illness. 


That the life of the traveling salesmen is not a bed 
of roses is known to everyone in the retail hardware 
business at least, and the following anecdote which is 
told by Joe Stone, of the Stanley Rule and Level Com- 
pany, who has done “some”’ traveling in his day, illus- 
trates one of the troubles they have to meet: 


A commercial traveler had been summoned as a wit- 
ness in a case at court, his employers having sued a 
delinquent customer, and the lawyer for the defense 
was cross-examining him. 

“You travel for Johnson & Company, do you?” 
asked the attorney. 

“*e; on.” 

‘How long have you been doing it?” 

“About ten years.” 

‘Been traveling all that time, have you?” 

“Well, no sir,” said the witness, making a hasty 
mental calculation, “not exactly traveling. I have put 
in about four years of that time waiting at railway sta- 
tions and junctions for trains.” 


Once in a while we hear of some one whose bad 
conscience keeps pecking at him until he gets to the 
point where he can’t do anything but “square him- 
self” with the person against whom he has committed 
an offense, or of whom he has taken undue advantage, 
and the following letter which recently was received 
by one of the Chicago wholesale hardware houses is 
an example of that kind: 


Gentlemens: i am Calling your attention to Something 
that probably have been a mistery to you: about three years 
ago this august or Sept. i had an order sent you for 11 
Svuares of galvinnised iron. My brother Sent the order he 
wrot you for prices and you Sent them the price if my mind 
Serves me right was $2.90 per Svuare. You Sent the iron out 
and the Bill Came but when we looked at the Bill we Saw a 
mistake the Bill only Called for $608. We talked it over and 
agreed that if you did not find the mistake that we would 
let it pass but now friends my hart has condemed me and i 
realize that i Cant Be Saved unless I pay you i regret that i 
let it pass and i confess to you that i have treated you wrong 
and ask forgiveness you will please find inclosed money order 
to pay Same if this calculation is not wright please prove to. 
me where i am wrong if we confess our wrongs to an other 
he is faithful and just to forgive us our Sins i Remain, Your 
friend, — 
Please wright me a personal letter that I may hear from 

3111 paid, $608; balance due, $25.82. 


- xm xm 
* x >*K 





you. 


One day between trains Charlie Woodburn stepped 


“quick-lunch” restaurant and ordered a 
When it was served, he raised the cover 


Iinally, he called the 


into a 
chicken pie. 
and sat staring at the contents. 
waiter. 

“Look here, Sam,” he said, “what did I order?” 

“Chicken pie, sah.” 

“And what have you brought me?” 

“Chicken pie, sah.” 

“Chicken pie? Why, there’s not a piece of chicken 


in it, and there never was!” 


—_ 
— 


“Dat’s right, boss—dey ain’t no chicken in it.” 
“Then why do you call it chicken pie? | 
heard of such a thing!” 
“Dat’s right, boss. Dey don’t have to be no chicken 
Dey ain’t no dog in a dog biscuit, 


never 


in a chicken pie. 
is dey?” 


Place ready sellers handy, but be handy to hand out 


profitable goods. 
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C. A. KNAPP. 





There are those who would have you believe that 
selling hardware is a much more hazardous and dif- 
ficult matter at the present time than in the days of 
fifty years ago. They say that in the Sixties all a 
man had to do was to carry a stock of staples. and that 
people were not so particular about what they bought, 
nor were they so well posted on values as they are 
nowadays. If a dealer was careful and not over-par- 
ticular about the profit he added—so long as it was 
big enough—he was almost bound to make money, 
while now he must not only be a first class buyer and 
salesman, but he must possess many other qualities, 
such as the faculty of “guessing right’? on what will 
sell quickly among the multitude of variety in grades, 
qualities, shapes, styles, etc. 
He must be an efficient credit 
man and expert collector— 
and a thousand and one other 





things, if he is to make a suc- 
cess. 

The latter part is true. All 
these characteristics are es- 
sential to success in the hard- 
ware business today—just as 
they were fifty years ago. 
And in addition to these, the 
hardware dealer of that time 
had a great many handicaps 
which do not exist at all to- 
day. In this year of 1916, 
we have, for instance, quick 
transportation at low freight 
rates. We have a more effi- 
cient distribution system. We 
have better facilities for sell- 
ing our goods, better means 
for guarding our credits, 
more efficient collection meth- 
ods—all of which should 
niake it easier for a man to prosper in the hardware 
business now, as in comparison with the conditions 
in the days right after the Civil War. 

Take for example the case of C. A. Knapp, the 
head of the progressive wholesale hardware house of 
Knapp and Spencer Company, Sioux City, lowa, who 
recently was chosen chairman of the Board of Direc- 
tors of the Company, his son, W. S. Knapp, succeed- 
ing him as president. 

When Mr. Knapp started in the retail hardware 
business, in 1868, he opened a store at Northwood, 
Iowa, in partnership with a Mr. Hall, His entire capi- 
tal was $250.00. The town was forty miles from the 
nearest railroad. station and. freight had to be carted 
over roads that were none too good from Austin, 





Minnesota. Surely this would indicate that some con- 
siderable measure of executive ability was required to 
make much of a success. 

A few years later, the partner’s interest was bought 
by Mr. Knapp, and the business prospered under his 
efficient management. He was buyer, head salesman, 
chief stockkeeper, bookkeeper, credit man and col- 
lector. 

In 1881, he moved from Northwood to Oskaloosa, 
Iowa, and opened a retail hardware store there with 
a wholesale department as a sort of side line, but in 
1885 the retail department was discontinued, the busi- 
ness being incorporated under the name of the Knapp 
and Spalding Company, and being exclusively whole- 
sale. 

The Northwest was rapidly 
settling and after a careful 
survey of the field, Mr. Knapp 
decided that an exceptional 
opportunity presented itself in 
Sioux City, Iowa and in 1887 
the business was moved to 
that thriving city. 

Two years later Mr. Spald- 
ing retired, his interests be- 
ing purchased by H. L. Spen- 
cer, of Oskaloosa, and _ the 
new name of the enterprise 
became the Knapp and Spen- 
cer Company. 

Since that time the business 
had a_ rapid, but healthy 
growth, until today its trade 
extends over twelve of the 
western states and the Com- 
pany is one of the strongest 
commercial institutions of 
Sioux City. 

Mr. Knapp is still in the 
full vigor of health and will continue as the active 
head of Knapp and Spencer Company. 

With a clear understanding of the tendencies under- 
lying the development of the hardware distribution 
problem, Mr. Knapp naturally was one of the early 
leaders in the movement for the organization of the 
National Hardware Association, which is composed 
of most of the prominent wholesale hardware houses 
in the country, and he has taken a very active part in 
the work of this body—with credit to himself as well 
as to the Association. He has for many years been 
one of the men who guide its affairs and now serves 
as second vice-president, having been re-elected at the 
Annual Convention in Atlantic City, New Jersey, 
October, 1915. 
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WILLIAM MYRON POWERS. 


In the seventies and eighties the plains of Kansas 
and the other states bordering on the west side of the 
Missouri were given over to large cattle ranches, and 
many are the stories and novels that have been written 
about the life of the cowboys of those days. Some 
of these stories may have been somewhat overdrawn 
in their word pictures, but doubtless these ‘“‘men of 
the ranges” led an adventurous life and had many 
interesting experiences. 

Possibly some of them were also inclined to “cut 
up” when they came to town after a long “dry spell.” 
At least one would judge so from the moving picture 
dramas which are being shown in staid and conserva- 
tive “eastern” cities like Podunk, Indiana, or Slow- 
town, Ohio, and which are 
always viewed with great in- 
terest by the inhabitants of 
such cities under the impres- 
sion that the pictures are 
true-to-life. 

If one were to judge solely 
from these moving picture 
dramas, however, it is quite 
certain that the ideas formed 
as to the real conditions un- 
der which the cowboy lived in 
those days would be quite 
wide of the mark, and it is 
equally certain that if one 
should ask William M. Pow- 
ers, the subject of this sketch, 
who is an authority on this 
matter, having been a real 
cowboy in Kansas a matter 
of thirty-five years ago, the 
reply would be that although 
there was some fun mixed in, 
the greater portion of the 
twenty-four hours of the day 
was fully taken up with hard work and the deep 
sleep which nature craves efter steady, hard work. 

Incidentally, there are few persons who have come 
to know this same William M. Powers during the 
past ten years who would imagine that at one time 


; <j My, 5 po 
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he was a real cowboy, for he looks more as if he had 
always been engaged in some very dignified business 
or profession—and, just incidentally, it may be said 
that the hardware business is a dignified business fully 
as much as is that of a banker. 

William Myron Powers was born August 3, 1860, 
in Chenango County, New York, and he attended the 
country school of his community for some time, later 
on becoming a student at Oxford, New York, Acad- 
emy. During his boyhood days he was just as active 





as the average healthy boy, and it is quite certain that 
the old adage “His mother called him William, and 
his father called him Will, his sister called him Willie, 
but the fellows called him Pill” held good in his case, 
for he is of a very friendly and companionable spirit 
to this day. 

At the age of eighteen years he went to Kansas 
and worked on a cattle range for five years. 

In 1883, his father, O. D. Powers, opened a retail 
hardware store at Thayer, Kansas, taking him into 
partnership under the firm name of O. D. and W. M. 
Powers. Two years later they removed to Liberty, 
Kansas, and remained in business there until 1890, 
when their store was destroyed by fire. 

Possibly because of the 
coming World’s Columbian 
Exposition which was held in 
Chicago in 1893 and _ for 
which preparations were al- 
ready being made at that time, 
the family decided to return 
back East, or at any rate part 
way, and so after their affairs 
had been settled in Liberty 
they came to Chicago in 1890 
and the firm of Powers Broth- 
ers and Company was estab- 
lished at the place which is 
now known as 1634 East 43rd 


Street, J. H. Powers, his 
brother, being one of the 
members of the Company. 


Here they built up a very 
prosperous business specializ- 
ing on housefurnishing 
When in rgir J. H. 
decided to open a 

harcware store for himself, 

at I4II 47th Street, 
William M. Powers became chief owner of the 43rd 
Street business, of which he is president. 


wares. 
Powers 


East 


He has for many years taken an active part in the 
work .of both the Chicago and the Illinois Retail 
Hardware Associations. [In 1910 and 1911 he served 
as president, and is now a director of the Chicago 
been 


Ili- 


He is recognized 


Association, while for several years he has 


a member of the Executive Committee of the 


nois Retail Hardware Association. 
as one of the sound, substantial men engaged in the 


hardware business and fellow members have 


learned that his counsel can always be relied upon. 


his 


In his own immediate neighborhood his influence is 
always recognized in the fact that he is a director 
of the 43rd Street Business Men’s Association. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The Foster Stove Company, Ironton, Ohio, has let 
the contract for an addition to its plant that will be of 
brick construction, 36x88 feet in size and two stories 
in height. The building will only be used for storage 
purposes. 

The Resor Manufacturing Company, Cincinnati, 
Ohio, has been incorporated for $10,000 to manufac- 
ture gas ranges, etc. The incorporators are C. S. 
Resor, Telford Groesbeck, W. S. Groesbeck and Kate 
Resor. 

Duparquet, Huot & Moneuse Company, successors 
to the Bramhall Range Company, now located at 29-31 
North Market Street, Chicago, have taken on the five- 
story and basement building, 50x100, at 312-14-16 
West Ontario Street, Chicago, for a period of ten 
years at a term of rental of $40,000. Considerable 
alteration will be made for the new tenant by the 
owner, and the building will be occupied by the 
Duparquet, Huot & Moneuse Company as an office, 
for stock and in the manufacture of their French 


kitchen outfits. 
a i a Naina 


NEW YORK STOVE SALESMEN TO VOTE ON 
CHANGE IN CONSTITUTION. 


At the regular monthly meeting of the Stove Sales- 
men’s Association of New York State, held Friday 
evening, February 18th, at Allaire’s scheffel Hall, 
New York City, the following amendment to the con- 
stitution was presented by Homer E. Sherwood: 

“The officers of this Association shall consist of a 
president, first, second and third vice-presidents, a 
secretary-treasurer and a sergeant-at-arms.” 

The Entertainment Committee had provided: for a 
vaudeville program with refreshments after the busi- 
ness had been transacted and was greatly compli- 
mented on same. 





SECURES PATENT FOR OIL STOVE. 





Lee S. Chadwick, East Cleveland, Ohio, assignor 
to The Cleveland Foundry Company, Cleveland, Ohio, 


1,170,606 _7” 





On ° 
ep eee eo ee oo 
. . ee 


has secured United States patent rights, under num- 
ber 1,170,606, for an oil stove described herewith: 


In a stove of the character described, the combina- 
tion of a reservoir having a vertical tube therethrough, 
a vertical wick tube interposed between the outer wal! 
and the first mentioned tube, a removable cover sec- 
tion for one of the annular spaces provided by the 
outer wall of the reservoir and said tubes, a wick tube 
depending from said cover section and movable there- 
with, the wick tubes being spaced apart circumferen- 
tially and a wick between said wick tubes and mov- 
able with the last mentioned wick tube. 


o> 
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NEW RANGE WITH EFFICIENT FLUE 
ARRANGEMENT. 





One of the chief features in the construction of the 
Agate all cast range, which has recently been added 
to the Foster line, 
is the flue ar- 
rangement,  de- 
scribed as being 
such that the heat 
passes under all 
six of the stove 
lids, thus enabling 
the housewife to 
cook on the top, 
bake in the oven 
or heat water in 
the reservoir at 
the same _ time, 
and consequently 
effecting a great 

Foster’s Agate Range. saving in fuel. 
The Agate all cast range is made in three sizes in 
eight styles, one of which -is illustrated herewith. 
They can ‘be furnished with a plain cast oven door 
or a nickel plated door frame and name plate with 
blue steel panel. All sizes have square ovens, large 
nickel plated towel bar, and high closet made of 26 
gauge rust-resisting iron and handsomely ornamented 
with smooth nickel plated trimmings. The manufac- 
turers will send full particulars of the Agate and other 
Foster stoves and ranges to those addressing the 
Foster Stove Company, Ironton, Ohio. 




















o-oo 


REGISTERS TRADEMARK FOR ELECTRICAL 
STOVES. 





Hughes Electric Heating Company, Chicago, [li- 


i , - , 
nois, has secured copyright for the trademark shown 
in the accompanying 


ane D illustration, under 

od 7 () ‘+ number 90,936. The 
© WAIN oe 

particular description 

of the goods covered is electrical stoves. The Com- 


pany claims use since May 1, 1915, and the claim was 
filed November 26, 1915. 





a as 2 
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STOVE LEG PATENTED. 


Arthur K. Beckwith, Dowagiac, Michigan, assignor 
to the Estate of P. D. Beckwith, Incorporated, 
Dowagiac, Michigan, has pro- 
cured United States patent 
rights, under number 1,171,165, 
for a stove leg, described in the 
following: A stove leg consist- 
ing of a shell-like body portion 
having a hollow annular foot 
portion open at the bottom inte- 
gral therewith, the lower edges 
of the walls of the foot portion being in the same 
plane and making continuous contact with the floor. 








WICK OIL STOVE WITH STEP. 


A special feature of the Quick Meal wick oil stove, 
shown in the accompanying illustration, is the two 
burners under a step in addition to the two top cook- 
ing burners. This is said to be a very convenient ar- 
rangement, as cooking and baking can be done at the 
same time and the step burners may also be used for 
cooking or for heating the wash boiler. Other special 
points, the manufacturers state, are the blue por- 
celain enameled burner drums which will not rust, and 
the glass founts in which the amount of oil can readily 
be seen, thus greatly diminishing the possibility of 
allowing the fount to run dry and consequently of 
unnecessarily burning the wicks. Other particulars 
of the oil stoves and other types can be obtained 
from the Ringen Stove Company, Division of the 





Quick Meal Wick Oil Stove. 
American Stove Company, 825 Chouteau Avenue, St. 
Louis, Missouri. 


a> — 
+e 


PATENTS STOVE TOP. 





Under number 1,170,857 United States patent 


rights have been granted to Jafew S. Van Buren, Al- 
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bany, New York, for a stove top described herewith: 
Number 1,170,857: The combination with a stove top 


having a grating, of a cover plate covering said grat- 
ing and having slots receiving portions thereof. 
RANGES WITH ELECTRICALLY WELDED 
STEEL FRAMES. 





According to the manufacturers of the Globe 
ranges, practically two years were spent in develop- 
ing an electric welding process to suit their high re- 
quirements in constructing the range bodies, and as 
a result, all the Globe ranges have an electrically 
welded solid steel frame. This method of joining the 
sections is also said to make the range bodies smooth 
and sanitary, unite the parts perfectly so that sepa- 
ration is impossible, make each joint air tight, insure 
durability and improve the general appearance of the 
range. The accompanying illustration shows Regal, 
Style E, one of the extensive line of Globe coal 





Regal Style E, Globe Range. 


ranges, base burners, heating stoves, warm air heat- 
ers, and electric stoves and ranges. The Globe cata- 
log describes the lines and will be sent upon request, 
by the Globe Stove and Range Company, Kokomo, 


Indiana. 


SECURES PATENT FOR DRIP PAN. 





John H. Lane and John C. Schenk, Detroit, Mich- 
igan, assignors to the Peninsular Stove Company, De- 
troit, Michigan, have pro- 
cured United States pat- 
ent rights, under number 
1,169,108, for a drip pan 
described herewith: The 
combination with a drip 
pan having laterally ex- 





tending flanges upon op- 
posite sides thereof, forming supports for the pan and 
provided with rebent portions forming guides at oppo- 
site sides of the pan, and a grid engageable with said 
guides by a movement longitudinally of the pan. 


Whether it be hard or soft, every knock aimed at a 
competitor in an advertisement is a big boost. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 64 to 69 inclusive. 








Morris Berger, who has recently built a new brick 
store building at 526 Tower Avenue, Superior, Wis- 
consin, will occupy part cf it with a hardware store. 
He requests catalogs from manufacturers and whole- 
salers. 

J. Wiss and Sons, Newark, New Jersey, have 
bought the factory, stock, goodwill and trademarks of 
R. Heinisch, also of Newark, and are continuing the 
production and sale of the Heinisch brands of shears 
and scissors. 

Newberry’s Hardware Company, Alliance, Ne- 
braska, which was established in 1888, has been in- 
corporated by Chenia A. Newberry, A. T. Lunn, 
Lloyd E. Johnson, C. W. Brennan, to conduct a whole- 
sale and retail hardware business and to manufac- 
ture steel watering tanks, 

The wholesale and retail hardware house of DuBois- 
Haevers and Company, Green Bay, Wisconsin, has in- 
creased its capital from $25,000 to $75,000. At the 
annual meeting of the corporation the following of- 
ficers were re-elected: President and treasurer, J. | 
DuBois; vice-president, A. Haevers; secretary, H. J. 
jultman. George J. DuBois was chosen assistant 
treasurer. 





MEMBERS OF CINCINNATI HARDWARE CLUB 
AND HARDWARE GUILD WILL ATTEND 
CLEVELAND CONVENTION 
IN BODY. 





At a joint meeting of the Hardware Club of Cin- 
cinnati and the Cincinnati Hardware Guild it was de- 
cided that the two organizations will attend the con- 
vention of the Ohio Hardware Association in a body, 
special Pullman cars having been reserved for the 
train leaving Cincinnati 11:50 A. M., Monday, Feb- 
ruary 21st, for Cleveland where the Convention will 
be held. 

J. M. Tucker is chairman of the Committee on Ar- 
rangements and as Charles Kobmann and Charles H. 


Lammers have been appointed to look after the “en- ° 


tertainment” the Cincinnati delegation will no doubt 
have a very enjoyable trip. 
KEITH, SIMMONS AND COMPANY BUY OUT 
J. H. FALL AND COMPANY’S 
BUSINESS. 





Keith, Simmons and Company, wholesale hardware 
and mill supplies, Nashville, Tennessee, have bought 





the stock, goodwill, equipment, etc., of J. H. Fall and 
Company of the same city. 

J. H. Fall, who for years has been the sole owner 
of the latter concern, recently secured the controlling 
interest in Tucker, Anthony and Company, New York 
City, and now lives there. The business was estab- 
lished by Mr. Fal!’s father about 1820 and was one 
of the oldest hardware enterprises in Tennessee. 

Both Mr. Keith and Mr. Simmons were members 
of J. H. Fall and Company until 1899 when they estab- 
lished themselves under the present firm name. The 
wholesale business will be conducted from the build- 
ing occupied by J. H. Fall and Company. 


oa 


ANNUAL CONVENTIONS OF THE RETAIL 
HARDWARE ASSOCIATIONS. 


In the following are given the dates and places of 
the annual conventions of the various state retail hard- 
ware associations, together with the names and ad- 
dresses of the respective secretaries: 


Minnesota Retail Hardware Association, February 22 
to 25, 1916, at St. Paul. H. O. Roberts, Minneapolis, sec- 
retary. 

Ohio Hardware Association, February 22 to 25, 1916, at 
Cleveland. James B. Carson, Dayton, secretary. 

Connecticut Retail Hardware Association, February 23 
and 24, 1916, at Hartford. Henry S. Hitchcock, Woodbury, 
secretary. 

Iowa Retail Hardware Association, February 29 to 
March 3, 1916, at Des Moines. A. R. Sale, Mason City, 
secretary. 

Califernia State Retail Hardware Association, March 
14, 15 and 16, 1916, at San Francisco. L. R. Smith, Oakland, 
secretary. 

Arkansas Retail Hardware Association, May 9, 10 and 
11, 1916, at Little Rock. Grover T. Owens, Little Rock, 
secretary. 

New England Hardware Dealers’ Association, June 12 to 
15, 1916, at Boston. George A. Fiel, Boston, secretary. 

National Retail Hardware Association, June 12 to 15, 
1916, at Boston, Massachusetts. M. L. Corey, Argos, In- 
diana, secretary. 


TAPE MEASURE PATENTED. 


Fred Buck, Saginaw, Michigan, assignor to The 
Lufkin Rule Company, Saginaw, Michigan, has ob- 
tained United States 
patent rights, under 
number 7,170,959. 
a 3 for a tape measure 
fi described herewith: 
alee mae 170,95 AN In a tape r-casure, 

the combination with 
a casing having a winding element therein and hav- 
ing also a periphereal slot for the passage of the 
tape, of a resilient tape attached at one end to said 
winding element and having its other end extending 
through such slot, a guide normally maintaining aid 
tape against one end of such slot, and means mount: 4 
adjacent to such end of such slot and on said ‘ape 
and adapted to inter-engage when said tape is w’ ind 
in and to thereby prevent accidental unwinding 0° the 
same through such slot. 
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Carelessly Kept Premises Cause Loss 
By Fire to Many Hardware Dealers 


By Wituiam T. Gormtey of the Bullard 


and Gormley Company, Chicago, Illinois. 








During the recent Convention of the Illinois Retail 
Hardware Association at every session of which | 
was present, I was much 
interested in the discussion 
of the many important 
problems that were consid- 
ered in the ‘“Questioneer.”’ 
One of the most interesting 
to me was that pertaining 
to fire insurance, and I am 
sure that every hardware 
dealer present received 
most useful information on 
this important matter. 

As a matter of fact, judging from my own experi- 
ence, I am convinced that the average hardware 
dealer, in which class [ consider myself, doesn’t know 
as much about fire insurance as he ought to know. 
He is not thoroughly familiar with the provisions in 
his policies; he is in many instances ignorant of the 
fact that much of the immense fire loss for which he 
helps to make up, through the high premiums he is 
forced to pay, can be stopped if he, himself, will do 
his part and use proper precautions in the disposal of 
his stock, the packing waste, etc. 

In a recent article on the same subject [ noticed 
the statement, made by a fire insurance actuary whose 
authority is unquestioned, that every day five hundred 
thousand dollars worth of property is destroyed in 
this country. 

To replace this tremendous loss each family must 
pay a tax of approximately nine dollars a year, figur- 
ing five persons to the average family. If the Gov- 
ernment should attempt to impose such a tax there 
would be a tremendous cry from every retailer, 
laborer, mechanic, manufacturer, employer and em- 
ployee, and the party standing sponsor for a law au- 
thorizing this tax would be swamped in the following 
election, but because we, ourselves, are to blame for 
the tax we let things slide from year to year and not 
only neglect to keep our own premises in proper con- 
dition but pay no attention to the matter of !.aving 
suitable fire fighting apparatus. 

Let me quote from an address delivered ly one of 
the most prominent insurance men in the ccvniry: 

“The time has come when the people must become 
active in fire protection ways and cease to reiy wholly 
on indemnity through insurance for loss by fire. In- 
stead of the rule being: Insurance policies first and 
the safeguarding of the premises afterward; hoth the 
rule and the practice should be: Fire protection first 
and fire insurance policies second. 

“That is the lesson the insurance comp:nies are 
trying to teach the people. The true mening of 
Schedule rating, from the citizen’s point of view, is 





Willlam T. Gormley. 


that insurance rates can be made by the people them- 
selves; that by all intelligent fire underwriters reduc- 
tion of risk is preferred to increase of premium, and 
that the co-insurance of fire prevention work by the 
individual property owners is bid for at high prices 
by insurance companies, their bids taking the form of 
liberal allowances for improvement of premises.” 

Isn't there something very pointed in this last para- 
graph? Doesn't that fit in with what happens when 
you decide to take out a life insurance policy? Do 
you allow the fact that your life is insured for a 
few, or many, thousand dollars, as the case may be, 
to make you less careful of your health or in the 
general way of living. 

Why then should you as a sensible man act any 
other way with regard to the body of your business 
life—the building and the stock you carry in that 
building ? 

If it is good policy for you to keep your physical 
body in good healthy condition even though you carry 
life insurance, doesn’t it seem foolish that you should 
neglect to keep your business premises in thoroughly 
clean condition so as to prevent the possibility of a 
fire starting in your place of business? 

‘or there is this additional consideration: Let us 
suppose that a hardware dealer carries as much fire 
insurance as he can secure on his stock and building. 
ven so there is no way in which he can be recom- 
pensed for the loss of business which he will be cer- 
tain to suffer if his store should be destroyed. 

For this reason alone, if for no other, should the 
dealer make absolutely certain that there is nothing on 
his premises, in the way of trash, waste, oily rags, 
etc., lying loose where it may start a fire either by a 
carelessly thrown match, lighted cigar, or by spon- 
taneous combustion. 

I*xcelsior, waste paper, wrappings, have no place in 
a well conducted store except in a special receptacle 
of fireproof material provided with a weil fitting 
cover, and the same applies to oily rags and other 
easily inflammable waste. 

Incidentally it is also well worth noting thet by thus 
keeping your premises in such cleanly condition you 
secure your fire insurance at lower rates than does 
the man who is careless about the condition of his 


7 


place of business. 


Dement 


Chicago, February 14, 1916. 


+6 
a ao 


If you want the public to think your business is 
slack, encourage the help to stand on the front steps 
or in the front window with hands in pockets. 
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ABSURD LAWS FOR REGULATING THE SALE 
AND CARRYING OF FIRE ARMS. 
To AMERICAN ARTISAN: 

Your article in AMERICAN ARTISAN of January 29th 

on page 25 is certainly along the right lines in regard 

to the “unworkable” fire- 
arms restrictions imposed 
on the people by various 
states and cities. 

Laws and ordinances are 
often framed up by well- 
meaning legislators, who, 
imagining they are doing 
the general public a great 
good, but when the law or 
ordinance becomes effec- 
tive, it accomplishes ex- 
shall 





—S== 
F. E. Muzzy. 








actly the reverse of what was intended by the 
] say ignorant or inexperienced—lawmaker. 

Furthermore, there are always in every organization 
—legislature, church or secret—grafters, both large 
and small, and the legislative field is the most fertile 
for these fellows to cultivate. 

I am advised on reliable authority that in years gone 
by legislators in the staid old Commonwealth of Mas- 
sachusetis have reaped a fat income by introducing 
bills that apparently would work for the betterment 
of the people but contained a hidden “joker” and were 
quietly “bought off” from pushing their bills to enact- 





ment. 

One such legislator is reported to have been paid to 
suppress five of the bills he introduced in one session, 
and yet he was very popular with his constituents be- 
cause of his eternal vigilance (?) watching for the 
welfare of his people, while in reality he was watch- 
ing the welfare of his own pocketbook. 

Some twelve or fifteen years ago the firearms man- 
ufacturers were called upon to raise five thousand 
dollars to “kill” an obnoxious bill that was pending 
in the New York legislature, and it is needless to say 
the bill was “killed,” for everyone knows that “money 
talks” with the average New York politician. The 
bill referred to looked on the surface as a great pro- 
tection to the innocent public but in reality was a 
damage to the law-abiding citizen and a benefit to the 
“thug.” 

This applies largely to the various bills written on 
the statute books. of many Southern states. Many 
bills almost (and some actually do) prohibit the mer- 
chant from selling firearms to law-abiding citizens 
but in no instance to my knowledge, do they prevent 
the buying or carrying of revolvers or pistols by the 
“hold-up man,” the “house breaker” or the “all around 
crook,” the very people the laws are supposed to reg- 
ulate, and the law abiding citizen who wants a firearm: 
for pleasure or self-protection and who would never 
be guilty of any unlawful or intolerable act is pro- 
hibited from obtaining or carrying the same. 

The criminal who wants a firearm is able to and 
does get it, no matter where he lives or operates, and 
the laws and ordinance to the best of my knowledge 
for the so-called regulation of the sale of firearms 
have worked to the financial loss of the merchants in 


the cities and states which they cover and usually to 
the inconvenience and often loss of life and property 
of the innocent. 

Firearms legislation is a football for ambitious poli- 
ticians to get their names before the public as public 
benefactors, and it has been worked “to the limit.” 

In enacting laws and ordinances for the regulation 
of the purchase and carrying of firearms by the in- 
dividual, the manufacturer and the distributor should 
be consulted, for they as a class are more interested 
than anyone else to see that firearms are not misused 
and made unpopular as is the case today. 

Universal action should be taken to repeal the ab- 
surd laws and ordinances now in operation and sane, 
practical, regulations adopted and enforced. 

F, E. Muzzy. 

Springfield, Massachusetts, February 12, 1916. 


PATENT SECURED- FOR ICE PICK. . 





Lothar R. Zifferer, New York City, has secured 
United States patent rights, under number 1,171,296, 
for an ice pick described in the follow- 
ing: A Wevice of the class described em- 
bodying, in combination, a handle pro- 
vided with a bore therewithin, said handle 
being formed with a neck of reduced 
diameter, a ferrule surrounding said neck 
and overlying the handle and adjacent 
thereto, a hollow sleeve arranged within 
the bore of the handle provided at one end 

1,171,296 = with an enlarged and threaded socket and 

at the other end with a head arranged to 

abut against the ferrule upon the handle 

neck, means fer securing said sleeve with- 
' in the handle body, a shank within the 
sleeve having its acting end projected from the handle 
through the neck thereof, a head on the shank ar- 
ranged to lie against the inner end of the threaded 
socket within the sleeve, and a threaded socket within 
the sleeve, and a threaded device secured within said 
socket, and in engagement with the shank head to lock 
the same against movement, substantially as described. 








PROFITABLE YEAR FOR THE NATIONAL 
ENAMELING AND STAMPING COMPANY 
NOT DUE TO WAR ORDERS. 





Announcement was made at the annual meeting of 
stockholders of the National Enameling and Stamp- 
ing Company that 1915 was the best year the company 
has had since 1909. 

Net profits from operations aggregated $1,999,800, 
against $836,850 in 1914. The balance available for 
dividends on the common stock equaled $455,479, oF 
nearly 3 percent, against a deficit of $49,506 in 1914, 
and a surplus of 9-10 percent on the stock in 1913. 

President F. A. W. Kiechhiefer told the stockhold- 
ers that the greatly improved earnings last year were 
not due to war orders, but to domestic and foreign 
business in the usual commercial lines of enameled 
wares. 





Economy is the road to wealth, but there are lots 
of automobiles on it. 

















FACTS WHICH INDICATE THAT PRICES ON 
IRON AND STEEL WILL REMAIN 
HIGH FOR LONG TIME. 





In the following letter which has just been sent to 
the salesmen of one of the most prominent steel com- 
panies, a number of facts collected by prominent 
iron and steel statisticians are given, which at least 
tend to indicate that there 's little likelihood of a lower- 
ing of prices on iron and steel products for several 
years: 

All reports from the various territories indicate a 
very promising prospect, but show a tendency towards 
skepticism by buyers as to the stability or honesty in 
the present high prices. Let us quote you a few facts, 
which have been compiled by some of the most learned 
statisticians in the Iron and Steel Industry. It might 
be well to memorize for argument’s sake in conversa- 
tion with your trade: 

“The present world shortage of iron and its prod- 
ucts is upward of 70 million tons. 

“Fifty-five percent of the world’s productive ca- 
pacity of iron and steel is embraced within the terri- 
tory of the warring nations. 

“The operation of the lew of supply and demand 
will soon create a condition in this industry where the 
buyers, through competitive bidding will establish a 
price level far higher than now prevailing. 

“For two or more years after the ratification of a 
treaty of peace between the allied and central powers, 
the imports of the present warring nations will largely 
exceed their exports. 

“The annihilations of iron and steel through war 
alone is at the rate of 10 riillion tons annually. 

“The productive capacity of the United States at its 
best cannot supply one-half the deficiency for the next 
three years. 

“Every pound of metal that either Germany or Eng- 
land can produce will be required within its own ter- 
ritory for the supply of its transportation systems and 
its industrial arts. (Germany for three years after the 
war has terminated will find its productive capacity 
inadequate to meet the demands of the people of that 
country and of Austria, its neighbor. 

“The shelves of the world are nearly bare of hard- 
ware, and the world’s warehouses empty. 

“The world at large, outside of the United States 
and the warring nations, has produced no metals in the 
last sixteen months. Their supplies are exhausted and 
their source of renewal closed. 

“The longer the war continues, the higher the price 
of iron products will evenivally go. 

“England, Germany and Austria will necessarily in 
the two years immediately succeeding the war, import 
more steel than they export. The United States must 
therefore prepare to supply the demands of the world 
whose stocks of iron and steel are depleted through 
sixteen months or more of use and sale without the 
purchase of one pound of iiidustrial supply during that 
period. At the same time the United States must 
Produce at least thirty million tons for home consump- 
tion. If the writer were the individual owner of a 
steel plant and guided only by business instinct he 
would store production and borrow money on ware- 
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house receipts. 
Cotton and corn may boti claim kingly lineage, but 
iron will soon be recognized as at least prince of the 
blood and heir apparent to the throne.” 


‘Iron is either a prince or a pauper.’ 





= 
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HAMP WILLIAMS CELEBRATES TWENTIETH 
ANNIVERSARY AS HARDWARE 
DEALER. 


Hamp Williams, who is one of the best known re- 
tail hardware dealers in the Southwest, recently cele- 
brated his twentieth anniversary in the hardware busi- 
ness, having opened his first store February 1, 1896, 
with a capital of $775.00, in Hot Springs, Arkansas. 

His first store was 20x60 feet and although he has 
had many obstacles to overcome, among which were 
two disastrous fires, he is today the head of a busi- 
ness which needs for its home a three-story building 
I1Ox150 feet. 

“Hamp” does not claim all the credit for himself 
in-his success, for in a statement published by him in 





Hamp Williams. 


the Hot Springs Sentinel-Record he gives praise to 
his employes for their loyalty and thanks to the people 
in the trading community, as follows: 

“No man was ever surrounded with a better or 
more loyal bunch of men than I now have and | take 
this occasion to thank my clerks and the people of Hot 
Springs, Garland, Montgomery and Saline counties 
To you I owe a 
You have 


for whatever success [ have had. 
gift of gratitude which J can never repay. 
honored me with many positions of trust for which I 
am extremely grateful. Every day of my remaining 
life I will praise you, the people of Hot Springs and 
the surrounding country.” 
eo 

A great many have discovered to their sorrow that 
trouble seldom disappoints them when they are hunt- 
ing for it. Merchants are included in this list, no 
doubt, and every precaution should be taken not to 


become accustomed to anything like this. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








HANDSOME WINDOW DISPLAY OF TOOLS. 


The accompanying illustration represents a hand- 
some window display of tools which received Honor- 
able Mention in the AMERICAN ARTISAN Window Dis- 
play Competition. It was arranged by J. E. Gallagher 


dow stood a builders’ level on a tripod with a plumb 
bob suspended from the instrument. About the floor, 
walls and columns were attractively arranged various 
show cards, announcements, banners and other ad- 
vertising material. 

The sharp contrast in colors and the neat appear- 





Window Display of Tools Which Received Honorable Mention In AMERICAN ARTISAN Window Display Competition. 
Arranged by J. E. Gallagher for Wimberly and Thomas Hardware Company, Birmingham, Alabama. 


for the Wimberly and Thomas Hardware Company, 
Birmingham, Alabama. 

The prominent portion of the display was a rect- 
angular arch in the background, between the columns 
of which was attached a large, square board display- 
ing such tools as inside and outside calipers, rules, 
micrometer calipers, bevels, etc. The arch was 7 feet 
high with 12 inch columns and 18 inch base and cap, 
while the top piece measured 8% feet across. Both 
were constructed of thin frame work covered with 
white canvas and pleated or puffed bunting, and the 
board in the center was covered with red flannel. 

The floor was also overlaid with white bunting and 
on the platform in the rear were displayed calipers, 
dividers, hacksaws and similar tools. Nearer the win- 


ance of the tools and advertising material made a 
handsome distinctive display that, no doubt, proved to 
be very effective. 


REGISTERS TRADEMARK FOR RAZORS AND 
RAZOR BLADES. 





Under serial number 89,477, copyright has been 
granted to F. A. Clauberg and Company, New York 
City, for che trade- 
mark shown in the 
accompanying _ il- 
lustration. The 





particular description of goods is razors and razor 
blades. The Company claims use since about October 
1, 1914, and the claim was filed September 27, 1915- 


Maw 





Wao 
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STRIKING WINDOW DISPLAY OF SAFETY 
RAZORS AND SHAVING SUPPLIES. 


The illustration herewith shows a very handsome 
and striking window display of safety razors and 
shaving supplies which received Honorable Mention 
in AMERICAN ARTISAN Window Display Competition. 
It was prepared by H. F. Westcott for the I. E. 
Swift Company, Houghton, Michigan. 

The photograph clearly shows the neat arrange- 
ment of the background and floor. Four strips on 
the background, painted in red and white to represent 
barbers’ poles, divided it into three sections, the out- 
side ones of which illustrated a smiling man stropping 
his safety razor preparatory to shaving. The cen- 
ter panel was nicely arranged, a series of razor car- 
tons running around a handsome display board and 
two circular picture cards. 

The rectangular platform in the rear, the lower tri- 
angular one just in front of it, and the floor dis- 
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which are of a different design each year and which 
are now said to be recognized as being practically of- 
ficial badges of expertness, makes them among the 
most coveted prizes in the trapshooting game. 

Prior to 1913, the Du Pont long run regulations 
were that an amateur must break 100 targets in as 
many shots and a professional 125, to win a long run 
badge, but in 1914 they were amended, so that trap 
shooters making runs of 50 straight or better could 
share in the awards. The possibility of winning 
prizes was thus immeasurably increased and the pop- 
ularity of the new regtlations was so clearly demon- 


_ strated that the Company has announced that they 


will be continued during 1916. 

The manner of awarding these trophies is as fol- 
lows. lor the first run of 50 or better, a gold watch 
fob is given and for succeeding runs gold bars which 
are attachable to the fobs. Any amateur making 15 
runs and any professional making 25 runs, of 50 or 
better during 1915 and 1916 receives a Waltham 20 


4 Talat PP nice 
i eee 





Window Display of Safety Razors and Shaving Supplies Rece 





iving Honorable Mention in AMERICAN ARTISAN Window 


Display Competition. Arranged by H. W. Westcott for |. E. Swift Company, Houghton, Michigan. 


played in neat groups half a dozen varieties of safety 
razors and shaving supplies such as_ sharpening 
stones, brushes, blades, strops, etc., while at the side 
was arranged a pyramid of large cartons of blades. 

The beauty of this window display was not so 
much in the careful arrangement as in the variety of 
bright, live colors of the illustrated matter and the 
articles. Very often a neatly arranged window dis- 
play loses much of its attractiveness because of its 
dull, sombre color scheme, but in this case the clear, 
lustrous hues greatly accentuated the interest of the 
window display. 

acini 


OFFERS TROPHIES FOR TRAPSHOOTERS. 


E. I. du Pont de Nemours and Company, Wilming- 
ton, Delaware, have for the past several years offered 
gold trophies for amateur and professional trap shoot- 
ers. The exceptional attractiveness of these trophies, 


year guarantee gold watch. There is no limit to the 
number of watches that may be won during these two 
years. [I‘urther details of the conditions may be se- 
cured by addressing EF. I. du Pont de Nemours and 
Company, Department 12, Wilmington, Delaware. 


o> 





> 


‘If the shocking stupidity of the public mind to 
atrocious dishonesties is not aroused; if good men do 
not stir themselves to drag the young from this foul 
sorcery ; if the relaxed bands of honesty are not tight- 
ened and conscience tutored to a severer morality, our 
night is at hand—our midnight not far off. Woe to 
the guilty people who sit down upon broken laws and 
wealth saved by injustice! Woe to a generation fed by 
the bread of fraud, whose children’s inheritance shall 
be a perpetual memento of their father’s unrighteous- 
ness; to whom dishonesty shall be made pleasant by 
association with the revered memories of father, 
brother and friend !—Henry Ward Beecher. 
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Retail Hardware Dealers of Michigan 
Hold Successful Convention 








The Twenty-second Annual Convention of the 
Michigan Retail Hardware Association was held Feb- 
ruary 15, 16, 17 and 18 in Grand Rapids. Headquar- 
ters were at the Pantlind Hotel, where the sessions 
were also held. The exhibit was in the Klingman 
Furniture Exchange. 

TUESDAY, FEBRUARY 15. 

The opening session was called to order Tuesday, 
February 15th, at 1:30 P. M., by President Frank 
E. Strong, of Battle Creek, and after the invocation 
had been delivered by Charles M. Alden, of Grand 
Rapids, William Moore, Detroit, Treasurer of the 
Association, led the Convention in the singing of 
“America.” 

Honorable George E. Ellis, Mayor of Grand Rap- 
ids, extended a cordial welcome to the visitors to 





Frank E. Strong, 
President, 
Michigan Retail Hardware Association. 


which response was made by Charles A. Ireland, 
Ionia, Michigan. 
President Strong then delivered his annual address, 


as follows: 
Annual Address of President Frank E, Strong. 


In addressing you this afternoon on matters pertaining 
to our Association in general and this convention in particu- 
lar, I am deeply impressed with the responsibility devolved 
upon me. 

The work of your president means much and is an ardu- 
ous task for one who does not pretend to have any of the 
qualifications for such position. 

It has been my purpose to do everything to enhance the 
interests of our Association, and with the assistance of our 
worthy Secretary—for he certainly is a worthy secretary— 
together with the members of our Board of Directors, we 
trust the results have been satisfactory. 

I well remember in the younger days of the Michigan 
Retail Hardware Association, I was not very active, but re- 


tained my membership by paying dues and occasionally at- 
tending conventions. It seeméd then as though the dues went 
for naught, and I often wondered if the Association would 
survive the time when the good derived would be more ap- 
parent. 

As we all know that. time has long since passed, and we 
now are enjoying the results of the patient and faithful work 
of H. C. Minnie, our former secretary, and Charles Bock, 
George Hubbard, Frank Brockett, Henry Webber and many 
others I might mention. These men had faith and vision; 
they were the pioneers. Many are the good results that have 
come from our Association work, but the one that stands out 
foremost is Good Fellowship. Someone has said that to know 
your fellow man is to love him, and I believe this fact has 
been demonstrated in towns where we have local organiza- 
tions and meet our competitors, dine occasionally together 
and buy goods together when it can be done to advantage. 
a things, my friends, generate confidence; they are prof- 
itable. 

Gentlemen, this is a strenuous and wonderful period we 
are living in. Twenty years ago when the bicycle came into 
quite general use some of us held up our hands in horror 
and said the country was going to ruin because so much 
money was being spent for such a foolish luxury. Now we 
are spending four hundred million dollars a year for auto- 
mobiles, and still we have prospered until our nation has be- 
come the richest and most influential on earth. Our wealth 
has reached the enormous and almost unbelievable sum of 
232 billion dollars, or over 100 billions of dollars more than 
Great Britain and all her possessions. 

Do you know that one great factor in the production of 
this wealth is Steel and Iron—the fundamentals of all hard- 
ware? The steel and iron trade is the barometer of all busi- 
ness. I have observed for many years that when the iron, 
steel and hardware trade is steady the whole business of the 
country is enjoying an even tenor, but let something happen 
to stimulate this market and up goes everything. Specula- 
tion begins and uncertainty prevails: Witness the present. 

Many a conservative business man in these days of specu- 
lation—weary of the daily grind and small profit or no profit 
at all—is tempted to take one big plunge and see if he cannot 
“win out big.” In these days of disquietude, wars and rumors 
of wars, conflicting news and alarms, and contradictory ad- 
vice from the “men that know,” it is a splendid opportunity 
to attend strictly to our own affairs and let the other fellow 
take the risks. This is decidedly the time to look after our 
own fences, to see that they are sound and that our property 
is adequately protected. 

Do not speculate with your surplus earnings or savings. 
This is a most favorable time to keep a good balance in the 
bank. If you can introduce a little more economy into your 
personal and household expenses, do so. Do not strain your 
credit, reduce your debts, get yourself in as strong a position 
financially as possible. The whole world is in an abnormal 
condition and no one can predict the immediate future. The 
man who conducts his business along sound and conservative 
lines is the man who is in an admirable position. He who 
by some freak of market acquires wealth suddenly may excite 
envy, but he who pursues the even tenor of his way, undis- 
turbed by alarms, giving his energy and best attention to 
the business he knows—his own—who thinks of safety first 
and is wise enough to be thoroughly conservative, is the man 
who will command, not the envy of the thoughtless, but the 
admiration and respect of the thoughtful. I have decided 
after many years of fairly successful business that the price of 
success is hard work, strict attention to business and honest 
service. 

I want to urge you to keep in closer touch with our 
Secretary. If you have any grievances write him. He can 
help you, I’m sure. And, too, he may want your advice. It 
he writes you on any subject answer him at once, not in a 
week or a month, but immediately, and help him if you can. 
To him is due more than any other member the success of 
this magnificent organization, but the greater success depends 
on the co-operation of every member. 

I have attended several National Retail Hardware Asso- 
ciation Conventions and I can tell you without the least 
feeling of braggadocio that the Michigan Association stands 
very high in the councils of that Association. At the last 
National Convention held in St. Paul in June we were hon- 
ored by having one of our past presidents elected to the 
Board of Directors. I refer to our genial and ever alert 
Frederick A. Rechlin of Bay City. This was a signal honor 
because it came entirely without solicitation. 
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It had been my purpose to discuss the benefits derived 
from participation in Hardware Mutual Insurance, but later 
on our program we are to have an address by a gentleman 
who is eminently qualified to present this interesting and 
profitable subject, which is one of our Association cash bene- 
fits. However, I must tell you that I have great faith in 
these companies, and as proof of this assertion I might say 
that our firm carries all but $1,000.00 in the Hardware Mutu- 
als. 

Since last we met, our Association has sustained several 
losses by death in its membership. It is with deepest regret 
we record the sudden and untimely death of our worthy vice 
president, Frederick F. Ireland, of Belding, who, had he lived, 
would have undoubtedly been elected our next President. 
Henry C. Weber, of Detroit, was a charter member and was 
elected our second president in 1896. He later served eight 
vears as treasurer. Another member to leave us was John 
Kerr, of Coldwater, who for many years was a faithful Asso- 
ciation supporter. 

It was the privilege of your President and Secretary, 
together with Mr. Charles M. Alden and Mr. Karl S. Judson, 
to attend the funeral of Mr. Ireland and convey to the be- 
reaved family our heartfelt sympathies. Expressions of 
sympathy were extended to Mrs. Weber and Mrs. Kerr by 
our Secretary on behalf of our Association. 

My friends, these occasions are going to happen to all of 
us sooner or later. Let us be faithful to our trust, honest and 
conscientious in all our dealings with our fellowman, so it 
will be said of us that we were a blessing to the community 
in which we lived. 

In closing, I wish to thank you gentlemen for the loyal 
support you have given the officers of our Association the 
past year. I have great faith that your loyalty will continue, 
and thet our Michigan Retail Hardware Association will stand 
in the fore front of the organized states of the Union in 
membership and influence. 


After a song by the delegates, Paul H. Neystrom, 
of New York City, delivered an address on ‘“Sales- 
manship. 

Short addresses followed by manufacturers, whole- 
salers and representatives of the Hardware Trade 
Press, after which adjournment was taken. 

In the evening the delegates were guests of a vau- 
deville entertainment at Keith’s Empress Theatre, 
where an added feature was a special film showing 
various phases of the manufacture of hardware, se- 
cured through the courtesy of the New England 
Hardware Dealers’ Association. 

WEDNESDAY, FEBRUARY 16. 

The Wednesday session was an executive one, only 

After a 


song by the delegates, Treasurer William Moore, of 


vouched for hardware men being admitted. 


Detroit, made his annual report, which was referred 
This 
the annual report of Secretary Arthur J. 
Marine City: 

Annual 


followed by 
Scott, of 


to the Auditing Committee. was 


Report of Secretary Arthur J. Scott. 


At the close of another year one thing which appears 
to stand out prominently is the fact that the hardware deal- 
ers of Michigan, and in fact the merchants in all lines, have 
occasion to feel gratified at the conditions which have main- 
tained for the past twelve months. While we can find things 
in our individual businesses that might be improved, condi- 
tions in general have been satisfactory as compared with 
those existing elsewhere. 

_ We are right now in the midst of a period which re- 
quires the exercising of keen business judgment on the part 
of the individuals in order that business may be adjusted to 
the market conditions which have recently and will continue 
to undergo, in many cases, radical changes. 

Necessity fer Higher Retail Prices. 


It is a fact that many goods are now being sold at less 
than the cost of replacement, and I believe we could all 
prolitably set aside a full week at the present time for the 
purpose of putting in force an entire revision in our retail 
prices. Not only should we do this at once, but we should 
plan to watch the market quotations in the trade journals and 
xet information of advances promptly from every traveling 
man who calls upon us and be governed accordingly in fol- 
lowing the market. 

\dvances are in the air and the consuming public, un- 
derstanding the conditions, is prepared to pay more for mer- 
chandise in the manufacture of which metals are used. Some- 
times a dealer does not like to raise his prices on what he 


figures may be a temporary advance in market values, but 
there appears to be little relief in sight from present condi- 
tions, and the quicker we arrange our selling prices, so as to 
show a legitimate profit on present market values, the better 
will it be for both the retailer and the consumer. Let each 
of us right now make up his mind to make this revision of 
prices a special order of business immediately upon return 
from this convention. 

In the above connection I would again call particular at- 
tention to the Price and Service Bureau maintained at a 
heavy expense by the National Association of Retail. Hard- 
ware Men. I am informed that only a small percentage of 
our members have co-operated with this important bureau, 
although the records show that those who have availed them- 
selves of this service not only learn where they can get bet- 
ter prices on certain merchandise, but acquire other infor- 
mation of a practical nature that is invaluable to them in their 
business. 

I hope that we will all make it a point to get in touch 
with the Price and Service Bureau and utilize the information 
which they are constantly compiling for our benefit. 

I take it that you all read the very complete report of the 
\nnual Convention of our National Association which ap- 
peared in the July issue of the National Bulletin. Our state 
was represented by a full delegation and we were honored by 
having our past president, Mr. IF. A. Rechlin, elected as a 
member of the National Executive Committee. 

The National Association is in an exceedingly flourish- 





Arthur J. Scott, 
Secretary, 


Michigan Retail Hardware Association. 


ing condition and is gradually developing along certain lines, 
the various forms of service which it has undertaken to ren- 
der to the retail hardware trade. 

Farm Papers Show More Favorable Attitude. 

In this connection | am constrained to refer to the very 
noticeable change in the attitude of farm papers in the mat- 
ter of favoring the local retailer. 

There time when these publications did not ap 
parently consider that they had much in common with the 
retailers and the tendency was to boost the cause of the mail 


was a 


order and catalog house. 

Gradually changes were brought about and the majorit' 
of the representative publications in this line are handling 
both their advertising and editorial sections in a way which 
is inclined to help rather than to hurt the small town mer 
chant. We must give the National Association some of the 
credit for the campaign of education which has brought about 
the above results. 

We are all vitally interested in . 
Mutual Fire Insurance and are very fortunate in having witli 
us at this meeting, Mr. A. T. Stebbins of Rochester, Minne 
sota, who is one of the pioneers in the mutual insurance field 
has come all the way from Minnesota to addres 

important topi 


the subject of Hardware 


and who 
our members on this exceedingly 

In our last report, attention was called to thi ( 
ratio in the state of Michigan, the Minnesota company having 
reported a loss eauivalent to 69 percent of tl 


heavy lo 


the premiums re¢ 
ceipted during 1914. 

While possibly this heavy 
it is a fact that the losses this veat 


loss not due to carele >> 
heen cut down, 
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and 1915 shows up as a very satisfactory year for the mutual 
companies from the standpoint of business written in our 
state. 

The Minsesste company reports that in 1915 its fire 
losses in Michigan were only 17 percent of the premiums re- 
ceived. This, as compared with the 69 percent in 1914 and 
28 percent since the company was organized, is a very good 
showing indeed.. That the low fire loss rate was not con- 
fined to one company is evidenced by the report of the Wis- 


consin company, whose percentage is 22.7 percent in 1915, 
W) percent in 1914 and 34.8 percent since the company was 


organized, 

| believe that our members are to be complimented upon 
the above showing. If we continue to exercise care and cau- 
tion and employ adequate methods of fire prevention, we 
are putting money in our own pockets, for we all share in 
the profits of the hardware mutual companies and we are 
financially interested in keeping the expenses and losses down 
to the lowest possible point. 

The Minnesota and Wisconsin companies are the two 
which are admitted to do business in Michigan, and they have 
declared 50 per cent dividends for several vears and have 
built up large surplus funds. Thev 
every thousand dollars worth of insurance in force than is 
the case with the strongest of the old line companies. 

On October 12, 13 and 14, your president and secretary 
attended the secretaries’ conference in Chicago and were 
well repaid for the time spent in considering the innumerable 
problems in which the different state associations are mutually 
interested. Seldom, if ever, has a convention been held at 
which the delegates have concentrated their attention so 
thoroughly upon the business at hand as was the case at this 
Chicago meeting. We learned many things which we are 
able to use to advantage in increasing the efficiency of your 
organization. 

Favors Price Maintenance Bill. 

In the matter of National Legislation, we have been par- 
ticularly interested in the Stevens Price Maintenance Bill, 
and the effort that is being put forth to secure the one cent 
letter postage. 

The Stevens Bill is intended to give the manufacturer 
of trademarked brands of goods the right to have something 
to say in regard to the price at which his product is to be 
sold at retail. This would not affect the individuality of the 
retailer, as there are ever so many lines which would not be 
affected by the operation of a law of this kind, but it would 
be a blow to the large mail order house and department store, 
who, realizing that the public is familiar with the value of 
standard trademarked lines, use these goods as bait and of- 
fer them at prices which do not allow a legitimate margin 
of profit to the retailer, expecting to reimburse themselves 
by the sale of other unknown goods carrying a large mar- 
gin of profit. There is every reason for the retailer to en- 
courage the enactment of legislation such as the Stevens 
sill, and while we have already expressed our views on this 
matter, it will be in order for us to go on record again at 
this time so as to show that we are still actively interested in 
this subject. 

Definite efforts are still being made to increase the scope 
of the Parcel Post, and there are still those who are anxious 
to bring about a change which will provide for a flat rate 
on parcels ta all parts of the country, the same as now exists 
on first class mail. 

Inasmuch as first class mail is paying a good big profit, 
which is being utilized to defray the losses sustained in other 
branches of the service, it would seem like good business 
policy for the government to reduce the price so as to en- 
able all classes to benefit equally. Those departments of the 
post office which are conducted at a loss in practically every 
case benefit only certain classes. 

We have given our co-operation to the National One 
Cent Letter Postage Association, and [ believe as an or- 
ganization and as individuals we ought to continue to do so. 
The fact that this movement has been under way for sev- 
eral years without definite results should not be discouraging. 
A movement of this kind requires a lot of educational work, 
and if we do not get results this year, we have got to work 
just that much harder next year in order to bring about the 
results we are after. 

Garnishment Bill. 

On the matter of state legislation, there have been one 
or two measures since our last convention in which we have 
been deeply interested. As a result of an amendment to the 
state Garnishee Law, the scale of exemptions was revised in 
a way which under certain conditions enables a creditor to 
derive a larger amount from the money attached. This 
amendment, which was the result of a compromise, convinces 
ui thar our legislators realize now more than was the case in 
pact years, that the business man who is good enough to 
ex-end credit, and does so in many periods of adversity, is 
ertitld to proiection so that he can get his money in case 


tte debtor is disposed to settle when his circumstances 
chance, 

Another bili of particular interest to the hardware men 
was the Senate Bill Number 31, requiring general, district, 
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state and special agents and solicitors for insurance com- 
panies to be residents of Michigan and requiring them to pay 

a license annually. This law, if enacted as originally drawn, 
would have prevented any outside insurance company, in- 
cluding the hardware mutuals, from having anybody but a 
resident of Michigan canvass for business or adjust a loss 
within the state. As it is not practicable to maintain a man 
in Michigan all of the time to look after the business of the 
hardware companies here, this would have taken from us the 
services of Mr. F. W. Davis, who has not only been an ex- 
ceedingly valuable man for the mutual companies, but has 
also been successful in securing a large number of new mem- 
bers for our association during the years that he has worked 
with us. 

With the co-operation of our committee on legislation, 
we succeeded in having this bill amended so as to exempt the 
hardware mutual companies. We find that when we have 
occasion to present our views on matters of legislation affect- 
ing our interests, our representatives and state officers have 
a most wholesome respect for the prestige and influence of 
this organization. 

Some retail merchants throughout the state were vic- 
timized by a concern known as the United Retail Merchants’ 
Association, which conducted what looked jike an exceed- 
ingly plausible advertising and trade-getting plan, involving 
the awarding of an automobile in every city where a mer- 
chant became a member of the above association. Unfor- 
tunately, this scheme was not brought to our attention until 
quite a number of merchants had contributed a large amount 
for the privilege of representing the organization in their 
town. Investigations were carried on and we were able to 
warn some dealers against becoming involved in this plan. 
Eventually the federal government put a stop to the opera- 
tions of the concern and its promoter, a Mr. Foster, was 
only recently convicted and heavily sentenced. It was shown 
that he had succeeded in collecting something like $10,000 
from retail merchants and had given nothing in the way of 
services in return. 

This incident reminds us that it is an excellent plan for 
retailers, before signing up with a new scheme, to make in- 
quiries from your secretary, who is pleased at all times to in- 
vestigate and promptly furnish such information as can be 
secured in regard to matters of this kind. 

Disapproval of Trading Stamp Schemes. 

We have seen fit to discourage trading stamp and coupon 
schemes, believing that in the long run they confer no bene- 
fits upon the retailer, but on the other hand require him to 
give up a percentage of his profits, which, of course, goes to 
the promoters of the scheme. 

We consider it better business policy to sell goods upon 
their merits, ask a fair price for them, and seek business upon 
the basis of quality and service. 

The Supreme Court now has under consideration the 
constitutionality of the Anti-trading Stamp Law, enacted two 
years ago by the Legislature. It is hoped that a favorable 
decision will be handed down upholding the legislation. 

In previous years we have urged members to get to- 
gether in local county associations and clubs, and during this 
convention would like to hear from members in any terri- 
tory where progress has been made along this line. 

There are innumerable benefits to be derived along the 
line of improving credit conditions, facilitating collections, 
co-operating with the farmers in the matter of good roads, 
ete., that can be handled locally to the mutual benefit of those 
who paftticipate. 

Our organization suffered a heavy loss during the past 
year in the death of our vice-president. Mr. Fred F. Jreland, 
which occurred on October 7th. Mr. Ireland, who was loved 
and respected by those of us who knew him best, had been 
one of the most loyal and active members of this organiza- 
tion and we can ill afford to lose men of this calibre. 

Another loss which strikes our association heavily was 
the death of Mr. Henry C. Weber, one of the charter mem- 
bers of our organization, and for several years an executive 
officer. He had served as president, secretary, treasurer and 
member of the executive committee, and was known for the 
fraternal spirit which he displayed towards other members 
of the organization wherever he met them 

Other members of the organization have been called 
away this year, but as we have not got a complete reco rd of 
them T have refrained from referring to those few which 
have been brought to our attention. 


At the time of our last convention in Saginaw, the sec- 
retarv reported a membership of 1,000. 
Since that time fifty-one of these have either sold out 


or retired from business, while twenty-six have either re- 
signed or have been dropped for non-payment of dues. Alter 
deducting these seventy-seven from our list. we find that we 
still have 923 members who were also members last vear. 


We have succeeded in securing 164 new members ‘this 
vear. This gives us a total membership at the present time 
of 1,087, and I anticinate that when the next National sso- 
ciation report is published, it will show that Minnesota is the 
only state which can claim a larger membership. ;, 

Va 


We feel obligated to our associate members for the 
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co-operation which they have extended to us. Many of 
those who have not actually secured new members for the 
organization, have boosted the cause whenever the oppor- 
tunity presented itself. 

Praise for Trade Papers. 

The trade papers have assisted in spreading interesting 
association news amongst the retailers and have made it much 
easier to interest the non-members. The National Bulletin 
has been a power for good in many ways and has developed 
until it has become almost invaluable to the retail hardware 
man who wishes to keep in touch with the details of the busi- 
ness in which he is engaged. We ought to all read the 
3ulletin religiously just as soon as it arrives, for sugges- 
tions are repeatedly contained therein that we can take ad- 
vantage of in our own business. 

The correspondence of the secretary with members of 
the association has been quite heavy, and there has been a 
very marked desire on the part of the members to co-operate 
with the officers. The latter have been exceedingly painstak- 
ing in their efforts to make the Michigan association the best 
of its kind in the country, and they have extended to the 
secretary at all times the assistance without which the rec- 
ord which was made during the past year would have been 
impossible. 

[I want to once more thank the officers and members for 
the consideration which they have given to me at all times 
and for the loyal assistance rendered whenever called upon. 


A. T. Stebbins, Rochester, Minnesota, former pres- 
ident of the National Retail Hardware Association, 
then delivered an address on “Mutual Fire Insurance” 
showing how the Hardware Mutuals had reduced the 
fire insurance rates very materially to the members 
of the various state associations. 

After the Question Box had been discussed for 
some time, the session adjourned. 

An evening session, also executive, was called to 
order at 7:30 P. M., at which M. L. Corey, Argos, 
Indiana, National Secretary, spoke, followed by a 
discussion of various problems in the Question Box. 


THURSDAY, FEBRUARY 17. 

At the Thursday morning session, which was an 
upen one, short addresses were made by J. A. Weston, 
of Lansing; I. E. Woolley, of Ann Arbor, and W. 
(>. Baneroft, of Detroit. 

Address by W. G. Bancroft. 


Since traveling in the state and spending my time with 
you I have come to consider the hardware merchants in 
Michigan my personal business associates and friends. Be- 
cause of this intimate relation it is my duty to co-operate 
with you at all times and help you in your business, for in 
a way your business is my business, and your success is my 
success. Can’t you see how closely our interests are allied? 
_ When your secretary asked me to speak to you at this 
Convention I not only considered it a privilege, but a duty 
to give vou something that you could take home with you 
and to use to make your business more pleasant and 
profitable. 

Let us first consider what is most needed after a well 
selected stock. After careful and thoughtful consideration 
! would say that enthusiasm and cheerful service are two of 
the most important things in the business world today. 
Therefore, if this is true, and if anything I shall say would 
give you just a little more enthusiasm and will create in 
you a desire to give a more cheerful service, I assure you 
that I will be more than repaid for my efforts. 

If there has ever been a time in the history of our 
country when a business man has had cause to be encour- 
aged and enthused it is just now. 

_ Do you know that the bank clearings for our Nation 
tor 1915 were more than one hundred and eighty-six thou- 
sand million dollars, which proves conclusively that there is 
plenty of money in the country, and money makes business 

The trade balance in our favor is more than one thou- 
sand seven hundred million dollars. 

_ We sold to other countries seventeen hundred thousand 
million dollars’ worth more than we bought from them. 
_ Other countries sent to us more than four bundred and 
forty million dollars in solid gold. 

The value of our grain crops with the prices higher is 
more than five thousand five hundred million dollars. 

The American railroads took in more than three thou- 
sand million dollars. 

The resources of the country’s banks amounted to twelve 
thousand million dollars. 

As I go about the state calling on the hardware snen I 


feel that there are so many who are not making the most 
of their opportunity, having bought their steel, wire and 
nails at the prices that prevailed last fall, and are selling 
them at the same prices as last year. Yet the prices on all 
metals have advanced from 20 to 60 percent. You are 
entitled to the advance in price and should get it. When 
the time comes that you have to. replenish your stock you 
will have to pay the advance in price. Base your selling 
price on the market value, not on your cost. 

The other day I read an article written by a man who 
had been active in the business world for forty years, and 
which has afforded him an opportunity to study social, 
political and industrial economics, not only in this country 
but in the world’s trade generally, and for the last five 
years has given up his entire time to the study of the above 
subjects. 

This is what he has to say: The present world’s short- 
age of iron and its products is upwards of seventy million 
tons. The operation of the law of supply and demand will 
soon create a condition in this industry where the buyer 
through competititve bidding will establish a price level far 
higher than now prevails. 

If a treaty of peace be ratified today the imports of the 
allies and central power would far exceed their exports. 

When a railread company has purchased steel rails and 
through wear they have lost fifteen or twenty pounds, they 
are returned to the furnaces and are fashioned into some other 
form of usefulness. 

When a plow point has lost 10 or 15 percent of its weight 
it will again go to the smelters, and be reconverted to useful 
purposes for mankind, but when a shrapnel shell explodes 
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or solid shot has buried itself in the earth or in the sea, it 
is lost forever. When a vessel is sunk the same thing occurs, 
and it means a loss of an average of twenty-five thousand 
tons of steel. This means we must go back to the mines and 
produce as much metal as has ever been produced, plus the 
amount which has been annihilated. 

The large iron industries of Belgium have been com- 
pletely destroyed. The same thing applies to many in France 
and those in Germany and England are disorganized, and the 
result will be that those countries will nowhere near meet 
their own requirements. They will have to look to this coun- 
try to make up their shortage. The United States is plan- 
ning to spend in the next four or five years five hundred 
million dollars for steel, copper and iron. 

Men who are familiar with and have made a study of the 
present conditions, predict that metals will be much higher 
after the war closes than they are at the present time. 

You, my friends, may say: “All this makes me pay 
much higher prices for the wares that I handle; how will it 
help me?” 

The large demand for metals will give work to every 
man in our country who wants work at a good salary, whicl: 
will give him more to spend for food, wearing apparel and 
shelter. The latter needs hardware, the farmer will have 
more money to spend on new buildings, and improving the 
old with paint and hardware. All this helps the hardware 
merchant. 

With higher prices you will not have to handle nearly 
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as large a tonnage to make the same profit as you are making 


now. Therefore you will have more time to go after new 
business. It will be up to you. 

[ believe that with a large volume of money in circula- 
tion—if you put forth the same effort that you are now 
doing plus enthusiasm you will do a much larger business in 
dollars and cents, which means a larger net profit 

Leave this convention enthused over the prosperous out- 
look and the prospect that the year of 1916 will be the 
largest year of all our history, believing that you are to 
have the largest in your career, adding to your belief a better 
and more cheerul service to your customer, to your associates, 
and to your community, and there will be nothing that can 
stop you. You will get it. 


Curtis M. Johnson, the well known hardware dealer 
and Mayor of Rush City, Minnesota, then delivered 
his address on “A Dealer’s Service to His Com- 
munity,” pointing out some of the responsibilities that 
the dealer assumes when he goes into business and 
emphasizing the fact that his success is very largely 
dependent upon the manner in which he fulfils his 
obligations in this regard. 

This was followed by an address on “Two Snakes 
in the Business rain,” by Stanley M. Krebs, of 
Philadelphia, and after the Question Box had been 
discussed for some time, the session adjourned. 

The delegates and visitors were guests of the Job- 
bers and Manufacturers’ Association of Grand Rapids 
at an entertainment and buffet luncheon during the 


evening in the Convention Hall. 


FRIDAY, FEBRUARY I8. 

The closing session was held Friday afternoon, 
being called to order at 1:30 o'clock. 

The Committee on Resolutions submitted a lengthy 
report covering the following points: 

lavoring the Stephens-Ayers Bill H. R. 9671. 

l‘avoring the Kreider Bill H. R. 282, against false 
advertising. 

favoring the Adamson Bill H. R. 192, to prevent 
swindling in interstate commerce. 

l‘avoring Steenerson [dill H.R. 574, to prohibit mis- 
branding of goods. 

Commending the action of those farm and agricul- 
tural papers which are encouraging home trading. 

Approval of a general movement toward shorter 
terms and favoring a national Pay-Up-Week. | 

Approving of the movement instituted by the Na- 
tional Implement and Vehicle Association for the 
Standardization of arm Equipment. 

Recommending a modification of ‘the ruling by the 
Michigan lire Marshall relative of the storage of 
dynamite. 

Recommending the appointment of a non-partisan 
Tariff Commission. 

extending thanks to the officers and all others re- 
sponsible for the success of this convention. 

The election of officers resulted as follows: 

President 

Vice-president—James W. Tyre, Detroit. 

Secretary—Arthur J. Scott, Marine City. 

Treasurer—William Moore, Detroit. 


Karl S. Judson, Grand Rapids. 


executive Committee—lor two years, Frank FE. 
Strong, Battle Creek; Norman Popp, Saginaw; Alex. 
Lemke, Detroit; Ernest Wise, Kalamazoo; John C. 
Vischer, Ann Arbor. To fill vacancy, George W. 
Leedle, Marshall. 

Detroit is the 1917 Convention City. 


Bevan Lawson, salesmanager of the AutoStrop 
Razor Company, New York, gave a very instructive 
and interesting talk on the “Mechanism of Price 
Maintenance,” in which he pointed out many of the 
convincing reasons why retail hardware dealers 
should bring pressure to bear on their representatives 
in the National Congress to have the Stephens Bill for 
the Regulation of Resale Prices passed during the 
present session. 

—~-oo 


SECURES PATENT FOR SAFETY RAZOR. 


Thomas Wild, Moseley, Lirmingham, [ngland, 
las procured United States pate ights, under num- 
d United Stat tent rights, und 
ber 1,171,290, for a safety razor de 








1,171,290 
dy @* scribed herewith: A safety razor, in- 
\ IG cluding a back plate and guard plate 
whose inner blade-clamping faces are 
ce each formed with a registering lon- 
gitudinal twist, a blade adapted to be 
= - clamped between these faces so as to 








strain it to the longitudinal twist, and a handle whose 
axis is set inclined to the cutting edge or edges of the 
blade; the clamping of the blade putting a diagonal 
curvature into said blade in addition to a transverse 


curvature, substantially as described. 





CLEANING ALUMINUM UTENSILS. 


With the steadily increasing use of aluminum cook- 
ing utensils, it is well for the retail hardware dealer 
to be in position to give advice as to the proper method 
of cleaning these very attractive vessels, and 
AMERICAN ARTISAN herewith gives several well test- 
ed means of doing so: 

It is necessary simply to remove the foreign matter, 
and, fortunately, this can be very easily done. One wa) 
is to boil green fruits, particularly rhubarb, in a ves- 
sel. Another is to allow an oxalic acid solution—one 
heaping teaspoonful of oxalic acid crystals to one gal 
lon of lukewarm water—to stand in it over-night ; then 
wash out the utensil thoroughly with clear hot water, 
rinse, and use as accustomed. But more to the point 
is the fact that, although a discolored utensil is un- 
sightly in appearance, there is no danger whatever in 
using it. In other words, the impurities form no 
poisonous compound with the aluminum. 

Aluminum is susceptible of taking a beautiful po! 
ish. This, unfortunately, is not white like that of 
silver or nickel, but slightly bluish, like tin. The shade 
can be improved. Il irst, the grease is to be removed 
from the object with pumice stone; then, for polish 
ing, use is made of an emery paste mingled with tai- 
low, forming cakes, which are rubbed on the polishing 
brushes. Finally, red rouge is employed with oil of 
turpentine. 

To give the aluminum a natural, pure white color. 
dip it into a strong solution of caustic soda or potass: 
and then into a bath of two parts nitric acid and on 
part of sulphuric acid; thence into pure nitric acid a1 
finally into vinegar diluted with water. Rinse in rw 
ning water, and dry in hot sawdust. Burnish wit! 
hloodstone burnisher. 
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New York Hardware Dealers Meet 


in Annual Convention 








The Fourteenth Annual Convention of the New 
York State Retail Hardware Association was held in 
Buffalo, February 15, 16, 17 and 18. Headquarters 
were at Hotel Lafayette and the sessions were held at 
the Broadway Auditorium. 

TUESDAY, FEBRUARY 15. 

Promptly at 10 o'clock President John A. 
of Richfield Springs, called the Convention to order 
and after singing “America,” which was led by the 
Hardware Association Quartette, consisting of H. H. 
Fisher, of Spencer; W. H. Paddock, of Wolcott; T. 
N. Hollister, of Cortland, and C. Raymond Stout, of 
Friendship, the Reverend Samuel V. V. Holmes, 
pastor of the Westminster Church, Buffalo, delivered 


Losee, 


the invocation. 
President Losee then read his annual address, as 


follows ; 
Annual Address of President John A. Losee. 


In opening our 14th annual convention I desire to im- 
press upon von that this convention belongs to you. The 
State Association is yours, as well as the National. 

In membership we are growing, slowly, | must admit, 
but what is more encouraging is the fact that the interest in 
the association work is growing in no small degree. Members 
are becoming alive to the fact that there is a world of good 
to be derived by membership in the New York State Retail 
Hardware Association. | ask you all to be active, take hold 
and push. With united effort, we can place our association 
where it belongs, at the head and front of all state asso- 
ciations, same as our great Empire State stands at the head 
of the states of the union. 

During the past twelve months, we as hardware mer- 
chants have seen the greatest changes in the price of metals 
and in the general hardware line, ever known by the oldest 
member of our association. 

Copper has advanced from $11.80 per hundred pounds 
to $27.00. Tin from $33.20 to $48.80. Lead from $3.80 to 
$6.10. Spelter from $5.40 to $22.20. Twenty-eight-gauge 
black sheets, $1.75 to $2.60. Twenty-eight-gauge galvanized 
sheets, $2.75 to $5.50. Wire nails, $1.50 to $2.20. Barb wire, 
$1.80 to $3.05. Tron bars, $1.10 to $2.15. 

Necessary to Watch Market Quotations. 

I bring these figures to vour attention that | may impress 
upon you the necessity of closely watching the market and 
current prices and to urge you to take the legitimate profit 
that is your due. Carefully watch your stock and_ revise 
prices, and, because you have bought goods at extremely 
low figures do not think that you must give them away. 

This is the harvest time and we should all strive to 
make our profits in 1916 the largest we have ever received. 
On many items in our line the manufacturers are, in a way, 
indifferent as to orders and take three to six months in mak- 
ing shipments. 

Careful Study of Trade Papers Pays Actual Profits. 

‘merchant who has carefully read the trade papers 
and kept in close touch with the market will be well repaid 
this year for his efforts as he is the man who has anticipated 
and laid in a heavy stock of low priced goods and will now 
take his profit at the high price. 

Price maintenance legislation is of great interest to us 
as hardware men, and now is the time for united efforts and 
we should urge our representatives in Congress to work and 
vote for the passage of the Stevens-Ayres Bill, or the new 
measure called the Dan V. Stephens Bill, when it is re- 
ported out of committee to the house. Either bill will be of 
help and assistance to us, in our part in the nation wide 
campaign to eliminate the practice, now so common among 
certain classes of stores, of misleading advertisements and 
the malicious cutting of prices on well known, trademarked 
articles, on which both manufacturers and reputable mer- 
chants have striven consistently to develop a demand at fair 
Prices to the consumer. The “Dan V. Stephens” bill covers 


the ground very effectively and meets some of the objections 
brought up against the original Stevens bill. 





Bring Pressure to Bear on Legislators. 

Don’t fail to use your influence with your Congressman 
and get vour local board of trade interested, and take hold 
of the matter. Put it squarely up to your representative just 
where you stand. No one man can do the trick. We need 
the help of all our members, and that of other state asso- 
ciations to accomplish this result. 

I have a recommendation to bring before this conven- 
tion that, I believe, if adopted and put into practice, will be 
of great value to you as individuals and to our association. 
This is the question of forming county associations which 
will bring the hardware dealers of the various counties of 
the state together, to work for a better understanding among 
local competitors. 

Local Hardware Clubs. 

The chairman of the county body should be in close 
touch with.our state organization, and by holding meetings 
at regular intervals, at a central point in the county, | believe 
that a large percentage of dealers in every county would 
eventually join both the County and State Associations, thus 
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strengthening both bodies and also making our National 
\ssociation so much stronger. 

This department could also be used to good advantage 
in making reports and collecting from customers who are 
moving from one town to another. Jt would bring com- 
peting merchants to become better acquainted, giving them 
an opportunity to discuss and help one another with local 
credits, consult on local business conditions and in many 
ways make us better and broader merchants. 

In larger cities, such organizations are easily formed 
and we now have several that are doing good work for their 
members. The most notable of them are Brooklyn, with 
over one hundred members, and the Buffalo association with 
forty odd members. Syracuse, Schenectady and Niagara Falls 
have local associations which are doing mighty work 
and I am credibly informed that all the important stores in 
these cities are actively interested. 

New York City has an efficient association, the counties 
on Long Island and Richmond Borough are organized, all 
with splendid records to their credit. 

In territory most familiar to us, there is established one 
' I refer to Westchester Coun- 


eood 


very strong county association. 
ty, the home of our distinguished vice-president. That par- 
ticular organization is fortunate in having among its mem- 
bers, merchants of the cities of Yonkers, Mount Vernon and 

. 









White Plains, in addition to many merchants located in small- 
er communities. 

As we progress in our work this week, I hope to hear 
from members from that part of the state, chiefly for the 
purpose of giving us, who live in other counties, the en- 
couragement to follow their example. Co-operation in so 
many directions would be possible under such an arrange- 
ment that | am certain the results would justify every effort 
made to accomplish the end sought. 

Let us while here, give the subject earnest thought and 
plan to organize a few counties in 1916. That would, in my 
opinion, be an accomplishment worth our serious effort. 

Collection Department. 

Another recommendation that I desire to bring before 
this convention is that we establish a collection department, 
to be connected with the secretary’s office in Syracuse. It 
is my belief that a properly equipped collection department 
would be able to assist us in collecting a large amount of 
money for our members at a low cost. A _ series of letters 
carefully prepared, by selecting the best means employed by 
up-to-date collection agencies, will bring results from many 
delinquents where we, the merchants who have extended 
credit and in many cases see the debtor several times a week, 
are unable to secure payment on account. Let an outside 
party take hold of the account and if properly handled set- 
tlement is often made. 

Some state associations have such departments and | un- 
derstand are mecting witli good success. Remember onc 
point, if we do start a collection department it is up to all 
members to make it a success. The secretary cannot carry 
this work along unless you furnish him accounts and co- 
operate with him in the work. 

I‘or several years we have endorsed the work of the 
National One-Cent Letter Postage Association and have aided 
the movement in our humble way. The influence of that body 
is telling effectively in Postal circles and in Congress. 

In supporting the movement we are furthering our in- 
dividual interests by seeking to shorten the time till one 
cent will carry a personal communication through the mails 
—a result entirely practicable if only other interests now 
favored by the postal laws can be forced to pay a just rate 
for services rendered. 

This subject will be brought up in detail as we progress: 
we are asked individually to accept complimentary member- 
ship in the One-Cent Letter Postage Association. Let us do 
this and give the organization our moral support. 

Competition of Variety and Department Stores. 

I feel it my duty to mention even though briefly, the 
growing competition we are having on hardware items in 
department stores and in the newer class of establishments 
whose specialty is goods selling at prices within certain 
brackets: for instance “4 cents to 50 cents” and “5 cents to 
$1.00.” 

That specialized effort in such commodities is popular 
with the public is plainly evident from the volume of busi- 
ness done in these stores. That such stores appear to be 
filling a demand is also evident. That the business is legiti- 
mate cannot be questioned. No credit is given and none is 
asked. Cash and quick turnover of goods at popular prices, 
coupled with attractive window displays and well placed ad- 
vertising appears to explain the enormous volume transacted 
by our comparatively new competitors. 

Methods Worth Adopting. 

[ just want to submit the question “Are these methods 
not worth adopting?” and can we not, from our discussions 
this week, formulate plans (which each individual hardware 
merchant may modify to fit his particular case) to success- 
fully keep in the foreground as distributors in our com- 
munities of the items which belong to the hardware line. 

The association desires it to be understood that we have 
a committee for the purpose of rendering assistance and ad- 
vice to any member who finds himself getting in financial 
difficulty. If there is any member who feels that his busi- 
ness is going back and that he is now in a bad way finan- 
cially, let him not wait until it is too late and lawyers get 
hold of his business, but take the matter up with our secre- 
tary and, through a committee, we may be able to lend a 
helping hand. No publicity, in any way, is given to these 
matters and no one need have any fear of asking assistance 
of our office. I trust that it will not be necessary for any 
merchant to ask such aid this year but if occasion should 
arise, the service is yours for the asking. 

Several deaths have occurred in both our active and asso- 
ciate membership during the past year. Names of the indi- 
viduals will be reported by the secretary and I think suitable 
action will be taken through the resolutions committee while 
we are in session. Perhaps the one death that affects us all 
most keenly is that of John Holley Bradish, who was for 
many years a director of our association, and its seventh 
president. To me this death came as a shock, because of my 
intimate knowledge of Mr. Bradish’s loyalty and true inter- 
est in our work, as well as for the personal regard for him 
which instinctively grew as my acquaintance with him ripened. 
I desire to impress upon you the many helps and the as- 
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sistance that members may obtain by keeping in close touch 
with our secreiary when unable to secure fair prices needed 
to meet competition and when trying to locate where certain 
goods out of the ordinary may be obtained. The secretary’s 
office is in position to serve you in these matters and wel- 
comes letters of inquiry. The Price and Service Bureau of 
the National Association, Argos, Indiana, is also at your com- 
mand and is maintained to serve retail hardware merchants 
who are association members. You are not playing fair 
with yourself if you fail to try out the buying power of 
either our State or National Price and Service Bureau. 
Low Cost of Mutual Fire Insurance. 

Insurance at cost. The Hardware Mutual Insurance 
Companies give us fire insurance at low cost. As association 
members, you alone are eligible to carry this protection. | 
cannot too strongly urge members to carry some of this in- 
surance with the Hardware Mutual. It means a saving of 25 
to 50 per cent in premiums. 

Two of the strongest companies will, we hope, become 
regularly licensed in our State this year. One of them 
(Minnesota) has already filed its application. As far as | 
am able to learn, all the Hardware Mutuals enjoyed profit- 
able business in 1915, with smaller losses than usual. So 
our protection may safely be said to be of even higher class 
than ever before in the history of these companies. 

In the preparation for this convention, I must not fail 
to express my appreciation of the work done by the several 
committees, particularly by the members of the Buffalo City 
Association, and of our associates, who have taken upon 
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themselves the task of entertaining the convention parts 
Wednesday night. 

While on this subject, you will allow me to speak briefly 
of the exposition which is the largest and most varied that 
we have had since our last meeting in this same city in 1915. 
I am going to ask you to make it your business to meet the 
men in charge of all the exhibits. I realize that you can- 
not do business with them ali—neither do they expect that 
you will. However, the information they can give us all. 
and the new business friendships we can all make through the 
medium of the exhibition will be decidedly worth while. Let 
us be friendly with the exhibitors and in recognition of the 
compliment they pay us by exhibiting, let us confine our con- 
vention purchases in this building to those who are actually 
exhibitors. 

Praise for Secretary John B. Foley. 

For our incoming president and officials, I ask you to 
lend a helping hand and stand squarely back of them in all 
their efforts and in the undertaking and building up and 
broadening of this, your association. I desire to publicly ex- 
press my thanks and hearty appreciation for the aid given 
me during the past year by our efficient Secretary, John J. 
Foley. I have constantly called upon him for assistance and 
advice during the year and greatly appreciate his work and 
the manner in which he has handled the association work 

“Count that day lost, whose low descending sun 

Sees prices shot to pieces and business done for fun.” 
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\V. H. Stepanek, a retail hardware dealer of Cedar 
Rapids, Iowa, spoke on “A Practical Accounting Sys- 
tem for Retailers.” Mr. Stepanek showed that with 
very little labor and expense it was quite possible for 
the hardware dealer to know every day in what condi- 
tion his stock is. He illustrated his address with 
forms, records, etc., now in use in his store. 

A discussion of office methods followed Mr. Stepa- 
nek’s very instructive address, after which the session 
adjourned. 

WEDNESDAY, FEBRUARY 16. 

The Wednesday session met at 9:30 A. M., the first 
hour being devoted to the report of the delegates to 
the 1915 National Convention, by F. B. Boyce, of 
Wellsville; the report of Treasurer Frank E. Pelton, 
of Herkimer, and the report of Secretary John B. 
Foley, of Syracuse. 

At 10:30 A. M. the meeting was thrown open to 
manufacturers, wholesalers and other Convention visi- 
tors, and Alex F. Osborn, of Buffalo, spoke on 
“Dealer Advertising—Good and Bad.” 

I, Spencer Baldwin, of New York City, Manager 
of the State Insurance Fund, delivered an address 
on “Compensation Insurance and the State Fund.” 

This was followed by a Question Box discussion on 
matters relating to liability insurance and advertising, 
after which the session was adjourned. 

In the evening the visiting ladies were guests of the 
Associate Members at a theatre party, while the men 
enjoyed a Smoker and vaudeville entertainment, also 
as guests of the Associate Members. 

THURSDAY, FEBRUARY 17. 

The Thursday session was an executive one, at 
which the reports of the various committees were 
made, followed by the election of officers: 

President—Joseph B. Sellars, White Plains. 

Treasurer—I*, E. Pelton, Herimer. 

The Executive Committee re-elected John B. Foley, 
Syracuse, as Secretary. 

M. L. Corey, Argos, Indiana, National Secretary, 
spoke on the work of the National Retail Hardware 
Association, and Roy F. Soule, of New York City, de- 
livered one of his characteristic addresses, entitled 
“Points of Contact.” 

After a discussion of the Question Box, the session 
was adjourned until Friday morning when such busi- 
ness as was yet unfinished was disposed of. 

The annual banquet of the Association was held in 
Lafayette Hotel and many happy and ‘interesting 
short talks were made by officers and members. 


oa 


KENTUCKY RETAIL HARDWARE AND STOVE 
DEALERS MEET AT LOUISVILLE. 


Members of the Kentucky Retail Hardware and 
Stove Dealers’ Association met at 10 o’clock Tuesday, 
February 15th, at the Louisville Hotel, Louisville, in 
their first session of the Sixteenth Annual Convention 
of that organization. 








The address of welcome, delivered by Denny B. 
Goode, of the Louisville Convention and Publicity 
league, was responded to by L. C. Littrell. 

The morning session was featured by an address 
by J. S. Ogden, president, who spoke at some length 
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on co-operation and the duties and policies of retail 
hardware dealers. Some minor changes in the by- 
laws were also made. 

The members with their wives attended a theater 
party given in their honor Tuesday evening at 
Keith’s Theater. 

The second business meeting of the convention was 
scheduled for Wednesday afternoon, when at 1:30 
o'clock A. P. Ballou, manager of the local branch of 
the Mutual Insurance Company of New York, spoke 
on “Organization and Co-operation.” Reports of of- 
ficers, were made, after which the annual election of 
officers followed with this result: 

Fresident—J. J. Fischer, Newport. 

lirst Vice-president—W. H. Funk, Bowling Green. 

Second Vice-president—Gustav Albrecht, Jr. 
Louisville. 

Treasurer—William Van Deren, Lexington. 

Secretary—J. M. Stone, Sturgis. . 

J. S. Ogden, Ashland; J. J. Fischer, Newport, and 
W. H. Funk, Bowling Green, were named delegates 
to the National Retail Hardware Convention, to be 
held in Boston in June. 

Leon D. Nish, the aggressive secretary of the Illi- 
nois Retail Hardware Association, to whom much of 
the credit is due for the success of the Mutual I‘ire 
Insurance Department of that Association, spoke on 
“Mutual Insurance,” showing the positive saving on 
premiums which the Hardware Mutuals have brought 
to their members. 

The members assembled at a night session to hear a 
discussion led by J. R. Gamble, second vice-president 
of the National Hardware Association, on the “Ques- 
tion Box.” 

The final session was held Thursday morning, be- 
ginning at 10 o'clock with an address by J. R. Gamble, 
the national association representative. This address 
was followed by reports from the Committees on Con- 
stitution and By-Laws, Legislation, Grievances, Press, 
Auditing, Demise and Resolutions. At 11:30 o’clocK 
the “Question Box’’ was again discussed, and the con- 
vention came to a close at 12:30 o'clock. 


as 


PATENT ISSUED FOR GARBAGE CAN. 





Sylvester Harry Burroughs, Calgary, Alberta, Can- 
ada, has secured United States patent rights, under 
number 1,170,797, for a gar- 
bage can described in the fol- 
lowing: The combination with 
a pail of a gravity closed lid 
hinged thereon, a bail pivotally 
mounted to the pail, provided 





intermediate of its ends with a 
U-shaped projection, a link operatively connecting the 
lid and bail and designed to retain the latter in a 
normally vertical position, and angle brackets rigidly 
mounted on diametrically opposite sides of the lid 
designed to limit the rotation of the bail to less than 
a right angle. 
: porers - 
You will sell what you talk. Why not talk for 


profit 



























42 AMERICAN ARTISAN AND HARDWARE RECORD. February 19, 1916. 











Missouri Retail Hardware Dealers 


in Nineteenth Annual Convention 








The Missouri Retail Hardware Association held its 
Nineteenth Annual Convention Iebruary 15, 16, 17 


and 18, at St. Louis. Jleadquarters were at the Mar- 


quette Hotel, while the sessions were held at the 


Furniture Exhibition Building. 
The officers and committees which have had charge 
of the work during the past year are as follows: 
l’resident—-]. M. Campbell, of Bowling Green. 
Vice-president—I*. C. Thorp, Versailles. 
Secretary—I*, X. Becherer, St. Louis. 
Treasurer—W. C. Cole, Bethany. 
executive Committee: W. T. Shoop, Richmond ; 
C. C. Frederich, Lancaster; G. M. Rinie, St. Louis; 





J. M. Campbell, 
Retiring President, 
Missouri Retail Hardware Association. 


J. H. Dickbrader, Washington; G. A. Pauly, St. 
Louis; J. L. Boehl, St. Louis. 

Advisory Board: G. A. Pauly, St. Louis; Ward 
Cunningham, DeSoto; J. H. Dickbrader, Washington. 

Grievance Committee: I. C. Thorp, Versailles ; 
S. H. Sullivan, Jr., Sullivan; William Hitch, Vandalia. 

Legislative Committee: J. H. Dickbrader, Wash- 
ington; A. M. Hoffman, Sedalia; O. W. Johnson, 
Marshall. 

Auditing Committee: G. W. Rinie, St. Louis; T. 
QO. Morriss, Breckinridge; Carl Jaeger, Fayette. 

TUESDAY, FEBRUARY 15. 

The opening session was called to order 10:35 A. 
M. on Tuesday, February 15th, by President J. M. 
Campbell, with the largest first day attendance in the 
history of the Convention. 

T. OQ. Morris, of Breckinridge, presented a hand- 





some gavel to President Campbell on behalf of the 
officers and members of the Association. 

G. A. Pauly, Treasurer of the National Retail 
Hardware Association, led the audience in the sing- 
ing of “America,” and the President delivered a short 
prayer. 

In the absence of Mayor Kiel, his private secretary, 
Hl. M. Crutcher, delivered the address of welcome, 
being introduced by G. A. Pauly. President Campbell 
responded with pleasant remarks. 

A number of short talks were then made by visi 
tors in the order named: 

Daniel Stern, AMERICAN ARTISAN, Chicago; E. S. 
Pearl, of Fairbanks, Morse and Company, St. Louis; 
Harry G. Cormack, Centralia, Illinois; Henry N. 
Krueger, Neenah, Wisconsin; Leon D. Nish and 
Robert Y. Wallace, Elgin, Illinois; W. T. Shoop, 

> ’ 
Richmond; T. N. (“Tom”) Whitten, Trenton, and A. 
11. Gruendler, St. Louis. 

The session adjourned at 11:30 A. M. 

An executive session was held at 2 P. M., at which 
President Campbell delivered his annual address: 

Annual Address of President J. M. Campbell. 

We have reached another milepost in the life of our 
association, and as we reflect back over the time we ask our- 
selves, have we accomplished those things for which we are 
striving, to-wit: better hardware merchants? Nineteen years 
ago when this association was launched in this city at the Old 
Lindell Hotel, there was facing the hardware dealers of Mis- 
souri, as all other States, a condition that seemed insur- 
mountable. I well remember the burden of their talk, and 
it was a condition that demanded serious thought, but we 
had a wrong prospectus of the matter. 

We thought that the mail order business was an octopus 
that had to be killed by laws and our first thought was to 
rush to our legislators and demand that these houses be put 
out of business, and many honest folks thought that this was 
the remedy for this apparent evil, but time has changed our 
point of view, and instead of trying to regulate the other 
fellow, we have stopped and turned the searchlight upon our 
own business to see if the real trouble does not lie closer at 
home, and that instead of trying to run the other fellow’s 
business we ought to try and improve our own. 

So I think that those of our members that have stayed 
by this organization are better hardware dealers for doing so, 
and that they are not just store keepers, but are live, up-to- 
date twentieth century merchants trying at all times to im- 
prove their own conditions together with that of their 
neighbors. 

Plans for Greater Usefulness. 

3ut the past is dead, only as we use it to improve the 
future. We should not dwell upon it; that does not belong 
to us. We only have the present with a hope for the future, 
and that is what I want to call your attention to and see if 
we cannot plan for larger and more useful purposes in the 
realm of our vocation. 

During the past vear while J have endeavored to serve 
you as your President, I have tried to find out things that 
would be of benefit to you as members of this association. 
[ have one faculty that I have tried to cultivate, and that 1s 
keeping my ears and eyes open, and asking questions, and 
that is what I have tried to do when I was out on missions 
for this organization. It was my duty as well as my pleasure 
to attend two national meetings of the hardware dealers 01 
the United States, namely, the National at St. Paul, and the 
Secretary’s Conference at Chicago, and I have drawn some 
conclusions from what J heard and saw while at these meet- 
ings that I will submit to you heré at this time. 

Co-operation Necessary for Success. 

As you no doubt know that the National organization 
has taken a stand that the paramount problem for the retat’ 
merchant to solve is the ability to buy goods at a price that 
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will enable him to meet all competition at home or abroad, | 
think vou will all Lear me out from what I have previously 
said and written upon this subject, that I heartily agree with 
them in this, but I also believe that this problem cannot be 
solved by an executive committee of this or any other or- 
eanization without the hearty co-operation upon the part of 
the merchant himself, and | further believe that you cannot 
put a stock of hardware in a town and place a dead man te 
run it at a price far below what your dreams are along that 
line and have him make a success in the retail business. I 
am more than ever convinced that there are two other ele- 
ments that enter into the problem of merchandising besides 
price, namely, salesmanship and service. | believe with these 
last two fully developed that we can better solve the first. 

For the benefit of us small dealers from the country, let 
me say that the big dealer is not always the one that is get- 
ting the best prices, which was proved at the Secretary’s con- 
ference in Chicago last October. 

Jobber Logical Source of Supplies. 

As to the source of buying, I think the jobber is logically 
the man for us to depend upon for our source of supplies, 
and with the ready cash and a thorough understanding of 
your wants you will not have any trouble getting as good if 
not a better price than from the manufacturer who will, if 
you are not overly alert, load you beyond your capacity. 

I wish to call your attention to a few things in our or- 
ganization that | do not believe you are taking the advantage 


dues covers all of this, less the Auditing Company's commis- 
sions. 
Permanent Secretary Should Be Employed. 

I would like to make this recommendation at this point: 
| believe that the time is at hand for us to employ a perma- 
nent Secretary and we should instruct our Executive Com- 
mittee to look into this and see if our resources will permit 
us to employ one, and report at our next convention. I be- 
lieve we could double our membership and give them far 
better service. | submit this for your consideration. 

As your President I attended the National convention at 
St. Paul and the Secretaries’ conference at Chicago, and it 
was at the Secretaries’ conference that I was impressed with 
the importance of a: permanent Secretary. [ found that the 
States that had one were accomplishing many more things 
for the dealers than we were. 

Our beloved Mr. Pauly was again honored by being 
elected National Treasurer for the third time, and | found 
that his judgment had as much, if not more, weight than 
most any one in the National body, and we have a prestige 
through him that is far-reaching. 

[ expect a good many will wonder why we did not hold 
our convention in the Coliseum. I wish to explain this point. 
The management of the Coliseum raised the rent from $1,500 
to $2,000, and we could not see our way clear to assume that 
extra expense, and it was the judgment of the committee 
that we could have as good a convention and exhibit in this 





F. C. Thorp, 
President, 
Missouri Retail Hardware Association. 


of. We have at Argos, Indiana, the home office of our Na- 
tional Association, a Price and Service Bureau, and at the 
head of that bureau a man whom [| have the utmost confi- 
dence in, one who is impartial, fair in all matters, and quali- 
hed for the position, and who is not only trying but more 
than willing to help you if you will only call upon him, and 
| urge upon you to look into this department of which you 
are a part and narcel and the results will be surprising to you. 
Great Saving by Insurance Department. 

__ The insurance department you are more fully acquainted 
with, but I wish to impress upon those that are not using it 
that you are losing dollars and cents by not taking advantage 
of the great saving. Ask the members that are carrying this 
Insurance what are the results in dollars and cents. 

There is one thing that | wish to impress upon you, 
and that is that we do not get in as close a touch with our 
State Secretary as we should. It is his duty and I assure 
you, being as close to him as [ have been the last two years, 
that it will be his pleasure to give you all the aid he can and 
help prt you in touch with the working part of our State 
and National organizations. Give him your insurance and 
‘et him place it for you. It will help to put our association 
in touch with the outside and give us more prestige. 

Freight Auditing Department Earns Money for Members. 

"hen there is the Freight Auditing department, which I 
urge you to get in touch with. It was only last month that 
we received a notice for Secretary Becherer of a $25 claim 
that this department had found for us in overcharges; and 
remember this does not cost you a cent to join—your $4 


G. A. Pauly, 
Treasurer, 
National Retail Hardware Association. 


building as we could at the Coliseum, for the convention 
room was a failure, as you will all remember. 

[ also wish to announce to this convention that it became 
my sad duty to attend the funeral of our Ex-President, Mr. 
Taylor Frier of Louisiana, who passed from this life to the 
broader life beyond since we last met, and | think some men- 
tion should be made of this and sent to his widow and son 
at Louisiana, Missouri His son is now conducting the 
business. 

[ wish to thank the executive committee and officers of 
this asociation for the hearty manner in which they have 
responded to the calls that | have made upon them, and 
assure them that this vear’s work will be a green spot in my 
life and memory. | also wish to thank the members for the 
many letters and kind words that you have bestowed upon 
me during my administration, and | assure you that [ have 
gotten more out of this work in the way of inspiration than 
I have been able to put into it. 

Appreciation of Trade Press Services. 


[I wish to thank the Trade Press for the support they 
have given me during the past year. | have this to say to 
the incoming officers: It would be well for you to appreciate 
the influence of the press, for of all the interest in the bust 
ness there is none that does so much to uplift and upbuild as 


that unselfish fraternity, the press 
I wish it were possible for me to visit every hardware 
dealer in Missouri, and take vou by the hand, sit down with 
you in vour office and vo over this great problem of business. 
i would have been able to administer the affairs of this As- 
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sociation in such a manner that we would have an uplift that 
all would notice, but that is impossible, but I wish to thank 
you one and all for the honor you have seen fit to bestow 
upon me. 

As to this present convention, | want every one present 
to feel that this is his convention; do not hesitate to rise to 
your feet for fear of the chair not recognizing you. This 
is your convention, and you will get out of it just what you 
put into it. 

[I want to urge upon you to visit these exhibitors, and 
talk over trade conditions, and examine their goods; make 
this your school of instruction. They do not expect to sell 
every one that calls at their booths, but they will be only too 
glad to explain the merits of their goods, and you will not 
have wasted the time, but vou will be a bigger and broader 
man for doing it, and besides they are our guests and we 
must treat them as if they were in our homes. 


This was followed by the annual report of Secre- 
tary I*. X. Becherer. 

Treasurer W. C. Cole then read his annual report, 
which was referred to the Auditing Committee. 

The following members of the Committee on Reso- 
lutions were announced by President Campbell : 

J. G. Doty, Bowling Green; Louis Ringe, St. 


ous matters, led by William Hitch, of Vandalia, T. 
N. Whitten spoke on “Trade Building.” 

“Character, combined with brains,” said Mr. Whit- 
ten, “is the highest-priced and the best product in the 
world. It is also the best trade builder. Sacrifice a 
little of yourself for the community, which is afford- 
ing you your opportunity. Be master of your busi- 
ness and don’t let it master you. Do four things in 
life—think, remember, 1magine and act. This is the 
golden age of service and it is the man who gives 
service that builds trade. 

“When we take a boy out of the high school he is 
dazed. His head aches with the cramming of theories, 
but he has no training in business. He is worse than 
a team of 2-year-old mules. We treat the mules better 
because we break them to work, but we expect the 
boy to make good without practical training. Train 
him to think right, and to live right. They are the 





F, X. Becherer, 
Secretary, 
Missouri Retail Hardware Association, 


Charles; W. E. 
William Kimpf, St. Louis. 

(GG. A. Pauly led in the discussion on “Profits”? and 
J. Parrish, of Hamilton, had charge of the question 
“Is the Stove Department Profitable?” At the close 
of this the session was adjourned. 

WEDNESDAY, FEBRUARY 16. 


The Wednesday forenoon session was an executive 


Singley; W. Shearer, Chillicothe ; 


one, and was devoted to a discussion on the report of 
the Suggestion Committee which consisted of T. O. 
Morris, of Breckinridge; Alfred Jaeger, of Monroe 
City, and J. Parrish, of Hamilton, followed by a talk 
on “Ad Clubs” by J. H. Dickbrader, of Washington. 
Charles T. Woodward, Carlinsville, Illinois, first 
vice-president of the National Retail Hardware Asso- 
ciation, explained the purpose of the Stevens-Ayres 
Bill ow Price Maintenarce and strongly urged the 
adoption of a resolution in favor of its passage. 
After adjournment for luncheon the Convention 
met again at 2 P. M., and after a discussion on vari- 


W. C. Cole, 
Treasurer, 
Missouri Retail Hardware Association. 


essential things in the manufacture of men. If a man 
thinks right and acts right, he will be able to build a 
good trade in any line of business or any profession.” 

In the evening the delegates and their friends were 
guests at a theatre party. 

THURSDAY, FEBRUARY 17. 

At the Thursday forenoon session Charles C. [:ng- 
land, of Iestus, led the discussion on “Selling,” fol- 
lowed by a talk by Henry N. Krueger, of Neenah, 
Wisconsin, on “Price and Service,” and a discussion 
on “Buying,” of which S. Sullivan, Jr., of Sullivan, 
was in charge. 

During the afternoon session, Vice-president I’. C. 
Thorp led the discussion on “Competition,” followed 
by Robert Y. Wallace, Assistant Secretary of the Illi 
nois Retail Hardware Association, who took charge 0! 
the Question Box on “Insurance.” Mr. Martin, of the 
Minnesota Retail Hardware Association, also spoke. 

An amendment to the Constitution and By-law: 
was submitted to the Executive Committee,providing 
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for the appointment of a permanent executive secre- 
tary. 
FRIDAY, FEBRUARY 18. 
\Vard Cunningham, of De Soto, presided over the 
discussion on “Convention and Association Work,” 
at the Friday forenoon session, and Treasurer W. C. 


Cole led on “Local Clubs and District Organizations.” 
W. C. Cole on Local Clubs. 


Many dealers do not realize of what benefit membership 
in this Association would be to them. In unity there is 
strength, and if they ever expect to see their business placed 
on a solid foundation they will have to get into the band 
wagon with the rest of us. 

How are you going to apply reforms if your competitor 
does not wish to do so?” The chief evil of the business must 
be pulled out by the roots by the dealers themselves. 

If you are a dealer that has not been making any money, 
why is it? It is because your competitor across the street will 
not let you. The biggest question with you is, “What price 
will my competitor get? 

The hardware dealer is his own worst enemy and is him- 
self responsible for many of the ills with which his business 
is afficted. A remedy has been found, and if it is admin- 
istered according to directions it will produce results. It is 


> 
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G. M. Rinie, 
Member of Executive Committee, 
Missouri Retail Hardware Association. 


a good, live, local club, organized and conducted with the 
spirit of co-operation. It is the means by which all the vari- 
ous reforms you have advocated and discussed here on this 
floor can be put into practice. 

We must pass on the good ideas gained at a convention 
to those who do not attend. The old-time idea of wanting 
to put your fellow-dealer out of business has gone. 

_ the old idea was to fight the price cutting competitor. 

"he new idea is to educate him. 

_ While you are educating him you are educating yourself. 
You are educating the dealer in the next town. The education 
spreads. Eventually the hardware business will be raised out 
of the ruts of price-cutting; and don’t know what it costs 
to do business; and will be sent speeding along the well- 
paved highway of which the hardware dealer is entitled te 
be paid in profits for his services to the community, and to 
the retail dealer belongs the retail trade. 

'@ organize a local club means work. Someone must 
take upon himself the task of starting it and must persevere 
in his task until it is accomplished. Organize if you don’t 
have more than 2 percent at the first meeting. At first your 
competitors may be a little suspicious and afraid you are 


trying to put one over on them. But you will win their con- 
fidence after a while. 


I am firmly of the opinion that local hardware clubs, 
made up of conveniently located groups of dealers, would be 
a great factor towards the elimination of many of the un- 
pleasant features of present business methods. It is through 
local clubs that you will be best able to get into action the 
suggestions made at our annual conventions. 


Powerful as the State and National Association may be, 
yet in the intimate and friendly co-operation of your local 
club you will find ways and means to correct the trade evils 
and unbusiness-like methods that make business life so diffi- 
cult and anything but a bed of roses. 

The prime element of success in the local club is honesty. 
As Tom Witten says, “Be honest to vourself and honest with 
your competitor and you can’t help making a success of the 
local club.” 


The closing session met at 2 P. M., and after the 
various committees had submitted their reports, the 
election of officers took place. 

President—I*. C. Thorp, Versailles. 

Vice-president—-T. O. Morriss, Breckinridge. 

Secretary—F. X. Becherer, St. Louis. 

Treasurer—W. C. Cole. 

Delegates to National Convention—J. M. Campbell, 
Bowling Green; F. C. Thorp, Versailles; I’. X. Bech- 
erer, St. Louis; J. G. Doty, Bowling Green; J. Par- 
rish, Hamilton, and T. ©. Morriss, Breckinridge. 


St. Louis is the 1917 Convention City. 
CONVENTIONALITIES. 


Charles Kk. Woodburn, the well known lantern sales- 
man, was busy handing out souvenir match boxes to 
his many friends. He was so busy at times that he 
had to call upon his assistant, Francis Krallmann. 

The Ringen Stove Company showed a complete line 
of their Quick Meal Stoves for burning oil, gaso- 
line, gas, and coal. They also showed one of their 
well known combination ranges for burning gas and 
coal. All of these ranges in the various styles are 
Porcelain Enameled finished. Their exhibit was in 


charge of W. A. Lockwood, Frank Astroth, Luther 


Indermark, and Robert Clark. 

The Simmons Hardware Company occupied a large 
space as a rest room and headquarters. They fur- 
nished free telephone service, wardrobe checking, 
drinking water and souvenir pencils. The hospitali- 
ities of the Company were extended by James A. Car- 
roll, J. T. Riley, R. P. Foster, W. b. Doherty, A. C. 
Sells, and I*. J. Maguire. 

The AutoStrop razor exhibit was always thronged 
by delegates looking to see if they possessed the lucky 
number. The exhibit was in charge of T. IH. Henoch 
and Irank A. Miller. 

The Wheeling Corrugating Company had an attrac 
tive booth showing samples of their styles of steel 
ceilings and a number of their metal ware specialties. 
The interests of the Company were looked after by 
J. H. Robinson, Salesmanager; W. A. Mechhng; J. 
Ikdward Henshaw; |. A. Watkins; W. A. Sladek, 
and Edward Kempfer. 

Miss Lucille Calbert, of Warsaw, enjoys the dis 
tinction of being the only woman delegate to the con 
vention of the Missouri Retail Hardware Association. 
She is the first woman to have the privilege of the 
fioor at the convention, and there is only one other 
woman actively engaged in the retail hardware bust- 


ness in Missouri. She is Miss Mary Berghoeffer, of 





46 AMERICAN ARTISAN AND HARDWARE RECORD. February 19, 1916. 


Palmyra. Miss Calbert is a slender brown-eyed young 
woman in the early. twenties, but is a practical busi- 
ness woman and gave some very pointed and helpful 
hints on conducting the hardware business. She is 
carrying on the business her father established nine- 
teen years ago. Her stock is both shelf and heavy 
hardware, with tinshop and plumbing combined. 

H. E. Williams, of the Wise Furnace Company, 
Akron, Ohio, was greeted by his many friends among 
the dealers. 

Edward J. Fox, of the Bridge and Beach Manufac- 
turing Company, St. Louis, kept busy from morning 
till night helping to make the visitors feel at home. 

Many of the dealers who are handling stoves and 
stove repairs were greeted by A. G. Brauer of the 
A. G. Brauer Supply Company. 


” 


ST. LOUIS HARDWARE DEALERS TO DINE 
FEBRUARY 21. 


The Implement, Vehicle and Hardware Association 
of St. Louis, Missouri, will hold its monthly meeting 
and give a dinner Monday night, February 21st, in 
George W. Doonan, commercial 





the Planters’ Hotel. 
agent of the United States Bureau of Commerce, will 
address the members on the opportunities afforded St. 
louis to obtain South American trade. 


NICKEL-STEEL COOKING UTENSILS POPULAR 
FOR MANY YEARS. 





lor forty years the Agate nickel-steel ware manu 
factured by the Lalance and Grosjean Manufacturing 
Company, and 
one of which is 
shown here- 
with, is said to 
have been the 
standard for all 
sorts of cooking 
utensils. The 
superiority 





which is claimed 


Agate Nickel-Steel Preserving Kettle. 


for this line is 
ascribed to the fact that the enamel covering them is 
said to be so hard that the fusing point is not reached 
until the nickel-steel is about ready to melt, thereby 
fusing with the pure, vitreous composition and, accord- 
ing to the manufacturers, forming a clinch or perfect 
union which no subsequent heating can destroy, and 
which for power and tenacity to resist the action of 
acids is claimed to have no equal. Other details of the 
nickel-steel and other cooking and household utensils 
can be secured from the Lalance and Grosjean Manu- 
facturing Company, 1900 South Clark Street, Chicago. 


HOW RETAIL HARDWARE DEALER DIGS UP 
BUSINESS IN DULL PERIODS. 


A live hardware merchant in a Middle West city 
has made a card index of the people in his town and 
the surrounding country. He has separated this into 
two lists, one of customers who already do most of 


their trading with him, and the other of “prospects” 
and former customers who for some reason have 
dropped out. 





In dull seasons, when the clerks in the store have 


idle time on their hands, he sends them out to work 
upon these prospects. They canvass for trade. Some 
of the clerks objected to this sort of a thing at first, 
because they had always been employed as inside sales- 
men and had no knowledge or inclination along the line 
of digging up business. But when they were offered 
a commission on the business they got, they were will- 
ing to go at it. 

The plan has worked well and a considerable in- 
crease in trade has been the awakening of this retail 
sales force to the possibilities that lie in digging for 
business. The retail salesman has it within him, if 
he tries, to increase the business of his house mate- 
rially. Most men do not realize their own powers until 
they “go to it.” 


—_——__-e-@-o— 


RETAIL HARDWARE DOINGS. 


ALABAMA. 

The McNab-White Dry Goods Company, Abbeville, has 
been incorporated by J. C. McNab and John B. White for 
$5000 to operate a general hardware, implement, etc., business 

ARKANSAS. 


The Farmers Mercantile Company, Marshall, has changed 


its name to the Searcy County Hardware Company. 

The Washington Hardware and Furniture Company, 
Washington, has been incorporated with a capital of $25,000 

Abe Kohler, Gravette, has purchased the Kindley inter- 
ests in the Peoples’ Hardware Company, and is now asso- 
ciated with George Haywood and Son in the business. 

COLORADO, 

The Gardner-Ritchey Hardware Company, Yuma, has 

changed its name to the Ritchey Hardware Company. 
ILLINOIS. 

L. D. Howe, Streator, has sold his hardware stock to 
Messrs. Scott and Whitcomb. 

Ogden and Hamlet, Murphysboro, have moved their 
hardware store from the Craine Building to the Rogers 
Building. 

INDIANA. 

3urden Brothers, New Carlisle, have purchased the hard- 
ware stock of Guy R. Smith. 

The Cloverdale Hardware and Lumber Company, Clo- 
verdale, has increased its stock from $30,900 to $40,000. 

MONTANA. 

The Strecker Furniture and Hardware Company, Con 
rad, will open a store. 

Burden Brothers, New Carlisle, have purchased the 
Smith’ Hardware Store. 

B. I. Phipps Company, Pendleton, has been incorporated 
for $6,200 by B. F. Phipps, E. D. Phipps and R. O. Long. 
IOWA. 

Ivan Miller, Anamosa, has sold his interest in the hard- 
ware business to G. H. Monroe. 

C. L. Willis, Bedford, has been succeeded in the hard- 
ware and furniture business by the Lake Implement Company. 

Charles W. Bryant, Corydon, has purchased the W. G. 
Clark hardware store. 

J. O. Kasa, Estherville, has bought a hardware store. 

C. A. Gibbons, Colo, has sold his store to Henry Hemping 
and George Patterson. 

Alf M. Markly, Corydon, has purchased a_ hardware 
store from Andy Myers. 

Lewis H. Klockseim, Dana, has sold his store tu W. F. 
Metzger. 

Silas Maxon, Hawkeye, has bought the B. I. Bowers 
hardware store. 

». H. Thomas and Joe Thomas, Kent, have sold their 
store to John A. Lowe and Sons. 

W. B. Miller and Sons, Manchester, have acquired the 
hardware store of S. S. Arnold. 

The hardware firm of Nasby and Hanson, ode, 
been dissolved, J. G. Hanson succeeding. 

Wortmann Brothers, Germania, have purchased the hard- 
ware stock of A. W. Behrends. 

Pullman Brothers, Silver City, have bought out the entire 
stock of hardware and farm implements of Caudell [brothers 
KANSAS. 

H. R. Williams, Maple Hill, has opened a hardware store. 

George M. Beaver, Levont, has purchased the hardware 
and implement stock of W. A. Touslee. 

John T. Prendergast and Son, Abilene, have opened a 
store in Paola. 

F. E. Bayles, Marysville, has purchased a hardware and 
general merchandise store. 
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1. C. Powell, Ionia, has disposed of his hardware stock 
to E. L. Dillman of Mankato. 

W. E. Kornbaum, Hanover, has succeeded to the busi- 
ness of the Hanover Hardware Company. 

E. W. Luse, Smith Center, is selling out his hardware 
business. 

Claney and Stinchcomb, Lincolnville, will engage in the 
hardware business. 

Fire destroyed the C. L. Tebow hardware and implement 
store at Randall. 

Jack Lindburg, Pittsburg, has purchased the Pittsburg 
Hardware Store. 

The Cretchmer-Barlett Hardware Company, Scott City, 
will erect a new building. 

John Long, Melvern, has opened a new hardware and 
furniture store. 

T. J. Collier, Marquette, has purchased the hardware 
business of C. J. Nordstrom. 

Carl Gaston, Centralia, has purchased the Wadleigh 
hardware stock. 

A. T. Hennigh, Parsons, has bought the hardware store 
of J. F. Gunby. 

Barney Lyons’ hardware store, Atchison, has been opened 
for business. 

L. H. Whan, Maryville, has just closed a deal for the 
John H. Hale stock of hardware at Beatrice, Nebraska. 

George Urish, Burlingame, has bought a half interest 
in the hardware business of S. L. Reid at Carbondale. 

Claney and Stinchcomb will discontinue the hardware 
business at Aulne, and open a store in Lincolnville. 

J. B. Walthall, Gridley, is erecting a new building which 
he will occupy with his stock of hardware implements. 

The Daugherty Hardware and Implement Company has 
moved to Concordia from Salina. ; 

MICHIGAN, 

The store of the Oswald Hardware Company, Palms, 
has been destroyed by fire. 

The Postal Hardware Company, [vart, has sold its store 
building, stock and fixtures to Adrian DeWindt. 

MINNESOTA. 

Arthur R. Ebersviller, Vergas, has purchased the hard- 
ware store of James Nesbit. 

Henry Hanson, Gary, has bought a half interest in the 
hardware and furniture business of P. J. Groth. Groth and 
Hanson is the new firm name. 

Fred W. Hockert, Freeport, has purchased the interest 
of his father in the hardware business and is now sole 
proprietor. 

The Folsom Hardware Company, Hinckley, has been in- 
corporated for $25,000 by J. J. Folsom, George W. Empey 
and M. L. Nelson. 

C, M. Thompson and Osmund Strand, Milan, have pur- 
chased the A. ©. Christenson hardware and implement 
business. 

John Wertin, Albany, has been succeeded in the hard- 
ware business by his sons Alfred and Jewme. 

Anton Mahne, Chisholm, will open a hardware store. 

MISSOURI. 

Pittman Brothers, Maywood, have engaged in the hard- 
ware business, 

H. B. Davis, Eldorado Springs, will open up a hardware 
husiness, 

Charley Patton, Cabool, will again take charge of the 
Patton hardware store. 

R. W. Ferguson, Higeginsville, has sold his hardware 
store to Messrs. Allen and George. 

C. A. Smith, Collins, has purchased the Skarda and Sons 
hardware store in Humansville. 

M. Hennessy, Wayland, has purchased the Cornelius 
stock of hardware 

William Meyer of Meyer and Suedekum Hardware Com- 
pany, Cape Girardeau, will erect a hardware store in Haarig. 

Emerson Arnold and T. G. Anderson, Kearney, have 
sold their interest in the Kearney. Hardware Company to 
(jeore: Gentry. 

McGaugh Brothers, Rayville, have traded their $40,000 
stock of hardware, implements and lumber to W. II. Hauser 
of Polo, 

_ The Sikeston Mercantile Hardware Company, Sikeston, 
Nas opened a new hardware store, having bought the hard- 
ware department of the Sikestone Mercantile Company. 

John J. Hall, Maryville, has sold his stock of hardware 
and fixtures to William Stevenson of Gentry 

W. FE. Daily, Columbia, has sold his interest in the hard- 
ware business to his partner, L. FE. Renie, who will continue 
the business under the name of the Renie Hardware Store. 


- MONTANA. 

The hardware store of Williams and Cortis, Libby, has 
been destroy ed by fire. 

NEPRASKA. 

Logan and Glenn, Henry, have sold their hardware store 
to Lee ( \nderson. 

apurwell and Deversux, Ainsworth, have sold their stor 
*0 O. C, Osborn. 
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Lewis Colbenson, Maskell,..aas been succeeded by Martin 
Lund. 

sullock and Van Gilder, Nelson, have been succeeded by 
the Pioneer Hardware Company. 

Wallace and Souser, Overton, have sold their store to 
Ralph Wallace. 

The store of the Krenzien Hardware Company, Stanton, 
has been sold to Glaser and Son, and C. C. Korn. 

Swanson and Hedlund have purchased the hardware 
store of C. A. Louis and Swedeburn. 

Herman Bredemier, Mayberry, is putting in a stock of 
hardware. 

Theodore Knecht, Spencer, has purchased a hardware 
business. 

Louis C. Larson, Uplan, has bought the interest of J. P. 
Nelson in the hardware business. 

R. M. Leach, Gothenburg, has succeeded W. E. Whittier 
in the hardware and implement business. 

EK. A. Roemer, Creighton, has purchased the interest of 
his partner in the Roemer and Masters hardware store. 

Fire has destroyed the business block of C. M. Keller 
at Newport, together with his entire stock of hardware, fur- 
niture and implements. 

NORTH DAKOTA, 

The firm of King and Booker, Pembina, has dissolved, 
Mr. Booker continuing the hardware and implement business. 

Mantz and Hirsch, Anamoose, have dissolved partner- 
ship, John J. Hirsch continuing the hardware business. 

: OHIO. 

The Clapp Stove and Hardware Company, Toledo, has 
been incorporated for $25,000 by William FE. Waldo, Rexford 
EK. Soper, Addison K. Bristol and Frank E. Miller. 

The Sebring Hardware Company, Sebring, has been in- 
corporated with a capital of $10,000 by D. H. Hoobler, John 
D. Boyd, W. M. Donaldson and Leona G. Hoobler. 

OKLAHOMA, 

W. M. Parker, Tuttle, has sold his hardware store to 
his son, N. J. Parker, and H. L. McCracken. The new firm 
will be known as Parker and McCracken. 

The L. O. Van Arsdell hardware store, Edmond, has 
succeeded the Proffitt and Van Arsdell hardware store. 

Fire has destroyed the Fagerquist Hardware Company's 
store at Wirt. 

I. U. Smith, Clinton, has moved his hardware stock into 
new quarters. 

H. N. Disch and A. A. Disch, Maud, have purchased 
the Layer-Ouff stock of hardware. 

The Vittitoe-Rahon-Ross Hardware Company, Madill, have 
added a stock of furniture to their line. 

J. R. Sparks, Duncan, has purchased the interest of T. L. 
Sparks in the J. R. Sparks Hardware Company. 

The W. H. Lee Hardware Store, Okemah, has _ reor- 
ganized and will be known as the Lee Hardware Company. 

The Smith and Bohannon hardware store, Fitzhugh, has 
been sold to I. L. Smith. 

The Cherokee Hardware Company, Bartlesville, has sold 
its stock to the City Hardware and [furniture Company. 

The Kentucky Hardware and Furniture Company, Mus- 
tang, has been incorporated with a capital stock of $5,000, 

Lynch Brothers, Lindsay, will put in a stock of hardware, 
automobile accessories and sporting goods. 

John Blanton and A. JT. Stephens, Cyril, have formed a 
partnership and will open up a hardware store. 

SOUTH DAKOTA, 

Iugene Moore, Howard, has purchased a hardware and 
implement store. 

Joe Kogel, Woonsocket, has sold his interest in the hard 
ware business of Kogel Brothers to M. FE. Carmody. 

rEXAS. 

The Carlton Hardware Company, Carrollton, has been 
incorporated with a capital stock of $5,000. 

The Vernon Hardware and Implement Company, Ver- 
non, has been incorporated with a capital stock of $20,000. 

The Guarantee Ifurniture and Hardware Company, Poth, 
has been incorporated for $10,000 by William [ckel, J. 
Allen and H. O. Hill. 

B. H. Alverson, Tioga, has suffered a fire loss. 

VERMONT. 

Harold R. Shaw, Castleton, has moved into the west 
store of the Trudel Block, where he will carry a stock of 
hardware and plumbing supplies, stoves, ranges and warm 
air heaters. 

WISCONSIN, 

Waldsorf and Johnson, Thorp, have dissolved partner 
ship, O. E. Johnson continuing the business. 

QO. V. Soderstrom, Ogeman, has purchased the Sodet 
strom Hardware Company. 

The Upham Hardware Company, Shawano, has voted an 
“screase in capital from $15,000 to $21,000 

Hall and Wilke, Valmy, have disolved partnership. The 
asiness will be continued by H. S. Hall 

The Cash Hardware Company, Merrill, have opened a 
ie¢w store 


IV 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 
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Within the next two months the new quarters for 
which the Board of Governors of the Hardware Club 
of Chicago signed a lease this week will be occupied. 
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New Home of Hardware Club of Chicago. 


The new home of this very lusty youngster—only 
will be the twelfth 





a little over two years of age 
oor of the new Cunard Building, on the southwest 
corner of Randolph and Dearborn Streets, which is 
shown in the accompanying illustration. 

In this thoroughly modern building the members 
will have the benefit of many of the latest improve- 
construction. Three high-speed 


ments in building 


electric elevators will carry them quickly to the quar- 
ters which being on one of the upper floors will be 
free from the dust and noise of the street, and day- 
light will flood the rooms from all sides. 

President Martin of the Hardware Club, in making 
the announcement at the Weekly Luncheon, Tuesday, 
lebruary 15th, urged the members to make special ef- 
forts to induce their friends in the hardware and 
kindred lines to file applications for membership be- 
fore the Club moves into its new home, as the initia- 
tion fee will then be materially increased. 

Alfred C. Berghoff Speaks on Russia. 

The speaker at the Weekly Luncheon was <Alired 
(. Berghoff who recently returned from a four-years’ 
sojourn in Russia as manager of sales for one of the 
great agricultural implement manufacturers in_ this 
country. His subject was “Russia and the Russians.” 

Mr. Berghoff had unusual opportunities for study- 
ing business conditions all over European Russia and 
told of his impressions of the business men and _ the 
social life in that great empire, which is almost un- 
known to Americans, in a very interesting manner. 

“| shall speak first of the great opportunities for 
Americans to establish profitable business relations 
with Russia,” said Mr. Berghoff, “for there are very 
great opportunities, especially for manufacturers of 
American hardware and machinery of all sorts. In 
fact, many American products in this line have been 
introduced by the German selling agents who until 
the hostilities broke out in 1914 controlled the import 
trade of Russia to such an extent that in 1913, 540 
million dollars’ worth of goods were imported fron 
Germany, 90 million dollars’ worth from Great [ritain 
and only 38 million dollars’ worth from the United 
States. 

“There is an actual demand for American products 
in Russia. They welcome American goods and the 
methods of dealing used by Americans. 

“Russia today has a population of nearly 200 mil- 
lion people, 80 percent of which live on farms, so that 
many years will pass before the country will come 
to the point where it can manufacture even a fair 
share of what it needs. 

“In going after business, we must make up our 
minds to follow the same policy we go by when we 
decide to open a new territory in this country. We 
must study the needs and the wants of the people; if 
necessary we must adapt our present products to these 
needs and wants; it is foolish to try ta educate them 
‘up to our standard’ in one sweep; after a while we 
may be able to do so; but for the present we must 
offer what they want. 

“The Russian business man that exporters will 
come into contact with is of the highest integrity. He 
is broad and while a careful buyer will often surprise 
you with the quantity he will buy if your merchandise 
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suits him. He is not unwilling to pay a price that will 
allow a fair profit for reliable merchandise. 

“In his social life the higher class of the Russian 
business man is probably the most delightful person 
you can meet. In his family you will be welcomed 
provided you have impressed him favorably in a busi- 
ness way. He and his family are well educated, splen- 
did linguists, well read, great admirers and conmois- 
seurs of art.” 

In his closing remarks, Mr. Berghoff spoke of some 
of the incidents that he had been fortunate enough to 
witness in connection with the visit of Czar Nicholas 
to Odessa shortly before the war broke out. 

The dining room was well filled and the audience 
listened to the speaker with close attention for con- 
siderably more than the usual half hour. A salvo of 
handclaps was given Mr. Berghoff in recognition of 
the very interesting and entertaining address he had 
delivered. 

Theatre Party March Sixth at Palace Theatre. 

The Hardware Club has bought five hundred tickets 
on the Main Floor of the Palace Theatre, for the 
March sixth evening performance and will give a 
theatre party for the members and_ their friends. 
Tickets at $1.00 each may be obtained at the office 
of the Club or from any of the members. An extra 
fine program has been arranged, and it is urged that 
tickets be secured as early as possible to make sure 
of getting seats. 

Leap Year Party on Washington’s Birthday. 

Under the auspices of the Ladies’ Auxiliary a Leap 
Year Party will be given on Washington's Birthday, 
Tuesday evening, February 22nd. There will be a 
fine musical program, dancing and cards. 

On Wednesday afternoon, [Tebruary 23rd, the 
Ladies’ Auxiliary will hold a business meeting at 2:30 
P. MM. As several important matters are up for con- 
sideration Mrs. Allan J. Coleman, the president, urges 
the ladies to be prompt in attendance. 


_ oe —_——- 


FRYING PAN THAT PREVENTS UNPLEASANT 
SMOKE AND ODORS. 


IXvery housekeeper, it is said, will recognize the 
value and convenience of the Peerless I'ry-Pan because 
it is claimed to prevent unpleasant smoke and odors 
filling the kitchen and to produce clean, palatable food. 
When frying in this pan, the smoke, steam and odors 
pass into the fire, as indicated by the arrows in the 





iccompanying illustration, through a unique arrange- 
ment of perforations, described as being so devised 
as to eliminate the possibility of the fire coming in 
contact with the fat in the pan. The steam escaping 
Ireely through the outlet into the fire is further said 


+ 


to induce a constant circulation which prevents the 
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food from becoming stewed and soggy. These ad- 
vantages, the manufacturers maintain, make this fry- 
ing pan a convenient addition to the culinary depart- 
ment of every home. Further particulars, price list, 
etc., can be obtained from the Peerless Cooker Com- 
pany, 1487 Niagara Street, Buffalo, New York. 
REGISTERS TRADEMARK FOR TOOLS, 
CUTLERY AND KITCHEN UTENSILS. 


The Edward Katzinger Company, Chicago, Illi- 
nois, has secured copyright on the trademark shown 
78,167 — in the accompanying illustra- 
tion, under numbers 78,167 
and 78,168. 


claims use on the first trade- 


The Company 


mark since November 7, 1904, 
and on the second since October 23, 1908. Both 
claims were filed May 9, 1914. The particular de- 
scription of 78,167 is: Metallic bowls, pans, pots, 
kettles, and cake stands; funnels; strainers; mugs; 
dippers ; jelly molds; spoons; hooks ; and metal dough 
troughs. 

The description of 78,168 is: Dough cutters, jag 
gers, mixers, dividers, and markers; dough and con- 
fectionery ornamenting instruments; culinary knives 
and scrapers; sifters; strainers; egg beaters; cake fill- 
ers; iron mortars; bakers’ peels; rolling pins; scoops ; 
candy shears, hammers, and hatchets; ice shavers, 
breakers, and tongs; shovels; ice cream dishes and 
molds; and oven hoes and pokers. 


~>oo —— 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
DECIDES TO DISCONTINUE EXHIBITS. 


by vote of the delegates to the Illinois Retail Hard- 
ware Association it was decided to discontinue the 
exhibition feature at their conventions in the future. 
This action was no doubt taken because of the unsat- 
isfactory experiences the past two years. 

ni sinasenaneastinciapllglletibetansie 
NATIONAL CONVENTIONS TO BE HELD 
IN 1916. 


The following national cenventions of associations 
of manufacturers, retailers, and wholesalers of hard- 
ware and kindred lines have been announced : 

Stove Founders’ National Defense Association, at New 
York City, May 9, 1916. Robert W. Sloan, Pittston, Penn- 
sylvania, secretary. ; 

National Association of Stove Manufacturers, at New 
York City, May 10 and 11, 1916. Percival W. Elliott, Boston, 
secretary. ; 

American Iron and Steel and Heavy Hardware Asso- 
ciation, at Pittsburgh, May 24, 25 and 26, 1916. Arthur H. 


, Chamberlain, New York, secretary. 


National Retail Hardware Association, at Boston, Massa 
chusetts, June 12 to 15, 1916. M. L. Corey, Argo, Indiana, 
secretary. 

National Warm Air Heating and Ventilating Associa- 
tion, at Detroit, Michigan, June 14, 1916. Allen W. Williams, 
Columbus, Ohio, secretary. 

National Association of Sheet Metal Contractors, June 
2”, 21, 22 and 23, 1916, at Peoria, Illinois. FE. L. Seabrook, 
Philadelphia, secretary. 

American Hardware Manufacturers’ Association, at Bir 
mingham, Alabama, April 18, 19, 20 and 21, 1916. FF. D. 
Mitchell, New York, secretary. 

Southern Hardware Jobbers’ Association, at Birming 
ham, Alabama, April 18, 19, 20 and 21, 1916. John Donnan, 
Richmond, Virginia, secretary. 

Old Guard Southern Hardware Salesmen’s Association, 
at Birmingham, Alabama, April 20, 1916. George H. Hillman, 
Nashville, Tennessee, secretary. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 














The point that 
thoughtful dealers 


remember in an- 





Big Discount Sale 


Heating Stoves, Robes and 


nouncing a sale of 
any line of mer- 





Blankets 
chandise, is that 
Stoves practically ,all of 
$12.00 Heating Stoves -- ieee $ 9.50 2 . 
1300" 10.00 the effectiveness of 
600 “ “ -=-=5 Boe : 
i300 " 14.00 the advertisement 
ee : 17.00 se ; oe 
3.50 Air Light Stove aie. oven SD is lost unless spe- 
60.00 Base Burner . -- $0.00 cific mention is 


Nhree or four ranges for a sale at a Discout 


Robes and Blankets several 


made of 


Plush Robe, $7.00 value .-------.$ $50] price reductions, as 
Fur Robes, $15.00 “ : 12.00 . 
Blankets, $8.00“ a ale 7.00 typical of the oth- 
by I a ; 5.00 ° : 
. cinta ers included in the 
Skates 50c and $1.00 per pair sale. The readers 


Specials on other lines of hardware of an advertise- 


R. how NORRIS ment that contains 


or may not be influenced to the extent of investigat- 


merely an an- 
nouncement may 











ing, but when the announcement is developed and em- 
phasized by subsequent price lists, he receives 
definite impressions that go much farther towards 
producing real results. R. C. Norris, who inserted 
the seven inch, double column advertisement repro- 
duced herewith, in the Strawberry Point, lowa, Mail 
Press, followed this rule and no doubt the sales that 
resulted were satisfactory. 
+ x * 

The advertisement of heaters reproduced herewith 
appeared in a three and one-half inch space in the 
Sibley, lowa, Gazette, where it was placed by Cajacob 
brothers of Sibley. The circumstances necessitating 
the insertion of the advertisement are plainly set 





Buy a Heater now and save 
Money 


We havea large supply of heaters on 

hand and in order to reduce our stock 

we are allowing a very liberal reduction 

in price. It will pay you to investigate. 

We still have the coldest portion of win- 

ter before us. You cannot afford to use 
that worn out heater any longer. 


Cajacob Brothers 


Heating Plumbing 








forth and, no doubt, proved to be sufficient induce- 
ment to investigate. Further effectiveness is ob- 
tained by the subsequent sentences and the advertise- 
ment as a whole, presents a convincing argument. It 
is reasonable to presume, however, that were the sales 


talk followed by a list of several specific price reduc- 
tions on definitely described heaters, the reader would 
be more deeply impressed and would give the adver 
tisement greater consideration. 

. eo * 

The knack of favorably impressing the newspaper 
reader with the wares for sale, at the most opportune 
time, generally produces the desired results. It is 
futile to presume that a stove advertisement, an over- 
coat advertisement, a bathing suit advertisement or 
any advertisement of any seasonable articles will be 
accorded more than a glance if not inserted at the 
proper time of the year. Hence the advertisement 
reproduced herewith is what may be termed an ex- 





‘Cold Weather Usually Turns: 


Your Mind To Stoves 


Our stock is complete and embraces 
the best makes and models. An in- 
spection of this line will convince you. 


Se Oe nd 


Pe toefeet 
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Why use your old Stove when a new 


DOOD SP eneteetpete ss 


one will pay for itself in saving fuel? Z 
% 
Come in and we will make the Lowest + 
Price we can. We have Stove Fit- 3 
é 


2, 
. 


tings, Accessories, Pipe, etc., that you 
will need when putting up your Stove. 


Lee Wilson 


Annawan - > - Illinois 


PaPrdeaseareadoatoatoageatoetoetoetnetees 








ample of “propitious advertising.” It occupied five 
inches of double column space in the Geneseo, Illi 
nois, Republic, where it was placed by Lee Wilson, 
Annawan, Illinois, during the cold, mid-winter spell 
in January. A heading that serves to emphasize what 
undoubtedly has occurred to the house owner at the 
same time is effectively followed by the notice of the 
complete stock and the invitation to come in and 3 


1 
it 


spect the various stoves and accessories, with a pron 


ise to make the prices very low. 


The right kind of store accounting is one of the 
great needs of the retailers today. That is a fact so 
evident that several big and influential agencies are 
now working out systems for retailers that are simp! 
and adequate. The main work, though, is not to de- 
vise these’ systems, but to get those retailers who necd 
them most to accept them and put them into their bus! 


ness, 
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HEATING AND VENTILATING 








HEAT DISTRIBUTION IN WARM AIR HEATER. 





At the Annual Meeting of the American Society of 
Heating and Ventilating Engineers, John R. Allen, a 
former president of the Society, and Professor of Me- 
chanical Engineering, University of Michigan, Ann 
Arbor, delivered the following interesting and instruc- 
tive lecture on “Heat Distribution in Warm Air Heat- 


7. 


ers”: 
The object of the tests described in this article was 
to determine the distribution of heat in a warm-air 
























































below and consists of a 14x72 inch vertical galvanized 
iron flue and an 18x24 inch horizontal brick and wood 
duct. The entrance tothe flue is through a 3x4 foot 
window in the west wall about 9 feet above the floor. 

The outlets from the furnace are two 18 inch di- 
ameter pipes with a 5 foot length slightly pitched and 
a 6 foot vertical length. They are placed equidistant 


_ from the fire door with an angle of about 130 degrees 


between them. The nearly horizontal portion and 3 
feet of the vertical section are lagged with a covering 
of 1 inch of hairfelt over the customary asbestos pa- 
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Equipment for Determining Heat Distribution in Warm Air Heater. 


furnace and to find the constant of heat transmission 
for the heating surfaces. 


An average size of warm-air heater of standard 
make was used in the work. The experiments were 
made in the Mechanical Laboratory of the University 
of Michigan. 


Below is given data concerning the main dimensions 
of the furnace: 

Height: 5 feet o inches. 

Diameter of fire pot: 22 inches. 

Depth of fire pot: 16 inches. 

Diameter of casing: 48 inches. 

Height of casing: 6 feet o inches. 

Grate surface: 2 square feet. 

Heating surface: 69.3 square feet. 

The furnace was set up in the basement of the 
boiler room of the mechanical laboratory. It was 
erected on a brick setting about 24 inches high and 
about 8 feet from the building wall. The inlet is from 





per in order that there would be no loss of heat from 
the air before it reached the thermometers. 

The connection from the breeching to the brick 
chimney is a 9 inch pipe with a short vertical section 
and about 20 feet with a pitch of 114 feet in 10 feet. 
The chimney is about 4o feet high with the above pipe 
entering it 10 feet from the bottom. 

Recording thermometers, conveniently placed on 
the walls were used in measuring the temperature of 
the inlet air, outlet air, and exhaust gases from the 
fire. A 1 inch pipe was tapped into the breeching cas- 
ing and through this gases from the fire were led to 
an automatic draft recorder and a Simmance-Abody 
CO, recorder. 

Several schemes were tried in the measurements of 
the outlet air, but the one finally adopted was to use 
an anemometer in the center of each pipe at the top. 
These were calibrated in place and under working 
conditions by means of a Pitot tube and slant gage. 
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The pipe was traversed with the Pitot tube in two di- 
rections at right angles to each other and ten readings 
were taken in each direction. The slant gage was used 
with gasoline and a 20:1 slant and was calibrated after 
being used in the tests. 

The recording thermometers on the outlet air were 
calibrated by using mercury thermometers in eight 
positions in a cross-section of the pipe and taking the 
average temperature from these. The humidity of the 
air was found by using a stationary wet and dry bulb 
hygrometer at the exit. In the inlet the recording 
thermometer was checked with a mercury one. The 

















Test No a 6 5) 7 11 12 13 
1 Date 2/19& 20 3/23& 2A 2/22&23 «5/3 &4 5/4&5 /5&6 
2, Length of test, t 24 w» » xu 2 1/6 21 1/3 
3. No. of firing 3 3 2 4 4 4 
4. Barometer—ins. mer 29 57 ow mu 293 r) 22 
5. Inlet temp., degrees 37.7 430 D6 6 ‘wh 44 
6. Avg. temp. of heated a 1% 1 172 1137 109.2 10.4 157.4 
7. Temp. of wet bulb. degrees t 76.0 ns 70% A7 732 42.4 
& Temp. of dry bulb degree IM 6 1277 120 107.7 12.9 155.4 
9. Humidity, per cent 7 3 he) 7 4 2 
10.. Room temp, degrees # 77.8 72 Per acto 
Il. Avg. Veloc, of air delivered, ft. per 382 5 346 8 314.2 3.5 335 390.5 
i2 lume t dehvered. tu. ft, per r 1352 1467 ilo 12s 1183 1299 
13 cight of air delivered pds per > #0 8 747 #76 773 774 
GASF 
14. Temp. over fire. dexrecs F : a 777 932 
15. Temp. in breechiny. degrces ¥ 542 42 wy 318.4 V6 49 
16. Draft in breeching ins. weter . Oo Oo” 070 076 076 ies 
17. (O, of & bree hing. per cor 31 10 10.26 #1 9.0 108 
18. Weight of gases pasos up slack par nnn eomyeuted fro 
ult, analysis and Ci). the 443 447 1H 4” 465 53 
OUTSIDE DITIO 
19 Weat' Clear (loudy Cloudy & Clear Rain Rain & 
Rainy Rain Cloudy 
D. miles per F from from 6 from 8 from Strom 6 from 
L SW SE f S E 
FUEL AND ASH Mixed Stove 
1. Kind of Fue Hard Anthracite & Egg Gas Coke 
22. Total weight of 1 fired, 1 378 40 258 330.5 3B 328 
Total weight of ash and refuse drawn, Ibs 63 3 635 7 16.5 15 185 
24. Proximate analysis of {uel 
a. Moisture, per cent 78 36 78 6.0 60 
olatile. per cent ses” eS 4.75 3.6 36 36 
Fixed carbon, per cent 81.61 88.61 %.1 1 1 
4. Ash, per cent 12. %6 12.86 43 43 43 
25 Ultimate analysis of fuet 
a. Moisture, per cent 805 
b Hydrogen, per cent 2.56 2 25 2.56 
Oxygen, per cent 2.79 2.79 
Nitrogen, per cent » ” 
Carbon, per cent 80.20 a4 04 80.20 
{. Sulphur, per cent 59 7) 
g. Ash, per cent 12.96 8a 12.96 
6 Heat value per pound as fired, Btu 12856 (12759 12856 13026 13026 13026 
7. H v er pound of dry fuel, Bt 12947 12947 . 
WATER IN PA> 
mT water evaporated, Ibs 107 3 14 62 123 122 132 
HOURLY QUANTITIES 
29. Weight of air delivered, Ibs 5340 5345 4482 5270 0 bed 
3 Weight of fuel fired, Ibs 15.75 3.33 85 10.68 11.25 15.4 
31. Weight of fuel fired per fr sq. of grate Ib 7.87 6.67 4.25 5.34 5.625 77 
32. Weight of ash and refuse drawn, Ibs 2.6 2.12 1.23 533 515 867 
33. Weight of water evaporated, ibs 7 38 20 3.97 4.17 6 
HEAT QUANTITIES (HOURLY) 
34. Heat input in fuel, Bw 202482 170077108276 - 138700 146700». 201000 
3S. Temp. rise of air, degrees F 4 8 63.1 P6 82.4 103 
%6. Heat absorbed by air Br% 125000 109600 67400 87400 91000 114300 
37, Heat given to water Bau 48H) 41590 2240 4300 4530 6840 
38. Heat giyen to the air nd 3 Eta 129880 113750 PAM 91700 95530 121140 
39. Heat lost up ch 8 33700 IRD 1270 18720 19570 31790 
#0. Heat lost in unbur 7770 1240 1750 970 40 2620 
41. Heat lost to room 19250 15040 12020 12250 14730 19050 
42, Heat unaccounted for, Bt. 11900 = 202001320 15040 16450 26650 
HEAT BALANCE-—-PER CENT 
43. Heat input in fuel, per cent 100 100 i 100 0 
44. Heat absorbed by air, per cent 61.7 A4l 61.6 63 a. ee 
45. Heat given to water, per cent... 2.41 2.44 2.05 31 3.0 "3.4 
46, Heat given to air, gross, per cent All 66.85 63.€ 61 65.0 @.2 
47. Heat lost up the stack, per cent » 16.67 11.68 11.65 13.5 13.35 15.8 
48. Heat lost in unburned fuel, per cent 3 1.6 7 3 1.3 
49. Heat lost to scom by radiation, per cent 9.50 8.83 11.00 8.83 10,05 9.46 
50. . Unaccounted for heat, per cent 5.88 11.91 12.10 10.87 11.21 13.24 
EFFICIENCI BE 
51. Efficiency—net (46), per cent . AN 6.83 63.65 61 
2. Efficiency—grogs (464+ 49+ % of SO 76.55 81 ol #0 7 80.% S% ~ a 
COEFFICIENT OF HEAT TRANSMISSION 
53. Area of heating surface it 0.3 0.3 03 
4 34 559 OS 
75 aD 105 
429 470 590 
; 87400 91000 114300 
of s 
2 94 28% 279 





Results of Six Successful Tests. 


temperature of the gases over the fire was found with 
a Hoskins thermo-electric pyrometer having the couple 
protected from direct radiation by inserting it in the 
bowl of a porcelain cup well lined with asbestos. Tem- 
perature in the top of the flues was found with this 
pyrometer and in the radiator it was measured with 
high reading mercury thermometers placed in mer 
cury wells. In the breeching casing the recording ther- 
mometer was checked with a mercury thermometer 
inserted in a mercury well. All the mercury thermom- 
eters used were calibrated. The CO, recorder was 
checked with an Orsat apparatus and analyses were 
also made for CO when the CO, was high, but none 
was found. The recording draft gage was checked by 
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comparison with a stationary gage. Platform scales 
were used in the measurement of the weight of the 
fuel, ash and water. 

Two series of tests were run. One was with mixed 
nut and egg anthracite coal as fuel and the other with 
gas coke. In the first or coal series the plan was to fire 
the furnace and set the drafts for some definite period. 
In the second series the furnace was run under the 
same load, or difference of temperature between the 
inlet and outlet air, as in the various coal tests and 
the length of firing period left to come as it might. 

In all the tests the start was made with the furnace 
hot and fire on the grates. An hour or two before the 
test was to start a fire was built in the furnace and the 
instruments put in place. At the time of starting the 
depth of fire and its condition was noted, and at the 
end of the test the fire was brought back to the same 
conditions. The refuse for the period was collected 
from the ash pit and weighed. The water pan always 
had water in it and was usually filled with 10 pounds 
at a time. Anemometer readings were taken in gen- 
eral every half hour and about every eight hours the 
instruments were checked with the Pitot tube. 

The results of six successful tests are given here- 
with. The data in each column represent a test and 
the items explaining the figures are given at the left. 
Item g was found from the humidity charts of the 
American Blower Company of Detroit, Michigan. 

Item 11 was found from the anemometers. Item 12 
equals item 11, times the area of the two outlet pipes. 
Item 13 equals item 12, times density of air. Item 18 
was figured by finding from the ultimate analysis of 
the coal and the CO, record, the pounds of air used 
to burn a pound of fuel. The weight of gas per pound 
of fuel, times the weight of fuel used per hour di 
vided by 60 gives the weight of gases per minute. 

Items 24, 25, 26 and 27 are from analyses of thie 
fuel made by chemists from a sample obtained during 
the test. 

Item 36 equals item 13 times 60 times specific heat 
times item 35. 

Item 37 equals item 35 times heat to evaporate |! 
pound of steam. 

Item 38 equals item 36 times item 37. 

Item 39 equals item :8 times 60 times specific heat 
times (item 15 minus item 10). 

Item 40 is computed from the weight of refuse 
drawn minus the theoretical weight of ash from anal- 
ysis times the heat value per pound of fuel. 

Item 41 is computed by finding the areas of the dif- 
ferent parts of the casing and assuming a coefficient 
of heat transmission for each and multiplying the 
product of the two above quantities by the difference 
of temperature between the room and the gas inside 
the casing. 

Item 42 equals item 34 minus item 33 minus item 
39 minus item 40 minus item 41. 

Item 51 is the net efficiency or the efficiency of the 
furnace considering only the heat in the air going out 
of the pipes. 

Item 52. The heat from radiation is also useful as 
far as a house is concerned since it heats up the cellar 
and keeps the floors warm. The useful or gross cf- 
ficiency of the furnace is therefore a comparison of 
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the heat which is useful in the house to the heat put in 
the furnace. It was computed by adding item 46, 
item 49 and one-half item 50. 

Item 58 equals item 57 divided by the product of 
item 56 and item 53. 

The figures in the table are not absolutely correct. 
In making tests of this kind 5 percent of error was 
considered as about the minimum which could:be ex- 
pected, although all possible corrections were made. 
This error, which practically cannot be eliminated is 
accumulated through many sources such as air leak- 
age through the casing, probable difference in condi- 
tion of the fire at the beginning and end of the run, 
and so forth. 

. Long Test More Accurate. 

It was found that in order to secure a satisfactory 
test it must last at least 24 hours. The longer the test 
and greater the number of firing periods the more ac- 
curate are the results, particularly as regards the 
weight of coal fired. For this reason no test was less 
than 24 hours’ duration and the coke tests were run 
in one period of 81% hours. . 

The humidity was measured at the outlet of the 
pipes and was not at all a measure of the humidity in 
the room heated by the furnace. In the latter case 
the humidity would be much higher, due to the lower 
temperature of the air ia the room and the moisture in 
this air. Also the percentage of moisture in the air 
from the furnace would be higher after the air cooled 
in the room since it contains a constant weight of wa- 
ter, but the volume of air would be reduced. It was 
not possible to measure this humidity in the laboratory 
because of the large room and the very varying con- 
ditions in it. 

Temperature Measurements Difficult. 

The measurement of the various temperatures was 
very difficult because of the possibility of direct radia- 
tion from hotter surfaces to the thermometer bulbs. In 
the final position of the thermometers, however, they 
were placed so there could be no direct radiation, ex- 
cept perhaps in the case of the pyrometer used to 
measure the fire gas temperatures. This bulb was pro- 
tected very well by the cup already described. 

It is to be noted that in the tests the water pan al- 
ways contained water, but this would not necessarily 
be true in the actual use of the furnace. 

The series of tests show that the efficiency of this 
warm-air furnace is high. The combustion is good, 
equalling that of the modern cast-iron steam boiler, 
and the temperature of the stack gases is not high. 

The co-efficient of heat transmission as found from 
these tests is lower than that obtained in cast-iron 
house heating boilers. This is only an apparent con- 
stant as it is impossible to determine the quantity of 
heat received by the surfaces from the direct radiation 
of heat from the fire. 

NEW YORK HEATING AND VENTILATING 
ENGINEERS TO MEET FEBRUARY 21. 





On February 21st the New York Chapter of the 
American Society of Heating and Ventilating Engi- 
neers will hold its February meeting in the Building 
Trades Club, Thirty-third Street, New York City. At 





6:30, a dinner will be served. The discussion will not 
be of a technical nature and at 9:30 the meeting will 
close so that members will get home at a reasonable 


hour. 
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WARM AIR HEATERS THAT ARE EASILY 
MOUNTED AND MANAGED. 


The Z-Ro-King warin air heater, shown in the ac- 
companying illustration, ts said to have among its many 
advantages, the proper weight and construction so that 
it can be easily mounted and managed. The manu- 
facturers state that it is made of absolutely new iron 
and meets the demand for a warm air heater that will 
burn both hard and soft coal with economy. Other 


features of the Z-Ro-King warm air heater that com- 
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Z-Ro-King Warm Air Heater. 


bine to make it efficient, economical and durable are: 
The grate bars which revolve either way and do not 
clog; the two-piece corrugated firepot which affords a 
large heating surface aud is designed for expansion 
and contraction ; the all cast radiator providing a large 
interior air passage ; the expansion collar which 1s said 
to allow for movement of the warm air heater with- 
out disturbing the casing and the space for a coil to 
heat water for household purposes. [ull particulars 
of the construction are contained in the catalog of 
Z-Ro-King warm air heaters, which will be sent to 
those addressing the Wakland [Foundry Company, 
Belleville, Illinois, or 1522 Olive Street, St. Louts, 


Missouri. 
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DOUBLE LAP JOINTS MAKE AIR TIGHT 
CONNECTIONS FOR WARM 
AIR HEATER. 





In the operation of a warm air heater, it is neces- 
sary, in order to realize the greatest efficiency, that no 
air should enter or escape through 
any joints or through any passages 
except those intended for that pur- 
pose. Because this fact is fully ap- 
preciated, manufacturers of warm 
air heaters devote much time and 
energy to building air tight connec- 
tions, and in the Lexington warm 
air heater, the product of the Culter 
and Proctor Stove Company, Peoria, 
Illinois, the use of a double lap joint 
is said to make a perfect air tight 
connection. The accompanying il- 
Double Lap Connec.!Ustration shows how the firepot, 

tions of Firepot,igme and radiator are assembled 


Dome and Radia- ~ ie 3 
tor of Lexington With these double lap joints. It will 


Warm Air Heater. 
also be noted that the outside of the dome is heavily 
ribbed to prevent warping or cracking under extreme 
heat, and the firepot is slotted and has apertures 
through which the air from the ash pit passes to create 
a hot blast. Further details of the construction of 
the Lexington warm air heater can be secured from 


the Culter and Proctor Stove Company, Peoria, IIli- 
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PATENTS WARM AIR HEATER. 





Under number 1,171,245, United States patent 
rights have been granted to Boyd E. Rainey, St. 
Louis, Missouri, for 























o0 g ial $e : 
ae - a warm air heater 
UANAN : : 
oy a a #8 described in the fol- 
a #9 57 Oe 
oo lowing: In a double 
I, So ° 
ad #7-"\I | jacket furnace, a 
22 AS 
32 44 iad « OX furnace body, a 
ab * a i 
4 6 _ sD re front wall secured 
29 se 4 > mahe 
ee thereto and having 
“ 56 forwardl roject- 
an a y proje 


- ing side flanges pro- 
“ > TL vided at their outer 
2 | non edges with laterally 
projecting portions, 

™ o inner and outer cas- 
cil re ings forming with 
said furnace body 
inner and outer jackets communicating at their base, 
the edges of said inner casing having outwardly 
turned flanges to engage said outer casing at a point 
within the angle formed by said side flanges and their 
laterally projecting portions, means securing the edges 
of both of said casings at their point of engagement 
to the laterally projecting portions of said side flanges, 
and a register connected with said casings and having 
iriner and outer sections communicating respectively 
with said jackets. 
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If only the wise were permitted to advise, we’d 
lack a lot of good advice. 











COAL OR GAS BURNING WARM AIR HEATER 
WITH MODERN CONSTRUCTION. 


To give satisfactory results, a warm air heater 
must be durable, economical in fuel and easy to oper- 
jE’ ate; the joints must be 
few and so made that they 
will not leak, and the radi- 
ating surface must be so 
proportioned that a large 
volume of air can be 
warmed and _ distributed 
quickly and at a low cost. 
These characteristics are 
all said to be found in the 
Scheible warm air heater, 
shown in the accompany- 
ing illustration. In -addi- 
tion, this warm air heater 
has many other features of 
modern construction, such as the gas ring, by means 
of which gas can be easily substituted for coal as 
fuel; the two-piece firepot, to provide for expansion 
and contraction; the space for a coil for heating 
water ; the large combustion chamber and ash pit, and 
the grate bars inserted in such a manner that they can 
be replaced without removing any nuts or bolts. Full 
particulars of the details of the Scheible warm air 
heaters can be obtained from the Scheible-Moncrief 
Heater Company, 1444 West Ninth Street, Cleveland, 
Ohio. 
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Scheible Warm Air Heater. 
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WARM AIR HEATER IN WHICH GAS AND 
SOOT ARE CONSUMED BY SPECIAL 
PROCESS. 








Many exceptional features, the results of more 
than a third of a century’s experience, are said to 
make the Weir 
all steel warm air 
heater one of the 
most serviceable 
and efficient on 
the market. This 
heater is de- 
scribed as having 
the body  con- 
structed of low 
carbon boiler 
plate without 
joints, extra large 
radiator made 
from heavy 
gauge sheet 
steel, and, as may 
be noted in the accompanying illustration, a firepot 
specially constructed to produce complete combus- 
tion. The illustration indicates how air is heated by 
passing it around the firepot several times and then 
discharged through the small openings at the top, 
over the burning fuel. The introduction of the heated 
air is said to secure a more thorough combustion by 
igniting the volatile gases and the solid matter that 
usually escape unconsumed. The manufacturers 


Weir All Steel Warm Air Heater. 














equip each feed door with a mica frame to prove that 
this process is not a theory but a fact. A full de- 
scription of the Weir warm air heaters is contained 
in the catalog of the Meyer Furnace Company, Pe- 
oria, Illinois, which will be sent on request to any 
dealer. 





WARM AIR HEATER WITH TWO PIECE 
SLOTTED FIREPOT FOR BURNING 
SOFT COAL. 


The incorporation of a two piece slotted firepot in 
a warm air heater with a flat drop grate is said to 
provide one of the most practical and economical 
means of burning soft coal. The Series B, Globe 
warm air heater, shown herewith, has this construc- 





Series B, Globe Warm Air Heater. 


tion as a special feature, according to the manufactur- 
ers, with the slots in the firepot made in such a way 
that they cannot be stopped up, the lower ends being 
larger than the top ends and the cells back of the slots 
being so large that any dust or fine coal entering the 
slot must fall into the ash pit. The slotted firepot 
sections, it is further stated, form an efficient hot 
blast device most economical for soft coal, by deliv- 
ering superheated air into and over the fire, causing 
complete combustion and intense heat next to the fire- 
pot ; the fire always burns from the outside to the cen- 
ter, consuming the gas generated from the coking of 
the coal in the center. This warm air heater is of 
heavy all cast iron construction and is furnished in 
four sizes. Further information, catalogs and price 
list will be mailed to those addressing the Globe Stove 
and Range Company, Kokomo, Indiana. 


WARM AIR HEATERS DESIGNED FOR TRUE 
ECONOMY. 





To produce lasting satisfaction, a warm air heater 
must combine service and efficiency with positive and 
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constant economy. Discriminating purchasers measure 
true economy by first cost, operating cost and the life 
of the warm air heater; and, according to the manu- 
facturers of the Rudy warm air heaters, their prod- 
ucts give this true economy because of the correct de- 
sign expressed in the many distinctive features of their 
two styles—the Diving Flue and the Top Radiator 
warm air heaters. The latter of these is illustrated 
herewith, and some of its advantages are thus enu- 
merated: It is made of the best grade of clean, new, 
high grade iron, thus insuring durability; it is closely 





Rudy Top Radiator Warm Air Heater. 


inspected in the factory so as to guard against leaks 
and assure the operator absolute control of the fire; 
the grate and firepot are large enough to permit com- 
plete combustion and the air-blast pot adds oxygen at 
a high temperature which completely consumes the 
gases and saves fuel; extended heating surfaces give 
maximum amount of heat inside the casing; the large 
double casing creates circulation adequate to carry 
abundant heat to the rooms above, and the water pot 
provides the required humidity. These features, it is 
said, will make the installer’s list of satisfied custo- 
mers grow tremendously, and those desiring further 
particulars and details of their Dealers’ Profit-Sharing 
Schedule should address the Rudy Furnace Company, 
Dowagiac, Michigan. 
saolliitarsisintnawits 


SAME APPEAL NOT SUITED TO ALL. 


The same appeal is not equally effective on all cus- 
tomers. A selling talk that will make a sale to one 
prospect may be wholly unsuited to another. [ifferent 
With some, price is 
Others insist on 


people view things differently. 
the one important consideration. 
quality of the highest order, and still others claim ex- 
clusiveness as the paramount issue. One cannot al- 
ways hit the right selling talk the first time, but by 
careful feeling around, it is usually possible to obtain 
a fairly clear idea Of the customer’s particular likes. 
_ aii 

In advertising the dealer must bear in mind that 

his appeal should go to customers of his competitor. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PHOTOGRAPHER'S SKYLIGHT. 
BY O. W. KOTHE. 

To continue with skylight work, we have a pho- 
tographer’s skylight in this drawing, which is one 
often met with. The sketch gives you a general idea 
of it and the construction details. This form of sky- 
light really appears to be harder to make than it 
really is, because there is only one pattern to be de- 
veloped, all the others being straight. 
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STRETCHOUTS FOR CURBS 


Development of Patterns for Photographer’s Skylight. 


The sectional elevation shows the necessary details, 
as the pitch of light, the lower curb, the common bar 
“A” with capping, also the section of side bar for 
the side wall with wall flashing, the top curb A as 
it is nailed to the woodwork, and the ridge capping 
of the coping mould attached to it, which is held 
firmly in place by the cap strips over “A.” All these 
things are merely a matter of putting the details into 
practice so as to become familiar with the work. 

The pattern for the common bar is laid off by pick- 
ing the stretchout from section “A” and stepping it 
off on line a-b at right angles to pitch line of eleva- 
tion. Then draw stretchout lines parallel to pitch of 
elevation, after which project points from points in 
top and bottom curbs into stretchout, thus cutting 
lines of similar bends as shown and producing the 
pattern. In this case the upper half of pattern is 


stepped off with dividers by picking off elevations 
above line a-b and transferring them to the pattern. 
Laps for turning out on the curbs should be allowed 
to permit a larger surface for soldering the work to- 
gether, so that they will not break loose so easily. 

On large skylights the common bar “A” would not 
be strong enough, and in such cases the reinforced 
bar “B” would be employed, the heft of core iron 
ascertained by the length of run and governed by 
judgment and experience. All the other patterns re- 
quire only straight stretchouts picked off on a narrow 
strip of metal. The one shown by A is the top curb 
stretchout, and B is the lower curb, while C is for the 
capping over bar “A.” The gutter is shown by G, 
the upper holes representing the fall line to be punched 
off on the eight foot lengths. The coping mould re- 
quires only square miters, the principle of develop- 
ment of which has often been described in these 
columns. 

I would suggest that the reader make one oi these 
out of light cheap tin to a convenient scale; it is nice 
work and will help you spend your idle hours to a 
profit and credit to yourself and future workmanship. 
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PREPARED ROOFING LEAKS AND 
SUBSCRIBER WANTS REMEDY 





To AMERICAN ARTISAN: 

Every year when the snow melts I have trouble with 
the roof on building which is covered with Cary’s 
Roofing. The building is g2 feet long and the roof 
slants from five feet at one end to ten inches at the 
other. The living rooms below are heated with steam. 
The trouble is only on the lower one-third of the roof. 

When the snow is on the roof and the temperature 
is around zero, the heat from the inside seems to melt 
the snow, and owing to the cold the water freezes be- 
fore it runs off, and keeps on in this manner with a 
“layer” of soft ice “mush” which finally soaks through 
the roofing and leaks through the plaster. 

Will roofing cement stop the trouble? 

The owner thought of taking off the lower end and 
putting on a good weight of Tin Roofing. He wants 
to know if the freezing and thawing in the cold 
weather will affect a tin roof, such as cracking the 
solder and again cause a leak in the roof. 

Can you give us some information as to what would 
make a satisfactory roofing material for this roof, so 
as to do away with this trouble? 

Yours truly, 
Louis DAHMs. 

Nicollet, Minnesota, February 16, 1915. 
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The dealer who lets his show window go to waste 
is likely to squander a good many other opportuni- 
ties. 
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WANTS PATTERN FOR RIDGE ROLL. 


To AMERICAN ARTISAN: 
Please publish the pattern for a ridge roll as shown 
in the accompanying sketch. This ridge is to go five 














4 5 


Ridge Roll for Which Pattern is Wanted. 

















ways and the pitch of the roof is 16 inches to the foot. 
Yours respectfully, 
SUBSCRIBER. 
Waterbury, Connecticut, February 10, 1916. 








TINSMITHS’ FIREPOT THAT BURNS 
KEROSENE. 





The accompanying illustration shows an improved 
kerosene firepot for tinsmiths and other mechanics, 
which has recently been 
placed on the market by the 
Clayton and Lambert Manu- 
facturing Company, Detroit, 
Michigan. Although burning 
an unusually small amount of 
fuel, it is said to have re- 
markable heat producing 
qualities. These claims, the 
manufacturers say, are justi- 
fied by the efficient, durable 
construction of all the parts, 
which are thus described: 
The burner is made with a 
powerful generator that su- 
perheats the gas before it is 
burned, producing perfect 
combustion and a maximum degree of heat with a 





Kerosene Firepot. 


clear, blue flame free from smoke or odor; the tank, 
formed of heavy gauge steel, welded and seamless, 
without soldered joints, is fitted with a strong, auto- 
matic brass pump that supplies the required air pres- 
sure; for extinguishing the flame, the filler plug is 
provided with an air valve that releases the air pres- 
sure; the seamless drawn shield is removable, thus’ 
permitting the firepot to be used as an open fire; the 
wind shield is adjustable and makes the firepot suit- 
able for outdoor as well as indoor use, and all parts 
are easily accessible for cleaning. Further details of 
the Number 221 Firepot and a complete catalog of 
their firepots and torches can be obtained from the 
Clayton and Lambert Manufacturing Company, De- 
troit, Michigan. 
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EIGHT NEW OPEN HEARTH FURNACES TO 
BE ADDED TO INLAND STEEL WORKS: 
AT INDIANA HARBOR. 








The Inland Steel Company, Chicago, are adding 
eight new basic open hearth furnaces to their present 
battery of twelve in the plant at Indiana Harbor, 
Indiana. This, the Company states, will increase 
their daily capacity from 1800 to 3300 tons of open 
hearth steel. When the furnaces are completed, the 
Company’s ability to deliver black sheets of all 
classes, painted roofing and siding will be greatly in- 
creased and they hope that, by that time, the spelter 
situation may be sufficiently relieved to enable them 
to re-enter the market as producers of galvanized 
sheets, roofing and siding. [ull information about 
their various products can be obtained from the In- 
land Steel Company, First National Bank Building, 
Chicago. 

ae ee 
ALLIED SHEET METAL CONTRACTORS’ 
ASSOCIATION OF CHICAGO DISCUSS 
LIABILITY INSURANCE. 





At the regular meeting of the Allied Sheet Metal 
Contractors’ Association of Chicago, held Tuesday, 
February 15th, at the Hardware Club, a very inter- 
esting discourse was developed by J. Lester Williams, 
of the Employers’ Indemnity Exchange, on liability in- 
surance. 

Mr. Williams emphasized the fact that no sheet 
metal contractor, no matter how few men he em- 
ployed, could afford to go without liability insurance, 
and that the only two points for him to consider were, 
first—is the company seeking to write my policy thor- 
oughly reliable, and second—where can I get reliable 
insurance at a fair price? 

Citing special cases brought out by the Wainwright 
Investigation in 1914, conducted by the New York 
State Government, Mr. Williams called attention to 
the report which showed that a very large percentage 
of the “stock” liability insurance companies were ex- 
tremely dilatory in making settlements, while very few 
cases of this sort were found in the case of the Com- 
pany he represented, which is operated on the re- 
ciprocal basis. 

After Mr. Williams had offered to make an agree- 
ment with the Association to write liability policies 
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for its members at a maximum rate of 75 percent of 
the “conference rate” charged by reliable stock com- 
panies, provided the committee on liability insurance 
to be appointed by President John C. McFarland re- 
ported favorably on the matter, the following were 
named to investigate the standing and reliability of the 
Company: Vice-president Roy E. Purple; Secretary 
O. M. Bales and Governor Emil Renisch, with instruc- 
tions to report at the next meeting of the Association. 

This Company is the same in which the Illinois 
Retail Hardware Association members are carrying 
liability insurance, and at the recent Convention a 
strong endorsement was made of the manner in which 
it had carried out its policies in the matter of settle- 
ments for injuries and otherwise. 

Many of the members asked Mr. Williams for in- 
formation as to specific points in connection with lia- 
bility insurance, all of which were answered in a very 
instructive manner, thus giving the members a clear 
understanding of the proposition. 

At the close of the meeting sandwiches and liquid 
refreshments were served. 

Large Attendance Urged for Next Meeting. 

The next regular meeting will be held Tuesday, 
8 P. M., March seventh, at the Hardware Club, 56 
East Randolph Street. 

Not only because of the report of the Committee on 
Liability Insurance which is to be rendered at this 
meeting, but because several other important matters 
for the welfare of every sheet metal contraetor in 
Chicago will come up, it is strongly urged that every 
member of the Association be present. The Board of 
Governors are preparing to submit several sugges- 
tions that will be of benefit to the members, but they 
need their active cooperation, one form of which is the 
regular attendance at the meetings. 

WRITE FOR A COPY OF THIS INSTRUCTIVE 
SHEET METAL PRIMER. 





A very handy and instructive primer on sheet metal 
is offered to the trade by the Stark Rolling Mill 
Company, Canton, Ohio, the manufacturers of Toncan 
metal. The booklet treats of the manufacture of sheet 
metal, describing in a clear, simple manner the various 
steps in the transition from iron ore to sheet metal, 
and then dwells on the manufacture and special prop- 
eries of Toncan sheet metal and the various uses to 
which it is adapted. Nineteen lessons and a set of 
questions and answers constitute this “Sheet Metal 
Primer” and the concise way in which they are pre- 
sented should make them very interesting and instruc- 
tive to every man engaged in handling sheet metal and 
sheet metal products. Copies of the primer will be 
sent gratis to those addressing the Stark Rolling Mill 
Company, Department AA-6, Canton, Ohio. 


WHO MAKES ‘‘SLOCUM”’ TOOLS? 





To AMERICAN ARTISAN: 

Can you advise who manufacturers “Slocum” tools ? 
SUBSCRIBER. 

La Porte, Indiana, February 16, 1916. 









TRADE DEVELOPMENT COMMITTEE OF THE 
NATIONAL ASSOCIATION OF SHEET 
METAL CONTRACTORS MEET 
IN CHICAGO. 





The second meeting of the Trade Development 
Committee of the National Association of Sheet Metal 
Contractors was held Thursday, February 17th, in 
Chicago, the following being present with Chairman 
George Harms, Peoria, Illinois: A. Holtman, Kan- 
sas City, Missouri; E. B. Langenberg, St. Louis; F. 
B. Milhoan, Middletown, Ohio; A. E. Warner and 
A. George Pedersen, Chicago. 

Chairman Harms stated that he had called the meet- 
ing for the purpose of discussing the many very en- 
couraging replies which he had received from manu- 
facturers and wholesalers of sheet metal in answer to 
a letter sent to them requesting information as to their 
willingness to furnish the necessary funds for an edu- 
cational publicity campaign, such as would be worked 
out by the Committee in cooperation with the manu- 
facturers and wholesalers, and also to consider fur- 
ther activities of the Committee. 

The suggestion was made by A. George Pedersen, 
that the National Secretary should be requested to 
communicate with the local associations of sheet metal 
contractors and submit to them a list of questions 
bearing on Trade Development, prepared by the Com- 
mittee, for the purpose of discussion in their regular 
or special meetings. 

E. B. Langenberg seconded this suggestion and 
added that each Local should take definite action on 
such of these questions as wege of special interest to 
its members instructing its delegates to the National 
Convention to bring these recommendations before 
the Convention. 

I. B. Milhoan stated that he believed the manufac- 
turers would be glad to receive requests for sugges- 
tions to be made by them for the betterment of the 
trade. 

The chairman was instructed to prepare suitable 
letters to be sent to the National Secretary as well as 
to the manufacturers as recommended by the speakers 
mentioned. 

A. Holtman cited a number of instances where by 
exercise of salesmanship it had proved possible torsell 
material and work at a considerably higher price than 
the contractors had been able to obtain before, be- 


cause they were under the impression that “price” , 


was the only way to get an order,‘‘price” in this case 
meaning a low estimate which left very little profit. 

It was the sense of the meeting that every Local 
should put stress on the matter of overhead expenses 
and make certain that its members had a clear under- 
standing of the necessity for making full allowance 
for the many items under that head. 


oo 


AMERICAN ARTISAN HELPS HIM IN HIS WORK 





To AMERICAN ARTISAN: 
AMERICAN ARTISAN comes very handy in my line 
of work. 
W. P. JoHNson. 
3020 Blaisdell Avenue, Minneapolis, Minnesota, 
Feb. 10, 1916. 
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Lecture Prepared for National Association 
of Sheet Metal Contractors 





























On pages 54 and 55 of the February 5th issue of 
AMERICAN ARTISAN the first lecture was published of 
the series which is being prepared by the Lecture Com- 
mittee of the National Association of Sheet Metal 
Contractors. The second lecture is divided into two 


sections, the first of which follows herewith: 
Factors of Business Success. 

In the first of the present series of Lectures, “Charac- 
ter” and “Success” were the underlying motives of the argu- 
ment. It was pointed out that while “success,” as the term is 
commonly interpreted, could be achieved in many worthwhile 
directions, no final, complete and satisfying “success” to crown 
the activities of a life-time could be achieved without “char- 
acter-building’—in other words, the harmonious rounding out 
of our personality in accord with those of our neighbors. “Suc- 
cess”—what is it? It must be something of first importance, 
for we are all striving for it—or fancy that we are. It is 
doubtful whether there is any complete and final definition 
of the word—any more than there is a final definition of the 
word “morality’—just as the latter phrase takes on a new 
meaning according to its environment—what is immoral in 
one age, race or clime, like polygamy, being sanctioned by civil 
and religious authority in another—so the elusive term “suc- 
cess” is not understood in the same manner the world over. 

There is no final arbiter of its meaning—no Supreme 
Court dictum or even that of the standard dictionary—every 
man established his own ideal of success subject to the ap- 
proval of his fellowman—indeed among some races the term 
has no meaning as we understand it and as do the other 
highly-developed industrial nations. And even among these, 
we Americans have achieved a distinct and separate meaning 
for the word, which is different from that of the Briton or 
German. However, we are dealing with a business man’s 
problem as it presents itself to us and as such we will treat it, 
regardless of the fact that Americans have been accused of 
“making a God of business.” “Success” has been defined, 
broadly, by one of our correspondents, as “the prosperous 
termination of everything.” 

I think that it is essential that we first agree among our- 
selves what “success” means, and this definition goes a long 
way towards clearing things up. We naturally think of 
“business success,” for we have not gone far enough along 
the road of ethics to value any other very highly—regret it 
as we may—and business success may be something to he 
greatly ashamed of or highly prized according to the methods 
used to attain it. We are all in business and the fundamentai 
reason is to live. In this respect the man who works for us 
is “in the same boat” with ourselves—unless we belong to the 
class possessed of an income sufficient to the needs of living. 
However, it is a safe prediction that the vast majority of us 
would, if we quit working as the managers of our business, 
very quickly go back to work upon a wage paid by some other 
contractor or starve. The reason we “are in business” is be- 
cause we have outlived the day of one-man production along 
with the barter of goods instead of the use of currency and 
our highly developed credit system. Why is this so? The 
answer is machinery and co-operative effort. With machinery 
and the employment of large numbers of men we are enabled 
to produce a hundredfold and a thousandfold—yes, and in- 
numerable things that could not be produced at all without 
vast aggregations of capital and of men. 

Witness the modern ocean steamship or the 14-inch gun 
for example. But machinery and the place to house it and 
work it required capital or credit (sometimes too easily ac- 
quired) and it requires the ability to direct and to manage— 
not only the machinery but the men who operate it, as well— 
or executive ability, and our excuse for “being in business” 
at all—for being the “boss” instead of a “journeyman”—is 
that we are able to furnish both capital and executive ability— 
or brains and character, in short. That is our duty to so- 
ciety—that is why we are entitled to make a “profit”—I mean 
a return for the use of the money invested in addition to a 
return for our ability as managers. 

It is upon these two factors that our “success” as busi- 
ness men hinges. Just as we fail in delivering to the business 
and to the community that supports it the two essential fac- 
tors—capital (or credit based upon ability and character) and 
executive ability—so we may fail in securing a return above 
that which we might earn as a journeyman. Indeed, we may 
lose all of either, or both, by imprudent conduct—if our cap- 
ital is lost—barring some misfortune, which must always be 





reckoned with—is it saying too much that society has taken 
away from us that which we did not display sufficient stew- 
ardship to keep? Now it must be conceded that every man 
running a shop is entitled to figure, as a first legitimate item 
of cost, a fair salary for himself and if he has any right or 
title to be in the position of “boss” he should be capable 
enough to justify paying himself more than journeyman’s 
wages. If he is not competent to earn a fair salary for him- 
self as Manager—such salary, approximately, as his com- 
petitor would be willing to pay him to manage his busi- 
ness, and if he is not in business simp!y for a business educe 
tion, then he would do himself and socicty a service by stick: 
ing to the bench and investing his surplus capital in some 
sound security, netting 6 percent—and these are in abund- 
ance, now. But we will assume that we have started busi- 
ness with a fair supply of capital—honestly acquired, and if 
necessary, with a reserve of credit—also honestly acquired 
and honestly kept—not by leniency upon the part of the 
Supply Houses sold “up to the hilt” but by good character 
and managerial ability. We are doing a modest business, 
our standards of living are decent, but moderate, as befits a 
man starting upon his business career. 

We have provided two essential factors of successful 
business operations, viz.: Capital and credit, and ability. 
What now? We wish, first, to make a living for ourselves 
and family—second, to “succeed.” Well, we can not make 
even a living without the one great asset of the public good 
will. Why? Because we must have a “market”—some one 
to pay us for our goods and effort. We can not eat sheet 
metal products or clothe ourselves with them. Of what avail 
are all the capital and skill in the world if there is no mar- 
ket place for our wares? Napoleon, the greatest intellect 
the world has ever given birth to, was more powerless for 
good or ill than you or I are at this moment after he was 
immured upon St. Helena. Why? Because his abilities had 
no market—nothing to “react” upon. You may say, “Rot, I 
will go into the market, underbid everyone else and fill my 
shop with work!” Yes, and you may go out and do it—but 
not for long, brother—at any rate, not forever. You may 
get by for a while, but, sooner or later, the day of reckoning 
will come and the business undertaker will “get his.’ What 
then? Well, you must make up your mind to build up some- 
thing else—call it what you will—‘“name,” “good reputation,” 
“custom,” “patronage,” or with architects, a “clientage.” It 
may take time, but it is worth while—think of the years 
acquired to “work up” a self-sustaining practice by the Doc- 
tor, Lawyer, or Dentist. How does he succeed? 

Not by low bidding, surely, but by reputation. “Well,” 
you say, “that’s no parallel case, I’m in business—their’s 1s 
a profession.” But, I maintain the principle is the same and 
the difference exists only in men’s minds. If you, and all 
your fellow-craftsmen, will study your business as the lawyer 
studies his and will have as much respect for it as he has 
for his profession, and if you will try to develop yourself 
—your character so as to command the respect of your clients. 
you will, in the course of time, find that “good” people, 
“good” architects and “good” work will come your way. It’s 
as sure as fate and as certain as the laws of gravitation— 
and its your only chance to ever get away from “cut-throat 
competition.” This is no finespun theory—the proof of its 
truth you can find in almost every community. When vou 
have gone thus far you have achieved one “success.” You 
are making an honorable living and for your ability and 
character you are securing a return—and you are in- 
creasing your ability as time goes on by constant study of 
your business and all its factors. Now, what return should 
vou have for your capital investment ? 

That question is not so difficult to answer as it may ap- 
pear at first glance. It is almost a settled policy at this day, 
that capital in the form of stocks in sound and seasoned 
enterprises, like public utilities—in normal money periods— 
should receive a return of 6 percent at least. But this is 
insufficient for an ordinary industrial enterprise. The ac- 
cepted rule is that the greater the risk, the greater the allow- 
able return. Sheet Metal Contracting is not an especially 
hazardous or speculative business, but no stockholder would 
be satisfied with less than 10 percent to 15 percent annually, 
in normal periods, and is surely entitled to not less. The 
rule is, that, barring natural or patent monopolies, the in- 
vestment is working no hardship or extortion upon the public, 
for the natural operations of competition—even among the 
highest class shops—will prevent prices going too high. It is 
up to you then—you wish to “succeed”—in other words, to 
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expand—to grow—to make more than a living—to accumu- 
late a competency for yourself and family—to become a re- 
spected member of the community. You “build up” a busi- 
ness, and a “Trade” at the same time by the application of 
the principles I have just laid down—you are making more 
than you need. to live on—legitimately—that is the price 
society is willing to allow you for your money—your capital 
and your brains in directing it—the days of exploitation of 
labor are past—the Unions will take care of that—and you 
can not exploit the public for long—your competitors will 
see to that—it seems almost a foregone conclusion that a 
real “success”—in a highly competitive line of business, such 
as ours, is predicated upon industry—square dealing—capacity 
to learn—executive ability or business ability and the power 
to make and hold friends—character. 

These are the “factors” of “business success.” Your 
surplus invested in the business, it will grow and expand— 
just as your character and mind will grow with it—your 
earnings—and your responsibilities increase with them—as 
they should. Without robbing the individual or society, you 
may arrive at the point—sooner or later—according to your 
standards and your ambitions, when you may say “I have 
succeeded in business,” if with the factors I have pointed 
out, then you may have reason to feel elated, for you have 
already proven yourself a good deal of a man—which is 
more “important” before the Last Judgment than the amount 
of your stockholdings. 


o> 


COLLINSVILLE, ILLINOIS, SHEET METAL 
CONTRACTORS ORGANIZE. 








The Sheet Metal Contractors of Collinsville have 
formed a local organization which will be affiliated 
with the Illinois and National Associations of Sheet 
Metal Contractors. 

The meeting at which this was accomplished was 
held on Saturday, February twelfth, and a delegation 
was present from St. Louis, Missouri, consisting of 
Messrs. Julius Gerock, Jr., William Koelsch, R. E. 
Mackey, George E. Kohlmeyer, Henry Wand, Walter 
Krueger, H. W. Symonds, T. A. Stockhoff and Otto 
E. Cluss, as well as James Barrett, of Alton, Illinois. 

The officers of the new Association are: President 
—John Kluge, of Kluge Brothers. Secretary—J. W. 
Wilburt, of Wilburt and Burk. The members of the 
Association include all the sheet metal contractors in 
Collinsville, as follows: Kluge Brothers; Wilburt and 
Burk; Charles Remmler; Martin Brede and August 
Steickmann. 
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CINCINNATI SHEET METAL CONTRACTORS 
PLAN FOR STATE CONVENTION. 





The Association of Sheet Metal Contractors of Cin- 
cinnati, Ohio, at their recent meeting discussed plans 
for the coming state convention of sheet metal con- 
tractors. President F. William Stechow presided. 

Charles Kobmann heads the Finance Committee, 
which is consisted of the following: John Weigel, 
George Dietrick, E. L. Gibson, J. A. Sweeney, A. 
Blum and John A. Henggeler. 

Vice-president John Weigel was requested to con- 
fer with the officials of the State Association and after 
his report is received, a special meeting will be called 
to make the final arrangements for taking care of the 
coming convention. 
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L. D. Howe, 212 Main Street, Streator, Illinois, 
who has disposed of his hardware stock to Scott and 
Whitcomb, will retain possession of the sheet metal 
shop which he has been conducting in connection with 
the store. 


NOTES AND QUERIES. 


WIRE CLAMPS. 
From Kasbohm and Epps, Van Wert, Ohio. 

Kindly advise who manufactures small wire clamps 
of coppered steel wire. 

Ans.—Barbee Wire and Iron Works, 170 North 
Dearborn Street; F. P. Smith Wire and Iron Works, 
lake and Dearborn Streets; and John Amann, 558 
Washington Boulevard; all of Chicago. 

ROAD OIL. 


From the Kuhnen and Siegrist Hardware Company, High- 
land, Illinois. 


Please advise who sells road oil. 

Ans.—Central Commercial Company, 111 North 
Market Street; John Baker. Jr., 10 South LaSalle 
Street; Standard Oil Company, 72 West Adams 
Street; and National Refining Company, 122 South 
Michigan Avenue; all of Chicago. 

SHEET METAL MONUMENTS. 
From James Feeney, 206 Broadway, El Paso, Texas. 

Who makes sheet metal monuments? 

Ans.—Monumental Bronze Company, Bridgeport, 
Connecticut; and Philadelphia White Bronze Monu- 
ment Company, 23 South 17th Street, Philadelphia. 

ADDRESS OF WATSON SOLAR WINDOW COMPANY. 
From J. Q. Swanger, Jr., Mishawaka, Indiana. 

Can you advise where the Watson Solar Window 
Company is located ? 

Ans.—2502 South Paulina Street, Chicago, Illinois. 
REPAIRS FOR HAYNES-LANGENBERG WARM AIR HEATERS. 
From Rudolph Hoffman, 167 West Division Street, Chicago. 

Who in Chicago has repairs for the warm air heat- 
ers made by the Haynes-Langenberg Manufacturing 
Company ? 

Ans.—Northwestern Stove Repair Company, 654 
West Twelfth Street. | 

GERMAN COIL CHAIN. 


From Nebraska and Iowa Steel Tank Company, Omaha, 
Nebraska. 


Kindly advise who makes German coil chain. 

Ans.—McKinnon Chain Company, Buffalo, New 
York; and The Woodhouse Chain Company, Trenton, 
New Jersey. 





ENAMELING OVENS. 
From J. Malin, Roscoe, Pennsylvania. 
Kindly advise who manufactures enameling ovens. 
Ans.—Detroit Heating and Lighting Company, De- 
troit, Michigan; Evans and Ejichner, 29 West Lake 
Street, Chicago; and Oven Equipment and Manufac- 
turing Company, New Haven, Connecticut. 
HINGE HASPS AND STAPLES. 
From Nebraska and Iowa Steel Tank Company, Omaha, 
Nebraska. 
Can you advise who makes hinge hasps and staples? 
Ans.—Vaughan and Bushnell Manufacturing Com- 
pany, 2130 Carroll Avenue, Chicago, Illinois ; National 
Manufacturing Company, Sterling, Illinois; and Law- 
rence Brothers, Sterling, Illinois. 
MOULDERS’ TOOLS. 


From Wilhe!m-Coddington Hardware Company, La Porte, 
Indiana. 


Can you tell us who manufactures moulders’ tools ¢ 

Ans.—Henry Disston and Sons, Philadelphia; 
Charles Monk, 83 Eighteenth Street, Brooklyn, New 
York; and William Dobson, Canastota, New York. 
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NEW PATENTS. 
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1,170,503. Caster. Adolph Ballenberg, New York, N. Y. 
Filed October 5, 1915. Serial No. 54,172. 

1,170,505. Lawn-Mower. Charles T. Bishop, Fayette- 
ville, Tenn. Filed Mar. 29, 1915. 

1,170,539. Coffee-Pot. Harry Stevens Isham, Belmar, N. 
J. Filed October 24, 1912. 

1,170,591. Combination-Tool. Elliott L. White, Suffolk, 
Va. Filed July 11, 1914. 

1,170,623. Mop-Wringer. William Frohne, Cincinnati, 
Ohio. Filed Apr. 18, 1914. 

_ 1,170,649. Animal-Trap. Harvey C. Lowrance, Kansas 
City, Mo. Filed Apr. 13, 1914. 

1,170,697. Shutter-Fastener. Wilford E. Stallings, Bea- 
ver Creek, Md. Filed July 21, 1915. 

1,170,709. Screw-Driver and Similar Tool. William S. 
Thomson, Plantsville, Conn., assignor to The H. D. Smith & 
Company, Plantsville, Conn. Filed March 24, 1915. 

1,170,754. Combined Safety-Razor and Razor-Blade 
Sharpener. John Holtzman and Morris Kover, New York, 
N. Y. Filed March 29, 1915. 

1,170,766. Top for Gas-Ranges. Martin W. Longfellow, 
Baltimore, Md., assignor to The Baltimore Gas Appliance 
= + cca Company, Baltimore, Md. Filed January 
2, 1914. 

1,170,772. Meat-Tenderer. Myron J. Mitchell, Philadel- 
phia, Pa. Filed February 26, 1915. 

_ 1,170,833. Household Utensil. George W. Long, Man- 
nington, W. Va. Filed September 15, 1915. 

_ 1,170,867. Pulley. Ernest H. Arnold, Cleveland, Ohio, 
assignor to The Osborn-Crew Manufacturing Company, 
Cleveland, Ohio. Filed January 28, 1915. 

1,170,898. Flour-Sifter. Otis G. Graham, Portland, Ore- 
gon. Filed April 7, 1915. 

1,170,921. Hose-Clamp. Adams Murphey McDonald, 
Davis, W. Va. Filed November 10, 1914. 

1,170,922. Egg-Poacher. Peter J. Maguire, Hutchinson, 
Kans. Filed April 30, 1915. 

_ 1,170,928. Jar-Wrench. John Nelson, Bay City, Mich. 
Filed September 4, 1914. . ; 

1,170,934. Nail Holding and Delivering Device. Martin 

L. Snyder, Torrington, Wyo. Filed June 8, 1915. 








1,170,950. File or Rasp. John Ambicky, Perth Amboy, 
N. J. Filed September 23, 1915. 

1,171,000. Mop. Earl A. R. Skillman, Detroit, Mich. 
Filed May 6, 1915. 

1,171,016. Sash-Lock. William F. Barger, Norwood, 
Ohio. Filed March 18, 1915. 

1,171,032. Means for Opening Doors. Matthew J. Flan- 
nery, Matteson, Ill. Filed July 26, 1915. 

_ 1,171,051. Hasp-Lock. Peter Johnson, San Francisco, 
Cal. Filed July 6, 1915. 

1,171,053. Door-Check and Open-Door Locking Device. 
William J. Kelly, Jamaica, N. Y., assignor to Thomas 
Mooney, Douglaston, N. Y. Filed August 14, 1914. 

1,171,067. Roofing-Tool. William FF. Roth, Nevada, 
Ohio. Filed November 7, 1914. 

1,171,068. Lawn-Sprinkler. Max A. Schienke, Bay Shore, 
N. Y. Filed August 14, 1914. 

1,171,086. Post-Hole Auger. Lawrence FE. Birkland, 
Graettinger, Jowa. Filed July 26, 1915. 

1,171,098. Patch-Bolt. Thomas F. Dalton, Chicago, IIl., 
assignor of one-half to William J. Sheehy, Chicago, Ill. Filed 
March 21, 1914. 

1,171,150. Mop-Wringer. Philester Smith, Rochester, 
N. Y. Filed January 3, 1916. 

1,171,161. Mop-Holder. George Wingender, New York 
N. Y. Filed June 1, 1915. 

1,171,175. Safety-Razor. Hooper Coyne, Baltimore, Md. 
Filed June 16, 1915. 

1,171,217. Door-Bolt Operating Mechanism. Ellsworth 
M. Letts, Waverly, N. Y. Filed September 4, 1914. 

1,171,221. Combination-Tool. Charles Ephraim Marion, 
Franklin, N. H. Filed December 13, 1915. 

1,171,232. Soldering-Iron. Géza Miller, New York, N. 
Y. Filed October 20, 1915. 

1,171,259. Sash-Balance Connection. John H. Sayres, 
Brooklyn, N. Y. Filed September 27, 1912. 

1,171,300. Clothes-Prop. Thomas W. Arter, Bellaire, 
Ohio. Filed October 16, 1915. 

1,171,349. Self-Heating Smoothing-Iron. Clement L. V.. 
Mundhenk, Dayton, Ohio. Filed April 25, 1914. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








PRICE ADVANCES IN PRACTICALLY ALL 
METALS CONTINUE. 





The upward trend of the market in the metal line 
continues, with further price advances and no relief 
in sight. 

The most important development in the steel trade 
is the action of the Pittsburgh steel mills in follow- 
ing the lead of Chicago by selling up for 1916. Prices 
on mill deliveries have been advanced $2.00 a ton on 
plates, shapes and bars and many of the mills are 
practically sold up through 1916. Some small miils 
have found it possible to accept orders for plates for 
June delivery but the majority of them are falling fur- 
ther behind on deliveries. The United States Steel 
Corporation reports unfilled orders on January 3ist 
on the books of subsidiary companies amounting to 
7,922,767 tons, which with the exception of Decer- 
ber, 1912, is the largest unfilled tonnage ever recorded 
by them. 

Another feature of the market is the action of the 
large agricultural implement manufacturers who have 
already secured mill space for their buying year, be- 
ginning July ist. Usually the negotiations have been 
instituted at a much later date. This year, with a pos- 
sible exception, the contracts cover the period to Jan- 
uary 1, 1917. This has been done in the face of the 
disinclination of mills to consider future contracts. 

The grouping of the large independent steel com- 
panies is at present of no effect on the market. 





STEEL. 

The demand for rolled steel products, especially for 
steel bars, plates and shapes, continues active with 
orders for heavy tonnages going begging. Chicago 
makers of steel plates are quoting their products at 
2.29 cents, Chicago, for delivery at their convenience, 
and purchases at this price provide that no delivery 
can be expected earlier than the fourth quarter of 
the year. For Prompt delivery, premiums bringing 
the price close to 3.00 cents Pittsburgh, are being 
asked and gladly paid. Soft steel bars are obtainable 
only in rare instances and then at a heavy premium 
over the prevailing quotation of 2.19 cents, Chicago. 
Steel shapes are also quoted at 2.19 cents. Chicago 
warehouses have made an advance of $2.00 per ton on 
finished steel products, bringing steel bars and shapes 
to 2.60 cents and plates to 2.80 cents. In Pittsburgh, 
as previously stated, mill deliveries have also been 
moved up $2.00 a ton on bars, shapes and plates, mak- 
ing the nominal quotations on bars and shapes 2.00 
cents and plates 2.10 cents a pound. Steel plates are 
the strongest item on the list, and while the nominal 
quotation is 2.10 cents, some mills in position to make 
prompt deliveries are obtaining as high as 3.50 cents 
with numerous sales being made at 3.00 cents. 


COPPER. 

The copper market continues to show great strength 
and the unusual demand from foreign and domestic 
consumers has broken all previous records. Quota- 
tions have been advanced for all deliveries and copper 
prices are the highest they have been in forty years. 
Copper for this side of May is rapidly becoming scarce 
and commands premium prices. Sales for nearby de- 
livery are 28% cents for Electrolytic with later deliv- 
eries ranging from 2634 cents to 27% cents. July to 
September contracts have been closed at the low fig- 
ures, but under the constant pressure to supply the 
demand for consumers, a further advance is expected 
in the near future. The situation is so remarkable 
that even 30 cents may be reached eventually. Ex- 
ports of copper from New York during the week 
were small, aggregating 2,877 tons. The New York 
Metal Exchange quotes the following nominal prices: 
Prime Lake, 28 cents to 28% cents; Electrolytic, 28 
cents to 28% cents, and Casting, 26% cents to 27 
cents. Chicago warehouses have advanced their base 
price of sheet copper one cent, the new quotation be- 
ing 34 cents a pound. 


TIN. 

The tin market continues rather quiet, although 
prices are still advancing. There are no new features 
to excite the market in the way of restriction or trans- 
portation, but it is realized that the supply is subject 
to war developments. There seems to be a continued 
demand for all deliveries. The New York market is 
quoted at 4134 cents to 42% cents for Spot delivery. 
Chicago warehouse quotations remain as_ follows: 
Pig tin, 46 cents, bar tin, 47 cents. 


LEAD. 

The lead market remains very strong under the in- 
fluence of the good demand for metals generally and 
the advancing tendency of prices. The leading in- 
terest continues to quote 6.25 cents per pound with 
the outside interests well up to this figure owing 
mostly to the strong position of spot metal. The New 
York quotation is 6.20 cents with East St. Louis at 
6.17% cents. Chicago warehouse quotations are un- 
changed at 6.60 cents for American pig and 7.10 cents 
for bar, per pound. 





SOLDER. 

The Chicago warehouse quotations on solder re- 
main as during the week previous, as follows: XXX 
Guaranteed, %4 & %, 27 cents; Commercial, % & |, 
2514 cents; Number 1 Plumbers, 24 cents. 





CUT NAILS ADVANCE. 
Chicago quotations on steel and iron cut nails have 
advanced 10 cents, the new prices being: Steel cut 
nails $2.65 and iron cut nails, $2.75. 


™! 








Te 
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TIN PLATE. 

Continued firmness marks the tin plate situation 
with prices strong and tending higher. Mills are be- 
ing delayed in making prompt shipments. The basic 
price is unchanged at $4.00 for 14x20 coke tins. 


WIRE PRODUCTS AGAIN ADVANCE. 

The prices of wire products have again been ad- 
vanced $2.00 a ton, making the highest quotations in 
fifteen years. The new prices are as follows, f. o. b. 
Chicago: Wire nails, 2.53 cents for carload lots and 
2.65 cents for less than carload lots; cement coated 
nails, 2.48 cents for carload lots and $2.55 for less 
than carload lots; painted barb wire, $2.69 per 100 
pounds for carload lots and $2.84 cents for less than 
carload lots; galvanized barb wire, $3.39 per 100 
pounds for carloads and $3.54 for less than carloads. 
Fence wire has advanced ten cents, the new quotations 
being: Smooth fence wire, $2.39 base, and galvanized 
fence wire, $3.09 base. 


SHEETS. 

Considerable irregularity has been shown in the 
Chicago sheet steel market during the past week in 
the prices of both black and blue annealed sheets. [Ev- 
ery inquiry seems to be an individual case without re- 
gard to others and as the situation seems to be de- 
veloping, black sheets heavier than 16 gauge are being 
figured on the ordinary blue annealed basis while 18 
gauge or lighter are being figured on the ordinary 
black sheet scale. Another factor is the matter of 
width and sheets less than 36 inches wide are more 
easily obtained than the wider size. 

In Pittsburgh the demand for steel continues 
heavy and deliveries are deferred. Manufacturers in 
Western Pennsylvania are refusing to sell 28 gauge 
black sheets at less than 3.00 cents and are obtaining 
$2.00 to $3.00 a ton above that figure for open hearth 
material. Galvanized sheets are selling in small lots 
at 4.75 cents for 28 gauge. Manufacturers of auto- 
mobiles and electrical equipment are endeavoring to 
obtain additional tonnages for shipment before July 
Ist. Chicago warehouse prices on steel sheets remain 
unchanged. 


OLD METALS. 

A continued slight decline marked the old metal and 
scrap market in Chicago. There is practically no 
buying except occasional bargains picked up from 
holders who are anxious to convert their material into 
money. The Chicago quotations for net tons of steel 
and iron are as follows: Old steel axles, $21.00 to 
$21.75; old iron axles, $19.00 to $19.25; steel springs, 
$15.50 to $16.00; Number 1 wrought iron, $15.00 to 
$15.50; Number 1 cast iron, $13.00 to $13.50. Prices 
for nonferrous metals are as follows per pound: 
Light copper, 20.00 cents; light brass, 11.50 to 12.00 
cents; lead, 5.25 cents to 5.50; zinc scrap, 13.50 cents 
to 14.00 cents; aluminum, 321% cents. 


SPELTER. 
The spelter market remains firm with prices still 
advancing. The demand for spelter is not so great 


proportionately as for copper and other metals, but 
the offerings are so light that there is more or less 
of a scramble among buyers to obtain February and 
March shipments. February spelter has been sold at 
20 cents up to 20% cents and March is said to have 
been sold as high as 20 cents, all f. o. b. East St. 
Louis. The Spot market is entirely nominal at 20% 
to 21 cents, East St. Louis. In the New York market 
no quotations are given. Chicago warehouses have 
advanced their prices on slabs 134 cents, the new 
quotations being 2114 cents a pound, while sheet zinc 
remains at $25.00 for cask lots and $25.25 to $25.75 
for less than cask lots. 


ee 


PIG IRON. 

The Chicago pig iron market is unchanged, with 
makers asking $18.50 for Northern Number 2 foun- 
dry, and $19.00 Chicago furnace, for Malleable, for 
any delivery during 1916. Some inquiry is coming in 
for last half delivery and orders are being booked con- 
stantly for small tonnages for immediate delivery to 
melters who underestimated their needs for the first 
half. Neither grade is active and neither buyers nor 
sellers seem to desire to push things. Dealers in 
Southern Iron find little interest on the part of buy- 
ers although a new buying movement in the south 
seems imminent. Most makers are asking $15.00, Bir- 
mingham, for Southern Number 2 foundry for last 
half delivery, but some iron at 50 cents per ton less 


keeps showing itself. In Pittsburgh, fairly heavy 


tonnages of foundry and malleable grades are being 
sold at a spread from $18.50 to $19.00, Valley, for 
delivery the third and fourth quarter of the year. 
irmingham reports a decidedly better feeling the 
past week and a majority of the producing interests 
are holding at $15.00 and $15.50 for first half at $16.00 
per ton for last half delivery. 


Matthew Addy Company's market report, Cin- 
cinnati, February 18, 1916:— 

It looks as if the problem in the iron trade for the next 
twelve or twenty-four months would be to get an adequate 
supply of raw materials on hand at the right time. Every- 
thing is short today. Ore is scarce, coke is scarcer, and labor 
is scant. There is not a furnace in the country but is having 
difficulty in assembling enough stock to keep at the maxi- 
mum of production. And the furnaces in their turn are put 
to it to ship iron out as fast as customers specify. 

For the first time in vears the Steel Corporation has all 
of its furnace stacks going, the highly efficient, as well as 
those which are less so. In six months the iron trade has 
doubled, and what wonder that it is difficult for the hare 
to keep ahead of the hound, so to speak. 

This week has been decidedly active with an increasing 
demand for pig iron. Sales are increasing in volume. One 
furnace in Southern Ohio has this week sold 45,000 tons— 
all for last half shipment. 

There seems to be no end to the market. And if it were 
possible to ship the iron (raw and finished) that [urope 
wants just now there would be no top to the market. That 
is the only thing that prevents prices from running away. 
Ocean room is offered only for a fraction of the possible 
business. In Birmingham there is iron piled on the furnace 
yards which Englishmen paid for months ago, and which 
is destined for the other side, but which remains here because 
ocean freights have not yet been found. It is humiliating to 
our national pride to think how great an opportunity we 
have for foreign trade if we only had the ships to handle it. 
And from a business point of view it is exasperating beyond 
words to see such golden chances slipping by, and we pow- 
erless to grasp them. The war has taught us many lessons, 
but none greater than we need OUR OWN SHIPS. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS. 


PIG IRON. 


Northern Fdy., No. 1..... ovcoedae 3D 
Northern Fdy., No. 2....e+e+++ 18 00 
Northern Fdy., No. 3....eeee++ 17 50 





Southern Fdy., No. 1.....+++++ 18 50 
Southern Fdy., No. 2.......+++ 18 00 
Southern Fdy., No. 3.......+++ 17 75 
iste Sup. Charcoal... ... osees OO ae 
~ fo ‘ebenbeveebaessneee 18 25 
FIRST QUALITY BRIGHT 
TIN PLATES. 
Per Box 
64 14x20..... eeeeeeseeee $7 35 
9.4 i). eras es 
IxXxX BREAD) vcvevcrecsoovece 2 CO 
IXXX 14x20...... cuebeoee ee 
IXXXX 14x20....... sueseascaee ae 
IC a 14 70 
Ix . . SR er 16 40 
IXX SET sosante oe 
See EE 
SR EID kot ckvwsesnssss 21 30 
COKE PLATES. 
Cokes, 180 Ibs....... 20x28 $ 8 45 
Cokes, 200 Ibs....... 20x28 8 70 
Cokes, 216 lbs....... IC 20x28 910 
Cokes, 270 Ibs....... IX 20x28 10 90 
BLUE ANNEALED SHEETS. 
eee per 100 Ibs. $2 70 
JS eae per 100 lbs. 2 75 
_ hae per 100 lbs. 2 80 
S| ee per 100 lbs. 2 90 
ONE PASS COLD ROLLED BLACK 
Bo, 16-20... 000000 per 100 Ibs. “4 80 
No. 22-24.......... per 100 lbs. 2 85 
ee ee per 100 lbs. 2 90 
SS Saas per 100 lbs. 2 95 
_ Ne --+--per 100 lbs. 3 00 
GALVANIZED. 
See ee per 100 ‘bs. $4 50 
IO, 1BH20.. . <c0500 -per 100lbs. 4 65 
Sy 2S) er per 100lbs. 4 80 
SS eee per 100lbs. 4 95 
SS are per 100lbs. 5 10 
Lf ee per 100lbs. 5 25 
__ eae per 100lbs. 5 55 


POLISHED SHEET STEEL. 


ok Ae per 100 lbs. $4 55 
oe Pee: per 100lbs. 4 65 
OMe isicsbssaen ste per 100lbs. 4 75 
Os PE scctsccuaces per 100lbs. 4 85 
SMOOTH SHEET STEEL. 

Per 100 Ibs. 

Wood's Smooth, No. 20......... 35 
x si No. 22-24...... 3 40 

” “i No. 25-26...... 3 45 

3 o3 SS See 3 50 

= ne tk. es 3 60 


PATENT PLANISHED SHEET 
IRON. 


Patent Planished Sheet Iron, 
100 Ibs. 


SV esresnbtaee ses Semen 11 
PATENT PLANISHED SHEET 
STEEL. 

Dickey Planished Sheet Steel. ..... 8$c 
SOLDER. 

XXX Guaranteed $ & 3. “per lb. 27¢ 

Commercial 4 & 4....... 25$c 

No. 1 Plumbers... ..... a 24¢ 
SPELTER 

PA eee ouusedanin anne 21ic 

SHEET ZINC 
CD ci nG coke oneccecpoet #25 00 


Less than Cask lots. .$25 25 to $25 75 


COPPER. 


Copper sheet, base....... .cese. 34¢ 


LEAD. 
” —-Sapastaiies Lebheewe oabees a 
Eee eee 1 
National (White) ny — less 
than 100 tb. lots), per Ib........ 
Sheet. 
Pull coils...;..2. per 100 lbs. $6 25 
Cut coils........ per 100lbs. 6 30 
ALUMINUM. 
Carload lots. 
ie. 1 Pure Ingot..... om} Ib. $0 60 
BES boesicaey ened 75 
TIN. 
2. ae ee, ad $0 4 
_ 3 “eee 
HARDWARE. 
ADZES. 
Carpenters’, 
Pei skcakssnsbonsdesiss »-40% 
Coopers’, 
Barton’s....... iss oeobee espe none 
jeer pdeeennee oo 15% 
Railroad. 
Plumbs....... 9 06bnuesesese sees 
Ship. 
PMID. o55eseecoe sees soe neue 
is cccnccosens ae 115% 
AMMUNITION. 
Caps, Percussion—per 1,000. 
i L., Waterproof, 1-10s........ 50c 
ap ai Re 50c 
ant SoS seceapvedsasbewnsie 75¢ 
Shells, Loaded— 
Loaded with Black Powder... 30&2% 


Loaded with Smokeless Powder, 
medium grades 5&6% 

Loaded with Smokeless Powder, 
ee 40&10&3% 


Winchester: 
Smokeless Repeater Grade... 35&6% 
Smokeless Leader Grade .40&1 0&3% 
Black Powder 30&2% 


Gun Wads—per 1,000. 


Winchester Gun Wads......... 10% 

Powder. Each 

DuPont's Sporting, kegs. .... $10 00 

nid ee 4 kegs.... 5 25 

i ” 4 kegs.... 2 75 

DuPont's Canisters, | S 46 

oe 26 

ss Smokeless drums.. : 26 10 

” kegs.... 13 20 

” es 4-kegs... 6 76 

ef * -10-can rum 5 40 

~ wh }-kegs... 3 45 

cid si canisters 57 
Shot. 


Drop shot, sizes smaller than 
B 25-tb. ‘bags, per bag.......$2 40 
Drop shot, B and larger sizes, 
25-Ib. bags, er ba; 65 
Buck shot, 25-Ib. bags, per, bag 2 75 
Chilled shot, 25-tb. bags, ‘f 2:95 


ANCHORS. 
Expansion Screw Anchors........ 60% 


ANVILS. 
Trenton, 70 to 80 Ibs...... otc oer per om 
‘Trenton, 83 te 150 Ibs...... 9 


ASBESTOS, 





Bwahees Paper.........$3 00 Cwt. 


AUGERS. 
Boring Machine ake ween eew > me 70% 
oe er rer rr 50% 
7d | a 70% 
Hollow. 
Bonney’s—list $30.00...... 75 & 5% 
DO, EOD Ds bos cscsxeeees 6 00 
Post Hole. 
Digwell, S-inch....<.< r doz.12 50 
Iwan’s Post Hole and Well... 40% 
Vaughan’s, 4 to 9-in...per doz. 6 60 
Ship. 
Ford's, with or without screw.. .50% 
Snell’s 40-5% % 
AWLS. 
Brad. 
No. 3 Handled Pew eae per doz. $0 40 
No. 1050 Handled... 95 
Shouldered, assorted 1 to 4, 
SS Per rie per gro. 3 60 
Patent asst’d, 1 to4.. * 70 
Harness. 
ee eer = 95 
PRE cd csasvsvnes “ie 90 
Peg. 
Shouldered......... as 1 50 
PURE incieobsoee = 65 
Scratch, 
No. 1 handled....... “66 5 40 
No. IS, socket han'ld. per doz. 1 25 
No. 7 Stanley bieu were 1 75 
AXES. 
Boy’s Handled. 
Lippincott, 3 th...... per doz. $6 00 
Marshall Falls City... 5 00 
Broad. 
Plumbs, Want, ere 334% 
IE 6 os ica niin is % 


Firemen’s (handled), 


oe: er doz.$19 00 

Plumbs, Miners’ (handled) “* 9 00 
Single Bitted (handled). 

Blood’s Champion........... $10 50 

Blood’s Dull Finished........ 9 50 

A ER er 50 

PN ioe Sik a Sunes GS up 6 75 


Perfect Premier, Forest Clipper 8 50 


Single Bitted (without handles). 
Blood’s Champion........... $8 25 
Blood’s Dull Finish.......... BEES 
eee 00 


Double Bitted (without handles). 


Blood’s Champion, “S oe 44 Ibs. 
Cubbie so Rs see awe doz. 10 

Flint Edge + 
Perfect Premier...... 30 
The above prices on axes of 3 to 4 ey 

are the base prices. 

34 to 44 ibs. advance 25c. 

4 to5 Ibs. advance 50c. 

44 to 54 lbs. advance 75c. 


BAGS, PAPER NAIL, 


Pounds..... 


16 20 
Per 1,000. “"$2°S0 375 450 $00 


BALANCES, SPRING. 
PNG GSS ah ASa Sse esnaee dese 20% 


BARS, CROW. 
Pinch or Wedge Point, per cwt.. $3 25 


BASKETS. 
Clothes. 
Small Willow........ per doz. 7 00 
DEMS” | Sins cbwiee “* 8 75 
eR Po. Sous hops = 10 50 





Galvanized Iron. }bu. 1 bu. 1} bu 
Per doz........$3 50 500 675 





BEATERS. 

Carpet. Per doz, 
No. 13 Tinned Spring Wire...¢ 6 90 
No. 11 Spring Wire coppered. | 30 
No. 10 Preston............. 9@ 

Egg. Per doz, 
No. 50 Imp. Dover Pr ere $0 75 
No. 102 tinned... 90 
No. 150 ‘“ * hotel.. 1 50 
No. 4 Heavy hotel tinned... 2 10 
No. » O30 
No. 13 an “3 va 3 60 
No. 18 “ oe o“ 4 50 

BELLOWS. 

RN 665 b Soo SS bowewsine 00 65% 

Hand. 

Des os case seseeu per doz. 7 50 
Pree eee ‘i 9 40 

Moulders’. 

PR eas sive > we 
BELLS. 

Call. 

3-inch Nickeled Rotary Bell, 
Bronzed base...... per doz. $5 00 

Cow. 

LO. ae 6 
Re rre: 65&10% 

Door. Per doz 
New Departure Automatic... $6 50 
et 

-in. "Old Copper Bell....... 4 00 
3 -in. Old Copper Bell,fancy. 6 00 
3 -in. Nickeled Steel Bell.... 4 50 
34-in. Nickeled Steel Bell.... 5 00 

Hand. 

Hand Bells, polished....... 40&10% 
iS” eee eee et 

— Plated rca cuikoushoulee 
eee 4083319 
og © eres 334% 

Miscellaneous. 
Church and School, steel alloy... .50% 
Farm, Ibs... 40 100 
ee $1 90 2 10 3 73s 4 75 
BEVELS, TEE 

oer" s, rosewood handle, mal 
ee ee ne eee Nets 

6 SE aaa 

BINDING, OILCLOTH. 

DEG eetss sr aiaree seve reseses 75% 

DB ies usa ipable oe sie wae 70% 

eS rr rere ree 75% 

BITS. 

Auger. 

Extra Double Spur........ .70&10% 
Ford's Car and Machine.. **40&10% 
Qo re 50% 
ERE Serer 50% 
Russell Jenning’s......... pee 
Clark’s Ex ansive ee Hy 

Steer s * Small list, $22 00. .25 
“ Large “ $2600. 23% 
ee > hw OO 6 0 0m 6.6.8 0 699 ‘0 

F so s “Ship Auger pattern 

BPG ee os ckes haces sesso 50% 

GT iss 5 owws ed 000 boewea sss 15% 

Countersink. 

No. 18 Wheeler's... .. per doz. $1 60 
o. 20 “a 2 40 
American Snailhead. “A 4 
si Pot. Bis 6 o's x4 1 00 
Mahew’s Plat Vere ~~ 90 
aoe “ 1 40 

Dowell. 

Russell Jennings........... 308&10% 

Gimlet. 

Standard Double Cut.......... 40% 
German Pattern. .... per doz. $0 60 
SOUR sib-5 5 os 550<:2 - 4 
| Reus sasassese cS 15% 
RON Bink iad aoe Sia 
Countersink......... 3 1 30 

Reamer. “ 
Jenning’s Square..... “ 2 
Standard Square..... - 2 00 
American Octagon... ‘ 1 75 

Screw Driver. 

No.7 Common...... * is 


No. 1 Triumph.....- 


= 
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BLACKING, STOVE. (See Pozish), BROILERS. Cable Log Chain. 
BLADES, SAW. Wire ....70% | Advance 25c per 100%. on Cable 
Butchers’. No. Crown, Self-basting, 90 doz. $2 50 Coil. 
Standard, 4 & 1}-in.......... 35% Coil Chains, German Pat. 
cee ner ereeeraees> roe BUCKETS. oe errr 70% 
tal eeesseeeeeeecsereeeesee 15% PMR scivecctrnccasnces 663% 
Pump, Rubber. yoo ie barks sn ayecelcterers 65 

Hack. i i ee per gro. $4 75 %o 
Piexble Biccossscetsesvnses —_ ee Cooper. eee ate . 4 75 German Pat. Halter Chains 

exible... cccccccccccccscces NON S covc.u.0:0.0:6'0.0 Ge 6 ora cain cai arln oo wiaisiee 
ee < fae ee ee ar 

i errr re a inincaasiecncniaces 60% 

Woo ___ SERIES 6 75 ; 
ee a ae cet oe vi Pe Well German Machine Chain. 
eo il vranteciatecciee 9901 Grek ON 10 12 144 | 390—-20—1A0—1............. 50% 

Per doz....... $290 325 3 40! Picture Chains. 
BLOCKS. Wooden, top ear, “rr ; 2 a ne 3 + ee ee i, doz. $0 50 

Snatch. eavy Brass, 3 75 
Wooden....... seni Oe BUCKS, SAW. Pump Chain. 
eee hoe taht la ate PORES 25 cowie eee per doz. $2 40{ Galvanized, per 100 Ibs...... #5 50 

Tackle. A 
Iron Strapped....... eae -70810% BURRS, RIVETING. — 

Cai; GORE 6css saeer JiveeerOnee i Med . 15% ones Renda ceeceamateay execs 65% 
Tinners’ Iron Burrs only....... 658&5% Sash Chain. (Morton's): 
BOARDS. Steel, per 100 ft 

Stove. BUTTS. ; , 

Wabash Crystal......... Net Prices : FEO P 9S 8 0:ti0:€ Sigieieieie 60:8 ¢:4 wise * = 
Wabash Oriental........ , si SCE 2 ee ia reg 60&5% Sea ahaageateertpoalepniae gees 
Wabash Mosaic.......... He Wrought Brass (New List)....5O0&10%Jo Aes reece eee e cece ee eeeee 2 40 
Wabash Delft Enameled. . 4 Wrought Steel, Bright............ 65% | Copper 

Wabash Art Inlay....... “| Wrought Steel, Japanned. 20.0.0... on i 2 00 

Wash. CALIPERS. _ woh iareaapeimestaoneale £ 
No. 760, Banner Globe, — $2 50 Double. sp Uecnagessrosceceteees a Champion Metal. 

. 652. Banner Clots nside and Outside.............. ee eee 
ere Banaer Globe I WOME ss cnsctezersscsccectess vo, tO beet tebe 4 50 
No. 862, White Hen, lass) 3°75 , ALKS —- ane Chains. 

No. 800, Brass King...“ 3 30| T08kers Book, Copper! 2.2222 Be 
No. 172, Our Best, ee’ — (Lufkin R. Co.’s), per M..... $3 75 
SE SR ae er 3 25] Toe. Sheciel Steel Loading Chain, 
No. 964, Royal Blue, Gasman Shoenberger............ perlb. 5c] Inch....... 3 
g 32 15 
Piser sare ee melee per doz. 3 25] Bessemer............... ‘  44¢ Per 1001bs. $16 00 1350 1250 
De ee = 7 ¢ : 
BOBS, PLUMB. pantech ea I yl eb yg assis 
1s” 4a~tiles 

Carpenters’. : CANS. Tie-Out Chains. 

No. 2, iron......... per doz. $0 ro Milk. BROWS: cians teaneescas 70&5% 

ee: > i o —_ 30 | Trace Chosen. 

No. 3, fend.....2.00 3 25 Per doz. "$18 50 2450 27.50] Western Standard. 

Se SE es eee big 4 40 ot ee per pair, re 

No. 113, brass plated. ‘“* 110} Gem Pattern. O$— 8-25. cc ceees 2 

No. N30, nickel plat’'d 1 50 Cak.... 5 8 10 cael ce ee = 330 

Per a SiS 2S 2578S 25'OO)) CPR 1OR 2 8 icine 38c 
BOLTS. Add 2c per pe for Hooks. 
Catese, Medien, de Illinois Pattern. sa sogrion ms for Twist Link. 
? Leese et oss o-ailew cote agon Stay Chains. 

Carriage, 3x6 and sizes smaller Per dozen........ S25: 7S 29001 Inch... ....:.; } ts 3 

and ae. sie nies -75&10% — Pattern. “ Per 100 lbs....$6 50 600 5 50 
C ,sizeslargerandlong- =| ~~ Gals............. ’ 

roo is. : NES: ¥ 70&10% Per ‘a sits 5 a.00 $25 00 28 00 CHALK, CARPENTERS’. 
Machine, }x4 and sizes smaller 

Se Se 75&10% CAN OPENERS. ey Fete cece eee eeeeees per gro., — 
Machine, sizes larger.and long- BO ccccccscccccocoencs = 

er than §x}x4........... 0&10% | See Openers. White. ...<.< Fala elateaisae 60c 

one eee eee 60&10% Common White School o 
SE 6 inked nica vaca ea nae CAPS, GUN. Crayon........-.++- IIc 
MEE oie Shack awe saa ew sae 75 See Ammunition. 

, Wikieks thas ARCOAL. 
Wagon Box Sap... scseses 70%, CH 

M a D . CARPET STRETCHERS. BEN DBs 6 8s bs ws Si Raed per bag, 95c 
OI a cisnall 607 | See Stretchers. CHECKS, DOOR. 

Gem, bronze plated............ 20% CARRIERS. NONE, dicaitcsinrdaecedsiamadient 30% 

Barrel. Hay. 

Ee eee ee 60% Diamond, Regular...... each, $3 85 CHIMNEY TOPS. 
SS ieennanngnaes 75&10% Diamond, Sling........ . 7 00] Iwan’s Volcano..........ccceees 50% 
Wrought, bronzed.......... 50&10% 

Flush. CARTRIDGES. —_ CHISELS. 

WPPOUBNG: sevice sens e'e's 40&10% | See Ammunition. Inches........ 10 12 14 

Spring. ' Sas sai Round, per does 00 3.50 3 80 
Sere 75&10% CASTERS. Flat ? $o 50 58 
Wrought, heavy........... 70&107% | Standard—Ball Bearing....... 50&10% | Cold. , — 

Square. Good quality, § in. an 

ON cides go ise ave Ce Boe esheets 60% larcer............... er Ib., 13c 
Cast 50&10% a eer are p ’ 
Samus Sree emsihenirern 70% Camen Plate. Smaller size, per doz........... ° 
Oe 60% Socket, Firmer. 

di BORERS, Iron and porcelian wheels, new ree 75&10% 
ae “_— 4 13-75 Philadeiphia Plate, new list. || 160% | Socket, Framing........... 1+ -50&10% 
ill hd “~ Ne i 51. oe per doz.$ 8 00 Lo eS See ne 60% Tanged, Firmer. 

— oo Dag |  Payson’s...:eeeeeeeeeeees 75&107%|" With handles.............2++. 20% 

Zz" 
Enterprise Mfg. Co.'s No. 1..15&5% CATCHERS, GRASS. Choppers, See Cutters, Meat. 
No. 2..15&5% ee s, os Ciecaus per doz. $4 25 CHUCKS, DRILL. 
BOXES Wi ~ Sepmig * 2 3 Goodell’ s, for Goodell’s —_ sand 
ide ee a ee ae Bitecmamacas per doz 

Meil, No......... 1 2 10, Per Seen $5) WEP (ee te Ve bee 

Phe ORs ssa wie $3 50 500 15 00 jong doz. é : : $6 75 9 50 10 00 DOE 6 ois hc Shseewies 5 00 
iter ' 

New Langdon...........44. 15&5%, CHAIN AND CHAINS. are ain 
oon Sr 72 Breast Chains. — on 7 10 
Bidar saith Mae Doubleslack.......doz, pairs, $5 75|_ Each.........$3 90 460 4 85 
BRACES. With Covert Snaps. S O00] Bete, Barrel.s. occ ccccsscves 65&74% 

Fray’s Ge Spofford’ With Slide. ....... 3 25| Common Dash 

yee ee tao eons 607% | Without Slide. :: - a Sarees 5 6 
“ 56 to 146.......... Per doz....... $9 00 1000 10 80 

No. 0108...... Union, Gal 7 10 
NO. 08.0... esses eee ees 00 | Bright Ox Chains. Each..........$3 75 435 5 40 
vidi ERECT IRE ETE -in., $7 25; }-in., $5 45 per 100 Ibs. ‘ 
BRACKETS ae vias djustabl — 
. ; ; Adjustable. 

Hay-Rack, le — — , zs ; PRMUUOS 36S SS idewckwdsnsiace 30% 
Wenzelmann’ s No. 1. per doz. $9 50 Per 100 ibs. $10 80 8 00 7°00 6 20| Carpenters’. 

Shel Yo. 2. 0 00 toch... ee } 5 EN tas once ca eswsdaisons 00 025% 
~ w _ 100 tbs. 6 00 5 90 aad — ot do Ate 

eae OUMTIE CORE aig IR | SM aa canieeaie's i erman’s, brass, 4-in., per doz. 
Clever F gh Steen Per 100 is Ravers 5 55 5 55 565] Double, brass, -in., 90c 





Saw Filers. 
Disston’s list, $30.00........... 30% 
Stearns’, No. 0, $3.50; No. 1, 


$11 50; No. a $5. 00 doz. 
Wentworth’ s, No. 1 1, $6.25; No.3, 


CLAWS, TACK. 


Cast, wood hdle....... am, do Oz —— 
Forged steel,wood hdle 
Solid steel............ 7 00 
NR ea isa b wWorastaeeresin as 50 
CLEANERS. 
Drain. 
Iwan’s Adjustable............. 55% 
Iwan’s Stationary........... 40&5% 
Pot. 
WHOA: de-cerpenancen per doz. $0 75 
Side-Walk 
ea 9 Srececatavetsharatcan per doz. $3 25 
SO ala bacechow; sare scar duo" 4:d imc’ 65&5% 
CLEAVERS. 
Family, 
Beatty’s, Inch 7 8 9 
Per dos:...... $8 75 975 10 75 
Lo nr per doz. $2 25 
Butchers 
PROS sata ce dcdinannnensKe 25% 
CLEVISES. 
Malleable..................... 6c tb. 
CLIPPERS. 
IMM eins oi dererwrdnaceinie ei $1 90@4 75 
CLIPS. 
MEGS i sereaetdsiatieins mpwep eben 65&5% 
Damper. 
Standard... .occccccses per doz 70c 
RON a s0era scat bstraies.e “ 38¢ 
MNES is vdiwwtincenceiesi “* We 
CLOTH 
Emery. 
Oe ee ee 
BRO OE a aelgcisd erica inion avin oa ais: 6, ce 
Hardware Wire—full rolls (100 ft.) 
2 to 3, incl., Galv.—in full roll. ae = 
4 and Reed waar 
Gindieks ir ommes — Hi 3 30 
ce. | een - 4 00 


Screen Wire. 
12 mesh, painted, per 100sq.ft. 1 20 
COLLARS, STOVE PIPE. 


Inches.... 5 6 7 
Plain Tin, per gro$1 90 240 3 58 
Japanned Tin “* 300 350 425 
Lacquered Tin “ 360 420 4 80 
COMBS, CURRY. 
Nos. Per doz. Nos. Per doz. 
000 ....$0 37 299... .$1 O05 
Rica 60 k 7. 85 
hiss FSS PO. BE 
a 90 532.036: 
SS. ..6 BES 7 75 
108 .... 80 1400.... 1 40 
COMPASSES. 

On. ee ee 60% 
Pencil—Faber's........ per doz. $1 00 
COPPER—See Metals. 
COPPERS. 

sar We 
Bee votes iii ao areata siacto per tb. 32e¢ 
a 29e;2 1... “* 28 
3 tb and larger.......... * 26c 
CORD. 
Picture. 
White Wire (new list)......... 85% 
Sash. 
Regal Brand........ per tb. 35c 
Puritan Brand.......... *  — 25¢ 
CORKSCREWS. 
Walker’s...... irda sere she.8 ace 
Williamson's Regul: ae 408 10%, 
Williamson’s Forged Worm.......50% 


COTTERS, SPRING. 


All sizes (new list)......... 


COUPLINGS, HOSE. 


Brass: ....... per doz. $ 1.00 
o 85 


Brass Plated........... 


COVERS, WAGON—See Tents. 


CRADLES, GRAIN. 


Morgan's Grapevine... per doz. $22 25 
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CRAYONS—See Chalk, 


CROW BARS. 
Pinch or Wedge Point...... per tb. 3}e 
CUTTERS. 
Glass. 
WN 555 coewesocoessxe 40% 
Meat. 
Enterprise, Nos. 5, 10, 12, 22, 
LS | rere 
No. 202, list, $1.50 ea...... 40&74% 
Pipe. 
Saunders’, No. 1 2 3 
I $075 120 380 
Slaw and Kraut. 
3-knife Kraut........ per doz. 11 50 
1-knife Slaw......... x 1 75 
2-knife Slaw......... ? 2 50 
WO ci ccvsetiessenn ” 7 75 
DAMPERS, STOVE PIPE. 
en 
DE SCs corbueenaveses sees 50% 
DIES AND STOCKS. 
DL chskvdabhseeh eee enswen 40% 
DIGGERS. 
Post Hole. 
PE. coouwis cane eee per doz. $9 25 
NR shes swiss @ 6 9 00 
SS ties bisab.c5 00 ee 7 50} 
SS See = 10 25 
Iwan's Split Handle. . 33 7 50 
Iwan’s Perfection.... m 9 00 
Iwan’s Hercules pattern “* 10 00 
OS ee “4 17 00 
See also Augers—Post Hole. 
Dividers, Wind.............. 65&10% 


DOOR CHECKS—See Checks. 


DOORS, SCREEN. 

j-in. 4-panel, painted .. Net prices 

1}-in. 4-panel, painted...... . 
14-in. 3-panel, natural pine, 


ONS RR tae ” 
DOOR HANGERS—See Hangers. 
DRILLS. 
hoa epueseen anon s 65% 
TRACT Twist... cccssseccess 60% 

Breast. 
eg ere each,$ 1 75 
Millers Falls No. 12..... “ 2 00 
Hand. 


Goodell’s Automatic, 


os. 01 03 3 20 
Perdoz. $7 75 11 50 12 50 11 00 
Goodell’s Single Gear, per doz. 15 75 


Mill lers Falls * 12 75 
* Double“ 4 15 25 
Reciprocating. 
CO re per doz. 16 50 
Bit Stock. 

Se 6 a rae 65% 
DRIVERS, SCREW. 
WM CO eo oc oe 65&10% 
SE UNNI sss kde wo vie's wiaw.e ane 60% 
0 ee eee 50% 
Champion Pattern.............. 70% 
Clark’s Interchangeable. . sa ots 
Jol Rear 60% 
Reed’s Lightning............. 458&5% 
Goodell’s Spiral........50, 10, we 

Yankee CS een. 
** — §Spiral.. *'50810% 


EAVES TROUGH, GALVANIZED. 
Terms, 2% for cash. Factory ship- 
ments generally delivered. 


See also conductor pipe and elbows. 
EGG BEATERS—See Beaters. 
ELBOWS—Stove Pipe. 

Adjustable Stove. 


Inches........ 6 7 
Smooth, per doz: $0 80 090 1 25 
Plan’d 00 225 290 
Corrugated Stove. 
LS eee 6 7 
Smooth, per doz: #0 75 090 1 30 
Pol'd, 40 ic 235 
Plan’ d, ° > 25 290 3°95 
Four-Piece Stove. 
Inches ....... 6 7 
Smooth, per doz $0 60 065 095 
Planished “ 175 i93F 2355 


ELBOWS—Conductor Pipe. 


Galvanized Steel, Tin and Terne, 
Round Corrugated. 


Size. Doz. 
NE ee cco barseee ce $ 3 60 
J ea 4 32 
LO Se ee eee 7 20 
Ll are eee 15 00 
OER C2565 ba ocedounw siiscunk 18 00 


Subject to discount. 


_Plour......- ° 





EMERY CLOTH—See Cloth. 
EMERY, TURKISH. 


5-tb. 
Do on Saeevarere pkgs. 4 kegs kegs 
Yo.60 to 150, at, 6c 4c 4c 
3c 3c 
ENAMEL, IRON. 


A-B Iron Enamel, 3 doz. case, 
per gro., | = 


EXTRACTORS, PIG. 


See Forceps, Pig. 
EYES. 
Bright Wire Screw—See mee . W. 
Drifting _— Laas ikem sae , 10&5% 
Hooks and— 
DES oes sk waee hy eeet 85&10% 
DER sou ncaeveseess oueu ssvoeeene 
FASTENERS, STORM SASH. 
og re per doz. $0 85 
BORSIDIE. < os cccocsesocs or 1 15 
FILES AND RASPS. 
TR. busseeasasoeune sewayensatene 
Nicholson’s— 
BONNO So csucskveess eu . -75&10% 
Oe Err rere eT 75&10% 
Black Diamond............ 70&10% 
SR ec cps esnspescee ee 75&10% 
Creat Wette . oo 6002008008 75&10% 
Kearney & Foot..........+ 75&10% 
NE .o nssensewnnaen 75& 10% 
DOIN. 6.50 08000 sb enes 70&10% 
J. Barton Smith....... 0020 FSO 
X-F Swiss Pattern.......+ 40&10% 
NEE oa sdcss serv suuseenn eae 70% 
NINES. oS cnsccssvbaseee 758&10% 
TREE Bs o5.9.550 3525500480689 0 00 © 70% 


FLUE STOPPERS—See Stoppers. 
FORCEPS, PIG. 


RTEOE 5... << cisceun oe per doz. $4 75 
Whirson’s Imp......... sad $2 
FORKS. 

Barley. 
UNA, SW BSE: . 5 6x00 ones d 60&10% 
Wood, 4-tines........ per doz. $5 00 
Hay 
ED Ss ob wwe wesw le wine ares wee 50&10% 
ean ears, 50& 10% 
Sass eee aren rie 60% 
ee CETTE RE CRT. 65&5% 
Rego secc cisccesdousssse 
Header. 
ES ee ata ee 608&5% 
BE a vicipecariatsencuaee 60&5% 
Manure. 
GR cowisiss ss pascsssovese cee 60% 
GAUGES. 


Butt and Rabbet. 


Cream Pail. 


a per doz. $3 75 
Marking, Mortise, etc........... 
IE SDA TESS ESOS SEGA Kes NU ORE Nets 
Saw 
Wire. 
ok Sa ey Seamer 25% 
GIMLETS. 
SMES kas casio sate eee 35@40% 
GLASS, WINDOW. 

NR Oe ee ie Ss oes Bees 90&20% 
SNS 5 oc hee cob eesacare 908&5% 
GLASSES, LEVEL. 

DHOOOA. .uso 55 sce vest per doz. $0 70 
oS eee rene xx 55 
GLUE. 

Bulk. 
ES cosa seaseeme per | db. 18c¢ 
PONE cwiks o's oa o yaoi 18c 
Ce Serer “*  164¢ 
Liquid. 
OO ee re ry 40% 
Le Page’s— 
[RES TENS cob ckoeensivvobenede 374% 
Oe SR AR ares es i 334% 
SAS cibancukrssaucsenesee 25 % 
GOODS 
a es - 90% 
GREASE, AXLE. 
Wood Boxes. 
re per gro. $5 4 
ae eearrrry eee 
RUUD LAGMONING ss osc s00c0seve 3 38 
PRIOR cchbebs rcs accseses 6 75 


Wood Pails. 
Frazer's, 15 tb, 80c; 25 tb, $1.30 each. 


Hub Lightning, 15 tb, 55c; 25 tb, 
70c each. 
Tin Cans. 
' Chamellene Graphite, 
ey DEERE. orcs cceseenn $9 50 
eer 25 00 
reer ee rere 37 00 
GRIDDLES. 
OD 1 cctrrse ras bees ¥s.00 334% 
GRINDSTONES. 
Family. 
# Inches....... 6 8 10 
gy $7 75 975 12 50 
Loose 
PPO. 6 sesuseend $22 00@$23 00 
Mountea. 
Ball Bearing. . 2 3 
eae 33" 75 360 335 
Common Bear’g 1 2 3 
a ae $3 35 315 300 
GUN WADS. 
(See Ammunition). 
HAFTS, AWL. 
Brad. 
Oe ae ee per doz. $0 19 
Peg. 
a ee 24 22 
Patent, owen top.. a 50 
Patent, leather top.. ™ 60 
Sewing. 
SOI 5 52s: 0 os 2's <3 22 
i rer rn - 52 
HALTERS. - 
SS ee per doz. $1 10 
SE MIO so i5'655's bine wen sé 1 85 
PR areca seas use ss és 2 00 
Leather, rope tie....... 8 50 
Leather, leather tie..... 5 11 50 


HAMMERS, HANDLED. 


Blacksmiths, Hand. 

Bios ie bina een wie lewis 
Engineers’. 

rere tte eC rrr 590&10% 
Farriers 

Ee EET ETE 40&10% 
Machinists 

PoLe Eos Sh cd eew Rat ae paren 60&5% 
Nail 

FE TN OE aE eT TT e 40&74% 

ne City.. per | doz. $3 85 

ER a Re tee 15 

PARIS: ocuusatuuehevene 3085% 
Riveting. 

nate cases sie naseeneenee 40% 
Shoe 

RS cheapo cnecewe per doz. $1 25 
Tack. 

Ub eee per doz. $0 35 

Pol’d Iron, Hickory hdl. ss 50 

Mall. Iron, Inlaid.... i 1 55 

Magnetic... 1 2 3 

Sk ee | $079 080 100 

Magazine. .........+ per doz. 4 75 


HAMMERS, HEAVY. 


Heavy Hammers and Sledges. 


Under 5 ths....... 5% 
5 1D8, BAG OVET ..0< inc cek ss 75&10%, 


Masons’. 
Single and Double Face... 


HANDLES. 


.708&10% 


Auger. 


Common Assorted....per doz. $0 55 


Pratt’s Adjustable, Nos. 1 & 2, 
MNES igus s isn seeds cas 475 
Ives’ Adjustable....... per set, 1 3 
MU obkeks kearema ows hae see. cum 35% 
Chisel. 
Hickory, Tanged, Firmer, Assortec, 


33c; Large, 38c per doz. 
Hickory, Socket Firmer, Assorted, 





27c Large size, 30c per doz. 
Applewood, Tanged, Firmer, As- 
sorted, 34c; Large, 42c per doz. 
Applewood, Socket, Firmer, As- 
NUNN s sic oe ace sae per doz. $0 30 
Ck Fe rer err te tre 40% 
LTS ot I er eae 40% 
File, assorted, 13c; Large, 16c per doz 
Hammer. 
Adze Eye........ per, doz., 4 to 75c 
Blacksmiths’... .. O0c@75c 
Machinists’....... oe 4scq@ 80c 
| eee ee 40 
Hay and Manure Fork........... 35% 
SEINE oo 5s vo teen we ane 35% 
BD rine 5 a lee per doz. $0 75 
Varnished........... = 80 
Screw Driver 
ee ig 37 
| A ene er 48 
Shovel and Spade..ccessccccceses 35% 


HANGERS. 
Barn Door. 
U. S. Rolled Bearing....... 60&10% 
_ > epee 50&1 0% 
eer ree 60% 
MVOEME OD BME, 6 a 5.59 5 s9 050 05:50 590% 
Wagner's Adjustable....... 70& | 0% 
Warehouse Big Twin.......... 25% 
Conductor P. 
Iwan’s Perfection. ............ 50% 
Eave Trough. 
a per gro. $2 35 
| ee eer ch ae aes 20% 
WE cwiseas Keen's Soae sevice 334% 
Parlor Door. 
NMI 556 pisicieev eos 0 per set, $3 75 
Ives’ Improved...... : 2 60 
Lane’s Standard..... # 3 50 
Lane’s New Model... “ 3 10 
Le Roy Noiseless..... ‘“ 4 00 
RCRAPOS 2.65.00 sca Sines 40& 10% 
HASPS. 
Hinge, Wrought...... peueesecws 40% 
With Staples—See Staples. 
HA1 CHETS. 
RRR a Siete Notas sat ke 
Le ee per | doz. $1 10@ 1 35 
ee a nna 
SOLANGE OTR 5 55:5 0.50518 dn 5.5 S09 5: 30% 
HAY KNIVES. 
See Knives. 

HAY RACK BRACKETS. 
Wenzleman’s No. 1. vai doz. 8 4 
Wenzleman’s No. 2.. 

HINGES. 
Blind. 
Clark’s Gravity . per doz. sets, $1 05 
EE ee ee 65% 
Shepherd’s Noiseless, for Wood 
ere per doz. $1 05 
Gate. 
& |: '¢ ee 2 3 
Hgs & Ltch, doz. $2. so 325 «435 
Hinges only ~~ 2 oe 2 50 
Latches only. 90 ees 
Knuckle........ per doz. prs. $6 00 
LOGE Sskakcece, sets, 6 75 


Superior...cosoe “ prs. 9 50 


Screen Door. 


CRWG NOR 5505's4 006010 gross $6 50 
re 6 75 
Spring. 

ROUND eagle Vewieeanrs 25&5% 

— Dbl. ‘Acting. . ee 

rr . % 

Ideal Detachable... .per gro. $1 1 00 

eS eae eer 40% 

INOW BOER 6.6 00.0.0163.0:4 per gro. $7 20 

i a eee ree 20% 

Wrought Iron. 

DH RAUB sk Sitios sons Gea siseesies 

Light Strap Hinges......... 65&10% 

Heavy Strap Hinges........... 70% 

SAoWe T. PTIGOS. «i ais cis scscsses 60% 

Heavy T Hinges........... 408& 10% 

Extra Heavy T Hinges....... 664% 

Screw Hook and Strap. 
he Se ee per 100 ths. $4 25 
14 to 20in....... A aie 
2220 SOEN..6 3 o505 es oF 3 75 
Screw Hook and Eye. 

BB sisiseccse ses © per 100 Abs. $6 75 
IN, ccccceces ie 7 75 
Mvsvssveessees - 3: 9 75 

HOES. 

PUN S Go esos aca wasxceanss 70% 

Grub. 

Se epee rae 70% 

eae per doz. $5 00 

— BM BOYS. 6... ccesees 0% 

ee wie. br 
1 besenpsandesemaes 60% 
Planter's Bye... peeuan'es 70% 


HOLLOW WARE—See Ware. 





HOOKS. 

And Eyes. i 

cs ao ate wo 60% 

ieeerewete saseewenyess y=: on 

AWning...sccceees. per gro. 80&107% 

Belt. sii 

ae 
Bench. 


See Stops, Bench. 


bes ts 





Ne Ae ware 


ae a 


eee 


= = 
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Box. —— : 
Se 7 10 at iS Cerne 
Per doz...$1 90 210 225 265 DRIES ore 's.hoaieicn. ees $0 60 1 oc 

Bush. —— ‘ 
Common Axe Handle, per doz. $7 00 Fel “ "go 85 1 20 2 90 

Chain. 

Inch... 4&5 3 ¥ 5 KETTLES 

Pr 100$7 60-8 10 975 1150 12 60] Brace eee eee eee 15% 
Clothes Lines. — Pe dag sins Oral ieiais atic — 70 

ae d Pe ey ee ee per tb. 27c 
ei ee ene “— or — Rata sitar ee eas sence see wuts Soe 

uss end Mat. ME eter ote veisaice mals 0 
Cast Iron....... per gro. 72c@$1 50 KNIVES. 

Ce EN Si wb oussaece omcewnr 80%} Beet Topping. 

Conductor. Clyde, 9-in. Scimiter Blade, dz. a! 85 
Ns 25 65 oe eee Aw eee 25% Ce ree 40 
Wrought......+-++++eseeeeees 20% } Cooper's Hoop..........0eeeeees pf 

oon riveted, painted — 7 er doz. $1 75 

= SRE Sie per doz. $2 2s nt le lalallala oe oe 35 
Oe Cs sic c 60% 32 ipa hba eatete tec beg “oe 

Litt re 3 00 
Gate. WOOGIE... 0626600 o Zz 

See Goods, Bright Wire. Drawing. 

Grass. pecan Sevssee (ew Diet)... Oe 

—— Po Re rea ene 5% 

Common, Nos. 2 3 1 Barton’s Carpenters’.......... 15% 

eee $1 50 ‘ke 2. . - Folding Handle...........+. 5&5 % 

BONG nse evi oak <r 5 50| Hay. 

Hammock. American, Sickle pao > $10 - 
With plate.......... per doz. * 50 pr Sickle Edge.... ‘ ; = 
With screw.......... si 45 Stal aa on 

Iwan’s, Sickle Edge. . 9 50 

Lambrequin, or ened: per gro...2Ic Iwan’s, Impv’d Serrated ‘ 10 00 

1 eer rer rere 50%@ 508 10% Lightn’g, Holt’s Genuine “ 6 50 

Potato and Manure............- 664% Lightning Pattern. . “ 6 00 

Screw. Wadsworth’s Sp’r Point. “ 9 00 
MRM a ais RO eee nioe sea eae 85% | Hedge. 

(See Goods, Bright Wire.) Chalienge........... per doz. $6 00 

Beet SHE as skeet stasd per Ib.5}c Disston's bee erercrrre re 3 75 

Mincing. 
HOOPS, TUB. ——l_,.. * 

OS ee case of 3 doz. $2 25 Streeter, 4-blade..... is 1 30 
— — $ Streeter, 6-blade..... se 2 00 

HOSE, GARDEN. Putty. 
Comet oe il per | doz. $0 pent ? 
er it. anders...... @ 

Velvet, ply—-}” guar. press 74C | Scraping. 

ee SS. i és 11 hs Beech Handle........ 75@1 00 

seer “ “ ii ae PAINE ON 6 oie o soci eiee 5 25@6 00 

li is, i 7 ga Ge 
_— KNOBS. 

Doors. 

COTTON COV. RUBBER HOSE. Le ne per doz. $ 80 
High Grade-3/’-guar. press.400 tbs.11}¢] Porcelain............ 90 
Special * “© 390 # ; $e Jetieeisiveeseseecee “G 90 
— = So ee LADDERS 
Pam HUSKERS. Common Long. 

ae B BB E 200 Per ft ee ee iatenaenS 9c@14c 

Per doz..$2 00 200 1 75 80 | Extension. 

Pe L PP i. x SL 0 a ee 14c 

er a: ‘$5 40 600 60 
ae 2000 3000 O : _—_ ni 
ee Bh 96°50) COMMON, DEF Fis ios cic.ci:so.0:0:6n 

Per g pis 60 at "a 68 Common, with Shelf, add 10c. 

Per doz..$2 15 2 15 85 1 45 Keystone. Dea eee Oa Ge ee Rie ie Dal 15c 
Brinkerhoff’s. PYM DEP Voss so 2 dies OS sae. 08 20c 

POO sic ccseraghssaesasas $14 40 LANTERNS. 

IRON, PIG. Bull's Eye Police. 
See Metals.—First column. Sain en gga od se aaa . co. 
IRONS. 3 tty REUIES. 6 6s00 a H 00 

Curling. Buhl. 
een eewiigh Reaese rare per doz. $0 40 Pee res ca oo haw ceed ada $ 5 80 
_ SN Ree es <4 50 eee eee ge 11 50 
BE i chi ees idu as - 58 MOOI 5 56d aid d as gre 8 sala KG 9 00 
Le eg 70 
DEG iaciciaecsvas ” 1 25 LEADERS, CATTLE 

ee - TOR ON Ss dss 00 3-0-0055 1 2 3 

Plane. Pe GOES So 3s-6:0i05 3 $055 © 70 2°75 
WOON RONG. 5 iwi esiias «556 20&5% LEATHER, LACE. _ 

Sad. RS alr ed wor as aioe ae aloe wie 60&5% 
C harcoal. Pr pausi awe per doz. $11 00] Sides. : 

Common, polished, per 100 ths. 3 75 Ex. Quatity..........% per sq. ft. $0 35 

No. 70 Asbe sstOS...... $1 20 net. 
e TUG  hsiree'Sis 1 35 net. LEATHERS, PUMP. 
ommon, nickel ‘Soaae EN OT § 25 Ive and Plunger. ......-ccecce 10 

Chinese Polishing. . .per doz. 7 40 saan ae % 

Laundry, No. 1...... eS 5°75 LIFTERS. 

Laundry, No. 2...... - 6 25 | Stove Cover. 

Mrs. Pott’s, Copnered. ..<s.% per gro.1 75@3 65 

No. 50 J, Enterprise, per set, 93 OS Serre _ 5 50 
No. 55 J, 90 Alaska, Coppered “* 4 00 
No. 50 T, sil = 1 00 Alaska, Nickeled = 5 00 
No.55T, 96] Transom 

Tailors’ Sad......... per Ib. 54] p “> ee 80 

eth lela r. 3 PIN sis 0 pao. obo oboe is wiaadere % 

Ideal, — LINES. 

Gib. Household: ....6.6.c0002' $3 50 
9 |b. Dressmaker’s Velsrecicnor 4 25 — = a = 8 9 
Seon Tailors’ Goose.......... 5 50 Gro#1 50 2 9 obi 250 3 00 
Twisted in t. balls 

Single Duck Nest. -per doz. = PE TRON os. 9is:i's 3 4 

Double Duck Nest. 62 Per doz... 25c se 35c 4lc 

ace eens "each... 2 60 _— in 20- 4 —_ 

4 OA ee P 3 

Lo : JACKS. Per doz..... 29¢ 25¢ Ie 35c¢ 

gge Serre eee ORT CT rere 70% Mansons’, in 100-ft. eft .doz. 80c 
gon. ® Clothes. 

Milter. ....<0- ee eee 50% COT Jute reiicicsc00.08 per doz. $0 95 

Dilver, GUAG BGs 555 +.0s0.0 = 1 40 

ene S6-ft. Cotton ......<.. 2:0 ve 115 
Dsatcepeieda “$0. 60 40% 8: 50-ft. Braided Cotton, “ 25 





LINING, STOVE. 


Se eee ee a per crate, 42c 


MACHINES. 


Without With 

Augers Auger 
Angular.. per | doz. * 00 4 40 
Upright. 2 60 4 00 


Leather Risdling. 
Chicago, Pomeroy.. 


Boring. 


-per | doz. $9 00 


PeMCOMIOE.. 5. 5s oc 2 00 
eee - 2 00 
Little Giant.......... = 3 00 
Pony, Pomeroy...... = 7 20 
Washing. 
Maytag eee eee me $60 00 
Multi-Motor...... 65 00 
” ON a aa wm Sa ale 25 00 
ii pe Br oe 12 00 
MAIL BOXES. 
See Boxes. 
MALLETS. 
Carpenters’. 
Fibre Head, Small...per doz. $5 00 
ae Medium: we 5 75 
So ‘* Large... oe 7 00 
Round Hickory....... ” 2 25 
= Lignumvite... iy 4 00 
Square Hickory....... " 2 50 
a Lignumvite... -" 4 75 
Tinners’. 
Applewood.......... ” 1 70 
eee ** $1@1 50 
Sahar, Sheet Iron ” 1 50 


MATS. 
Door. 
National Rigid. ........50&10&5% 
Acme Steel Flexible.......... 50% y 
Stove 
| OR Ae Re per gro. $3 25 
BNO a die a oral Sea 3 50 


No. 1 Asbestos Toasters, or 
wire - covered Stove Mats, 


with handle....... per doz. 1 10 
No. 2 Asbestos Toasters, with 
PUD ivi eneaciays per doz. 60 
MATTOCKS. 
Mos casa Shale ak acoledonsioeton 70% 
UT Se eee ne ae 60% 
MAULS. 


Iron, Ibs.... 10 13 16 18 


Per doz...$4 00 450 5 25 5 60 
Wood Face, Ibs.... 10 12 14 
PR QE si. 6. a.k: 55008 $0 550 600 


Wood Choppers’. 
Lake Super’r & Oregon Pat, 75&5% 


MEASURES. 


4 pk. 1 pk. $ bu. 
Galvanized, doz.. $2 25 300 3 85 
Japanned, "| 175 245 3135 
MILLS, COFFEE. 
a Sea 25% 
Parker.........cecececeee ess SOKS% 
ENC oe 8a: as Keviaeoe wos 40-124&24% 
MITRE BOXES. 
See Boxes. 
MOPS 
MUGS Ss Scitech aoaame-eels per doz. $3 15 
Handled Cotton. 
Pounds. 


i 1¢ 2 
Per dozen. ‘$2 00 2 ‘35 265 3 25 
MOWERS, LAWN. 


Gladiator—B. B. 
Ca” ee 16 18 20 
OO ere $6 50 725 8-00 
King Universal—B. B. 

Pa + ae. tciecns $5 25 575 600 
Peer eee 14 16 18 
DS ere 350 390 4 25 
Little Giant........ 250 265 2 75 
NAILS 
ae | ee er base, - . 

CD a ee ee 
Wire. 
SRE LOR iii cc citicdscnone $2 65 
Carload Lots...... ececknas 2 53 
Cement Coated 
Sea LOB. ctcidcviecwsws «a S235 
Carload “hil weer sr 2 48 
Horse Shoe. 
Ausable..... Se isaebarares 55&5% 
COREE ccnccdcccedntessendans 15% 
eer rrr rr rrr ee 55&5% 
— Rascknmonede weeny 208s 
ia oO ree per lb., net, 104¢ 
Picture. 
Brats Heads. csccsccccccsocese 25% 
| re odudveseecieonedeese 85% 


PUsnilere. ccccdcciccoccccesecesd0 Ge 








NAIL PULLERS. 
See Pullers. 


NAIL SETS. 
See Sets. 


NETTING POULTRY. 


Galvanized before weaving... .80&20% 

Galvanized after weaving.... "B0&15% 

opal dpinapitletls 658&5% 
NIPPERS. 


End Cutting. 
Stubb’s Pattern, Inches. 5 6 
POE GONG 6. se cate wees $4 65 6 75 


End and Diagonal Cutting. 


Swedish Side. Inches... 5 6 
POP GOS. < 6:csceecees% $4 50 5 75 
Hoof. 
PO Wee aa ne wenicmawatada 40&10 
2) es ee ee 55&5% 
NOZZLES. 
Hose. 
Genuine Gem........ per doz. $3 96 
aaa - 3 60 
Mystic........ ip datenes® “oo 3 06 


NUTS, HOT PESSED. 
7 Blank. | 
} A 8 
ib.. 94c P qc Bs sf ic 5c ale 
Square Tapped. 


as. a ee a ee 
.12}c 10}c 8c 7}c 63c 6}c 6e 
no 5-Ib. boxes, add 4c per Ib. te 


above prices. 
OILERS. 
Chase Pattern. 
Brass and Copper........020. 70 
BUI Gk Seika odaneeee sc dieneedes 70% 
Engineers’. 
Cannon TEC Ie rT Cr Cre 
MEAs jeardias per doz. $2 00Gs2> 25 
Machine. 
a  e per doz. $0 58 
C roe Plated Steel. . = 00 
Matieable Trost... «.. <<.0sesceecu 60% 
JAPONMNEGS 65 oo. 5. siecelncceewces 65&75¢ 
OPENERS. 
Box. 
BROMO ie «4's s.ncasrencs 14 
1). ee per, doz. $5 750 6 00 
ROGGE. «6.6.0.6: 350 3 80 
Can. 
Delmonico.......... per doz. $1 30 
Never Spe 6 iccccces t* } 
Crate. 

Ve@ Bic. enone je OS $3 
OUTFITS, COBBLING. 
Combination.......... per, doz. 11 00 
CONOMIPicc oo cccccace 4 65 
ONION s50: 5b: aisie ca aiwice 7 9 75 
PADLOCKS. 

PONIES 6.6.50. 4:s-0.0a0-oewee 40&10&5% 
MNES Has acai dw esos Cala aa Rialpeiate 60&5% 
PAILS. 

Cream. 
14-qt., without gauge, per doz. $3 20 
20-qt.. “ “ aa 3 80 
20-qt., with gauge....  “* 4 50 
Sap. 
10-qt., Galvz anized, per 100. — 00 
12-qt., 23 50 
14-qt., ay en Qa 
10-qt., IC Tin. lie Ee 
Hats ccs OCs SOO 
Matis ws, in BPO 
Stock. , 
Galv'd, qts. 14 16 18 20 


Per doz...$3 90 410 500 5 50 
Water. 
Galvanized...qts. 10 12 14 


POF GOB iieic <é-o 0% $1 50 165 1 85 
Wood. 
Cable, 2-Hoop....... per dos. $1 90 
Cable, 3-Hoop....... ies 2 10 
Cedar, 3-Hoop....... - 3.15 
Standard, 2-Hoop.. as 2 00 
Standard, 3-Hoop.... “ 2 25 
PANS 
RUNEINL aie: wane cmnwcuemcaee 65% 
Fry. 
COMMOR ee 6 ic nrcincisieeens 75&10 
PIE ceidnvcanka caaleiae canta 60% 
Roasting. 
Paxton, 
MOGs... 3 2 3 4 
Per doz.$4 75 575 6 5@ 7 50 


Neverburn 4 00 4 50 5 50 6 00 
Savory, No. 200.. . .per doz. $8 40 


PAPER. 
Building. 
| eee per, 100 lbs. $1 50 
iC eee 1 60 
Tarred Felt...... a 1 90 
No. 20, Red Rosin. . .per roll, 35 
No. 30, Red Rosin... 2 55 
Sand and Emery. 
Pa ccas eanemeas low list, 50% 
Rs bxcakeecassqevncean .50 
Wrapping. 
ee ee per lb. $3 7? 
VARs cesvcccceecces er iss 21 
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PARERS. 
Apple. 
8 Peers per doz. 13 00 
eee 4 7 00 
White Mountain..... o 5 00 
Reading..... bo sheew ig 7 00 
Potato. 


Goodsell’s Saratoga, 104 in., dz. 6 50 


Goodsell’s Saratoga, 5 in., dz.5 50 
PICKS 
DERE. ccc ece asses ceuexs 5% 
Drifting and Poll Picks.......... 70% 
ee rere 75% 
Dn: SCC scones esabesonenee 70% 
PINCERS. 
— e's steel. 
Inches. . 8 10 12 
Per doz. . ‘$1 “80 240 293 3 75 
ES SE ey 45%, 
MIL Gcdcsteahss sebescunest 40% 
PINS. 
Clothes. 
Common. . “per | box of 4 gro. $0 42 
a 5 ee 25 
LS 2a is i “A 20 
Picket. 
Fluted, 15-in........ per | doz. $1 01 
Fluted, 2l-in........ i 60 
| Sees ves 1 90 
PIPE. 
Conductor. 


Standard Gauge Conductor Pipe, 
plain or corrugated. 


L. C. L. to Dealers:— 4 
Terms 60 days; 2% Cash 10 days. 
Factory shipments generally delivered 


Lead. 
a ee per tb. 74c 
FREED ccésnbnexsucoes “ 7ic 
Stove. 

Acme—Inches.... 5 6 7 
Smooth, per jt.. 8c 84c 10}c 
Planish ~ .80c Bic 36c 

Peerless—Smooth. 7- 8c 9jc 
Polished....... 144c 154c 18 c 
Planished...... 28 c 31 c 35$c 

Made-up—lInches. 5 6 7 
ee ee 7ic 80 Qic 


7 to 6 in. Smooth Tapers, pr. jt. a 
6 in. Smooth T’s........ 7c 
7 to6in. Planished Tapers.... ise 


Yale Patent Lock Pipe—Stove. 





5” 6” 7 7"-6" 
-Cents 

Battle Axe, "- ; 7% 99% 103 
Can't Slip, “ a 4 10 Ii 
Peerless, . = a we 
oe ag .10 11 13 14 
Yale, Rus. Fin.. as 26 iF 
Duplex, Planished 29 31 37 38 
Galvano, Gal..... 15 16 17 18 


If wanted made up, add per joint 
for grooved, Ic; riveted, lic. Crating 
made-up pipe extra. 


ce Iron Gas Pipe. 


[@bin. bla oN eS discount, 6 
a “60,1 
Bs to 6-in., black.. 7 

7-in. to 12-in., black... 
4@}-in., galvanized. ... 
@}-in., galvanized. ... 
-in. to 6-in., galvan’d. 
7-in. to 12-in., galvan'd. 


0% 
085% 
a 
ay 
45 


PLANES. 
Stanley Iron Bench... 


eee eeeseee 


PLATES, TIN. 
See Metals in Column 1. 


PLIERS. 


Giant, Button’s—80% off list. 

Cutting. 
Ds c5ébabnwnunsevecnse 30% 
i accibaiccissdisuccececen’ 50% 


Upper End and Diagonal Cutting 
EER CEOS, isévcecduece ---10% 


Fencing. 
co nseedeee per doz. $8 25 
8 00 


cece 33s 


‘e—Inches 7 8 10 12 


Tinners’ 
EW 6 bov3 665s sn bse eensene % 
| a rere each, 5$c 
PLUMBS AND LEVELS 
Seer eer re. Nets 
a ee eens - 40% 
Se Og ee eer rs. 25% 
Davis’ Inclinometer............. 15% 
POINTS. 
Drive Well Points............ 75&5% 
POKERS, STOVE. 
Wr't Steel, str’t or bent, per doz. $0 55 
Wr't Steel, wood handl’s 8 
Nickel Plated, coil handl’s “* 65 
POKES, ANIMAL. 
Cracker Jack, wr’t steel, per doz. $4 50 
POLISH. 
Metal. 
Black Silk, No. 50, 4-gallon, 
per doz. $7 00 
Black Silk, No. 60, 6-0z. cans, 
per doz. 1 00 
Black Silk, No. 70, 1-pt. cans, 
per doz. 2 25 
Black Silk, No. 80, 1-quart, 
per doz. 3 75 
Black Silk, No. 90, 1-gallon 
per doz. 12 00 
Shoe. 
| eS | ere per doz.. .36c@50c 
JY ae ee oe 40c 
OS | sae “  §5c@$1 75 
imporial,.....5% DEF BIO... ..0000 5 00 
Stove. 


Black Eagle, 1-tb. cans, pr. gr..$15 
Black Silk— 


OS ES eer rSe 0 70 
Paste, 5-oz. cans. ..per doz. 75 
Paste, }-tb. cans... a 1 00 
Liquid, }-pt. cans.. ie 1 00 
Liquid, 6-oz. cans... “ 75 
4-pt. Air Drying Iron 
ee 1 25 
Black Jack, 3-tb. cans. “* 9 25 
Dixon's Carb. of Iron. ‘“ S75 
Nickel Plate......... a 4 50 


POPPERS, CORN. 


Round or Square, I-qt. -per | doz. 00 
Square, 2b... osc ccss 60 
_ NR IERIE » 3 00 


POTS, FIRE. 


Clayton & Lambert’s, each $4 ag 
— City 6 


00 
50 


POWDER. 


See Ammunition. 


PRESSES, FRUIT AND JELLY. 


PUNCHES. 
{ Conductors’. 

LS So eee per doz. $2 50 
Ess sancese renee per tb. 19 
Saddlers’. 

Cee per | doz. 60c@70c 

ere 72c@84c 

PUTTY. 
In Bladders. 
Strictly pure.....per 100 tbs. $3 00 
RAIL. 
Barn Door. 

ee Cre 3c 

Diatceee, 84-4N. .. . ccccccecce 34c 

PRN RMEND so 50 ncn seseesces 4c 
Sliding Door. 

Painted steel............ per ft. 44c 

Bronzed wrought iron... .per ft. 8}c 

RAKES 
Coél OF W604... i ccsees per doz. $5 20 
Garden. 

PMS ove suv ae oneheaoe sous 1% 

Pe NE sk Sac ee ea cu see 70% 

Malleable Iron, heavy......... 60% 
Hay. 

Bee $2 20@$2 40 
Lawn—Wood 

OS eer per doz. $3 25 

Automatic.......... Be b 

Lawn Queen......... Pe 2 75 

Jumbo, 36 teeth..... a 6 00 

RASPS—See Files. 
RAZORS. 

MN ac cDeis oe uns ane buns esa 30% 
eS I ee ae 60% 
CMM... cee verses eeseveseveses 35% 
RAZOR STROPS. 
ir MEG 65 boca eas suse es 50% 
REGISTERS. 


(All Sizes). 


Japanned, Bronzed & Plated. — 
White Porcelain Enameled 
Solid Brass and Bronze Metal. 468108 
Single Valve (Baseboard and Side- 
wall) 70&10% 


GISTER FACES. 
Japanned, Bronzed and Plated, 


ae eee 708&10% 

et nk. ° — 
Heavy Round Crations ee ree 70% 
White Porcelain Enameled....... 60% 
Solid Brass or Bronze Metal. “408108 

RINGS. 

Bull. 

ee re 2}-in. 3-in. 

a ee $1 60 $2 00 


Rea’s Improved Self- 
Piercing copper, doz. 2 = 


Steel, per doz......... 1 00 
Nickel 1S ee 1 33 seals 
and Ringers—Hog. 
Blair’s Rings........ per doz. $0 58 
Blair’s Ringers....... “ 75 
Brown's Rings....... ee 50 
Brown's Ringers..... “3 80 
Champion Ringers... ‘“ 1 60 
Hill’s Ringers........ = 70 
Hill’s Ring, boxes.... “* 55 
Major Rings......... Be 60 
Perfect Ringers...... 1 20 
Wolverine Rings..... $e 1 40 
Wolverine Ringers. . . ie 80 
Fruit Jar. 
MRE s Shs d cacao per ib. 6.45 30c 
Key. 
ait, Found... 6. esc per doz. $0 17 
Split, square......... . K 
BGM, POUNG, 26. <2c6ae ee 40 
RIVETS. 
and Burrs. 
re 40&10% 
Coppered Iron.......... 60&10&5% 
SRE as 5 sews Gunes ese 70% 
PE Eee ee eer per tb. $0 10 
Slotted Clinch........ per doz.40c@45c 
Tubular. 
Nos. 1 and 2 assorted sizes, doz. 45c 
RIVET SETS. 
See Sets. 
ROPE. 
— 


, 5-16 in. Com. on reels. per Ib. ig 
4, 5-16 in, Com. in coils., 








ser doz:..$3 00 350 450 550 


Enterprise Manufacturing Co.....25% 
PRIMERS. 
See Ammunition. 
PRUNERS. 
Disston’s Pole........+ per | 7s ef 50 
Henry’s Improved..... &10% 
Water's Improved...... oe 80% 
PULLERS. 
Cork. 
en ee each, $3 10 
eS Se eee 40 
Quick and Easy...... 4 > 70 
Nail. 
PM och aseaeseee per doz. 10 80 
Giant Pattern....... “4 9 00 
ne fee i 9 00 
Tack.—Giant.......... ee 40 
PULLEYS. 
BONNE JOD Go oes ves cavonpas 
6S ee erry $0810 
Hay Fork. f 
Iron Wheel, 5-in..... per doz. $1 75 
Wood Wheel, 6-in. “ 1 80 
Wood Wheel, 6-in., "pass knot, 
geese ees lencaae per doz. 2 55 
Hot en fal O-cnerarvpes we 
Screw—Jap'd.... 0. see ee eee e eee 
PSO On vos ckes ene ckss 508:10% 
Sash. 
ee per doz. $0 18 
Common-Sense, 2-in.. ‘ 
Empire Pattern, 2-in.. “* 20 
J mere “3 20 
OS eee ee “is 25 
PUMPS. 
Pitcher Spout. 
ae 1 2 3 4 
oS eae $100 115 130 1 70 
Spray. 
SS Sree per doz. 14 50 
Cyclone, tin......... 2 3 40 
Cyclone, copper...... x 6 75 
| eee ee <i 9 00 
Little Gfant.........each 2 25 





4,5-16in. Imp’lin coils.. ‘“ iH ; 
Sisal. 
PS eee llc 
ardware Grade, rates, per Ib... 10}c 
Pure Manila. 
re er tb. 14}c 
Hardware Grade, rates... ~ §26e 
RULES. 

a ere rr: Nets 
os Aa ee 
SASH WEIGHTS. 

See Weights. 


SAWS. 

Buck. 

od ae beeeee 000+25% 

ee ene ee 25% 0 
Butchers’. 

i ee nine asa 30% 
Circular. 

Disston's..... 0. $06 0008 sb eet 00% 

ee eerie 50&10% 

| Err re ree 50% 
Compass. 

Common..... per doz. $1 reine o 

err re rery rere 
Cross-Cut. 

DiISONS. «0.60605 ree eee dels 45% 

are ketewaeeses 30% 
Dehorning. 

DIONE: . 000060000 :Het Gos. § 75 

Hack. 

nee 25% 

Ee ree bain aes 

REE i iGeeeKneds 25% 
Hand and Rip. 

st dL SY AOE oe 0% 

Disston’s Nos. 8, D8, 12, 76, 112, 

D100, and 120 (new list): . 25% 

Keystone pec awa t ccoanne 30% 

Enterprise, hand..... per doz. $5 06 

Our Saw, hand....... a 4 00 

Our Saw, rip........ d 4 50 
Keyhole 

Oe RAE are ee ey ie 
Narrow Band. 

oe OY FETT EE ree 30% 
Panel. 

IN Ts cosicsvssces ccs 30% 
Pruning. 

Oy re yy rey rr ree tee 25% 
Rift. 

NN soos ccc ss eideweesaes 45% 
Wood. 

COMMBOR. 2.255208 one | doz. " 5@ 

ee D. 6 06 


SAW BUCKS—See Bucks. 


SAW SETS—See Sets. 
SAW TOOLS—See Tools. 





SAW FRAMES. 
Common, plain...... ala doz. $1 25 
Common, painted. 1 70 
SCALES. 
Counter. 
POMNNRicGss <5 sesueteseen< 40&10% 
Platform. 
PNOOE se sicicnses iiiguweascise 50% 
SCISSORS. 
SCOOPS. 
Grai 
4 rl “Hercules”. per doz. 13 70 
l-bu. “Hercules”..... 15 00 
SCRAPERS. 
riangular..........per doz. $4 00 
Cabinet. 
Cast Steel........per doz. 60c@75e 
Road. 

Cubic ft. . 7 5 3 
Without run’ s, ‘ea. $4 00 375 3 50 
With runners,ea. 4 25 400 375 

SCREEN DOOR HINGES. 
CRON ks cceensaed gross, $6 50 
BeeessGsuseuteneecses” | OWS 

SCREWS. 
Bench. 
Iron, inches.... 1 1} 1} 
$3 67} 4 20 5 25 
Wood, white maple...per doz. 3 67} 
Hand—Wood...........: 65% new list 
re poi e ed OULSG 
ange ae 24s ie asen woes 70% 
g or Coach —all sizes, gimle 
OOMIMEGS 6 554s: 6080000 2 - 75810% 
ee 
oe eee 3 #4 6 
= doz... 18 20 26c 30c 230 25¢e 
Wood. 
F. H. i seses0%eattenoelle 
Re ae 824&5825% 
Ae ae 8248582549 
Be Gis — errr 550 70&5&2 5% 
R. 3. Brass......555 674$&5&25 
R. H. Nickel Plated. ; *°675&5& 25% 
SCYTHES. 
Be Ve Be, grass.. . per doz. $8 06 
Clipper, grass.......... z 8 25 
Clover Leaf Dutchman. ® 7 50 
Honest Dutchman..... “ 7 50 
Be VO Rcoccccsccceen ? 50 
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SETS. 


Nail. 
Round, common..... per doz. $0 33 
Square, common..... 2 42 
Octagon, common.... a 33 
No. 5, Square........ <5 75 
Cup point, knurled.. * 75 

Rivet 
PeOEE os scsseaese per doz. $1.20 
PRE 6555-555 paw ese ares 50% 

Saw. 
Aiken's Pattern...... per doz. $3 50 
Common Lever...... 1 20 
Disston’s Monarch... ‘“* 6 50 
Disston’s X-Cut..... oe 12 00 
MINS 36655655 5% 45 1 50 
re ois ors mit 80 
Nash’s Hand........ ey Kj | 
Nash’s A-Cut....... a 4 20 
Stillman’s Lever..... . 1 30 
Stillman’s X-Cut..... “ 2 50 


SHARPENERS, SKATE. 
ee Se per doz. $1 60 


SHAVES, SPOKE. 
Oe ae at per | doz. $1 10@1 85 
oe, ere 2 75@4 75 
I 65s cabins Sha ae eeie wes ets 
OOUNE Wis oi dike racesis wes t5004 15% 

SHEARS. 
Pruning. 
Buckeye, No..1...... per doz. $5 75 
Buckeye, No. 2...... si 7 40 


California Pat.,9-in.. ‘“ 3 20 
California Pat., 10-in. “é 4 00 


Draw Cut, 13 75 
Draw Cut, No. 4.. 4 16 50 
Henry's Pat 0 01 14 012 
hed doz...$1 40 2 10 2 90 2 80 
sas guetta gece oie acs per doz. $4 00 
Pera BBA. 
eee 6 6 7 
Reg. Grip...... $11 25 1150 12 00 
Nar. Grip., doz. 1100 1125 12 25 
NPD pee eto Sais he orb OOS 60% 


Tinners’—See Snips. 
SHEAVES, SLIDING DOOR. 


Common 
MONEE Sioa 'eoen ai 3 
yee $0 60 075 1 10 
Hatfield's 
st eee $0 90 1 30 2 20 


SHELLS—See Ammunition. 
SHELLERS, CORN. 


ee re ater ta ae per doz. $6 75 
SHIELDS. 
Expansion Bolt Shields..........60% 
SHOES. 
COMMA: 655 sess eorwenswews 60&10% 


SHOT—See Ammunition. 
SHOVELS AND SPADES. 


°No. . * Steaaiaa per doz. - 50 
No. 6 00 


er doz. 

a. hollow bek, =: he? 75 

National. . 

Buckeye. . ‘ 

Mohawk... “ ern ge 
Drain. 


Iwan’s Perfection............. 50% 
ilroad, etc. 
Black Diamond...... per doz.$12 00 
J ae 3 S70 
Keystone........... st 8 75 
MS ies. So os 3g a 88 id 5 40 
pi ren 24 7 Pr 
Hollow Back........ ie 
es’, new list..... Discount, 12407 
~_. 
OS SO ee $1 65@$9 00 
Alacke Steel. ” 


pO er doz. $3 50 
Long Handle........ si 3 00 
SINKS 
Cast Iron. 
POM Betis oa-c ged od 50&10%, 
Enameled, White.......... 50&10% 
Wrought Steel. 
Painted, new list........ 40&10&5% 


SLEDGES—See Hammers. 
SNAPS, HARNESS. 


MATIN so oisccla ies bo0is beetecsiars 4h 334% 
German Pattern.............. 308&5% 
POON 6 POU ii 55h occas scat 60% 
SNATHS. 
Double Ring, Bush..... per doz. $7 25 
Patent Loop, Bush... .. a 7 50 
Patent Loop, Grass..... 6 75 
i SNIPS, TINNERS’. 
oS IE a ee 40&10% 
Riek dokicdsaxxesd 40& 10%, 
___ Sea eae tlle ata 50% 


SOLDER—See Metals. 
SPRINGS, DOOR. 
P. 7 ect. 


eee 1 2 3 4 
Poe rr 30c 35c¢ 40c 54c 


iance. 
Per doz... light, $1 15; heavy, $2 50 


ol doz...light,90c; heavy, 1 35 

i fea aeS per doz. 1 20 
Warner's No... 1... 1 13 
RRR $0 75 1 35 


























SQUARES. TAPES, MEASURING. WARE. 
Steel and irom. ......... 40% new list | Asses’ Skin......... 30, 10& 40% | Stove Hollow Ware. 
— for bluing, $2.50 per doz., net.) | Patent Bend Leather......... 25 &5 r, Plain or Unground 50 
SRE SSe aisit tiene +4'6 €:4.0\s's\€ civic Lufkin's Steel. +... 334@35% Ground Ware Sosa ahi ie a a 
EES i alalallalntalceltas Nets | Lufkin’s Metallic......... 30,30&5%] Enameled Ware... 33} 
Try rc nd Miter st eeeeeeseseceees Lufkin’s Pocket......... -40,40&5%] Scotch Bowls.,.............1 60&5% 
eitsoraipt coerotdl vase 6! per doz. $6 00 TEE BEVELS—See Bevels. Country Hollow Ware, per 100 ths. $3 00 
Winterbottom’ rrp eee oe '% White Enamele ices 
SQUEEZERS, LEMON. ‘ Canaan Nevathees Pas and ma 
Common Wood........ per doz. $0 70 | Tin Case....... om, doz. mes 1 25 Bottom Kettles... .. 60&5% 
Porcelain Lined, Wood.. 1 25 | Wood Back Oe ee * 
sean onenggaed a. ; x i 20 | Glass.......... 12 00 — pir 4 35&10%, 
y i oe 1 90 eeoeeesese 
conf omg ood de gO 7 TIES. ea accesss cece, 45&10% 
i : per Pg a ale. 
— — re : = La, ae ee 80&5% | Glue Pots. 
, japanned....... os All other kinds 70 ESMOND 6 sore cin devo Raw Deiaine 25 
Drum, nickel plated... . 4 50 C a OD > WI odio ws vcs Soidc aces 30% 
Enameled. 
STAPLES. TOOLS, SAW. Cherry Blossom and Chrysolite.50% 
vee eeeeeeeees per &. can Disston’s Universal..............40%]| | WASH BOARDS—See Boards. 
Fgh tsi on WASHERS, 
ae. aeraete per 100 Ibs. 82 s ri O. G. cast iron... .per tb. 2}c 
-epieneaaiaee Mole. int t 5 in bulk, per Ib.: ; 
Galvanized....... per 100 tbs. 4 00 Po. per doz. $6 00 Ww te a ag eb 4ic a 4he 
5 M d Rat. ey steel in Oxes, per 
Wrought Staples, Hasps and veh gent yee nt 3 1 
Staples, Hasps, Hooks and Holdem Mouse............. $2 25 “0c 7c 6c Sic Sc Se 43c 
Staples, and Hooks and FIGMIOHE TRESS k6ic.ceictowsave 4 00 
ere 80& 10& 10% Sure Catch Mouse.......... 15 WEDGES. 
pt See eee 75&10% 7 Re per doz. $0 30 
Sure Catehi Rati. cc sicececs 60 Galling per Ib 0 
STEELYARD. Delusion Mouse............. OG riciccctae "3 
Discount 25%. TROWELS. iain WEANERS. 
Brick. alf. 
STONES. Fuller's, per doz......$2 00 to $2 50 
: COOPOE ORNs 556s etibawnruns 30% Tyler’ é 
; z yler’s Safety, perdoz. 1 85 to 2 40 
More Gat. Beis eoexied per Ib. “7 ©] Brade's........ccceccecsece 15&5% | Carroll's, per doz..... 3 00to 3 75 
a dai NP, cis csviccwonesnusies 30% | Hoosier, per doz. .... 3 50 to 4 60 
ee * 60% @60859% Do OPEC Ce ECE. Shaw Perfected...... 3 Oto 3 75 
Oil—Mounted. Plasters’. WEIGHTS. 
| ae ong Bat aig per | doz. ee = a SE eee 40% | Hitching...... mnerore. per fb. 24c 
Hindostan..........per tb. ohaut ges ee 25% Sash TEE ARROWS.” mine 
Oil—Unmounted. W. & MeP...........0000000: 25% | Common Railroad...... per doz. 17 00 
Arkansas Hard...... perth. $2 40 Heavy Railroad........ se 24 00 
Arkansas Soft....... “* 1 20 TRUCKS Panama Steel Tray.....  “* 39 00 
Lily White......... 8 40 Bag each. $2 75 Klondike Steel Tray.... “ 28 00 
wor gape IS |Warehouse......... se. ecsee. 50&10% WHEELS. 
“eke gia Sra 1 2 3 |Corundum.............00% 70& 10&5 
wale. Halt Ironed..... $3 00 385 5 50 = ge ea dao die: 68s) wai w'e: ain wis ae 0 
Black Diamond........ per gro. #8 M4 Full Ironed...... 345 450 6 45 Per doz. .$3 vas 4 A 5 ‘ 15 00 
Gem Corundum....:. “ 7 50 TUBS. WASH. WIRE. 
“ Standard, Wood. _ | Barbed. Painted. Galv'd 
rg > Sioa aoe “ 4 50 ‘No pag eke 2 = Carloads, per 100 tbs. #2 69 $3 39 
ar 7 00 1 arge “ 
Quinnebog.......... “ 6 00] Per doz.. "$500 6 00 700 9'30| Less than car ce ae 
ae ste 3 7S 
se eeeeroes Dowell. Brass. 
STOPS, BENCH Per doz... 5 35 635 700 950 in = pieces teasers tess 208 
’ . -ID. jo MEW JISL. . weecee () 
Cedar 
Risto tes al Xegce per doz. $3 50 . re Broom—Tinned.......60&10&10&10% 
ae ee " 400} Perdoz... 6 10 7 10 7 90 10 80} Cgbie—Same price as Barbed Wire. . 
Indurated. Copper. 
STOPPERS, FLUE. Forages... SSS S45 10: GO 1S SOE Bp COiiic csc ck ce coe decenses 20% 
serene cecosoes per doz. $0 p> ee 1-tb. spools, new list........50&10% 
Gem, flat, painted.. eg, 85 1 CAA rere 1 3. | Fence—Smooth. 
Gem, cor’d, decorated... “ IOC) POCO sex ic0 ese 470 550 625 Nos. 6 to 9, An’ eal’d pr 100 tbs. = 4 
BA ae a eas Nos. 6 to 9, Galv’d, 
AIC ae ee 5 
Skinner’s Common Sense “ 80 TWINE. Per Ib Hair—New List occ cerccccsceces pho 
STOVE PIPE—See pipe. 3-ply Cotton Wrapping. .......... 28¢ | Mecht, full bdles. .......... 75&5% 
STOVE BOARDS—See Boards. |4,,  ‘“ Extra Wrapping.......27c] Bright, broken bdles........... 70% 
: 4" “ Hvy. Wrapping... 25c Coppered, u ae eoceseceee é 
STOVE POLISH—See Polish. 4 * 7 Wrapping on tubes... .27¢ ey Peper be bdles..... 6s10 a 
STRAPS. : “ “ “ oo me <r Tinned, broken oan. eas “658106 
‘ “3 : 
Peacee besoin eo per doz. prs., $1 80 India Hemp, P. balls. soa? — Picture—In coils...... nk paar 
Bralhiausis aipiasmceleie ** 60@70 : : “ +. "G62. 75c} In 5-Ib. spools.......perlb.....2 
2-ply Jute, Sige en aoe l6c 
STRETCHERS . -ply gut }- ‘ee Tet iat 15¢ WRENCHES. 
ute Wrapping, i MANEN S 6 eck 0%e 000 14C] Acme Standard.........ceee- 
Brslesot Suede cisvacara per doz. $3 90 | Jute Wool, !-ib balls..............94¢ — iar ae eet 
a—- ee * Seins a Rand soakdaaeee a ase 
Perfection i “ 630) Nos.............. 9 12 15 Ellis Adjust : bi EA oie eae a ens 25% 
“ “ 4 . 1 8)) Tee ‘e 
ea gies 4 50 Soft.......per ib. 32¢ 3lc 30c 1S ustable Ke 
Ae SRO e se Med. as 32c 3lc 30¢ Malleable “*S” 3 o eieKiec wee: 016 oe ee 
iad. age 34c -33c| Malleable..............06. * 08c 
N. S. Elwood’s. per doz. $6 00 peagiow: 4-Ib. ball, size 21...... 264c | Stillson Pipe.......--.++eeee 75&10% 
"§. Elwood’s........ “ 6 00 a “OL 24......264C] Bemis & Call's: 
Little Giant... 6.666. a 5 75 ik a Wiese 264¢ Adjustable S, 40&5%; Adjustable 8 
ER cares 3 10 00| Bagging 1g beteereee eee  28C Pipe, 40&5%; Briggs’ Pattern, 
Stal LOVEE cies Fes:ss = 6 25 = “Ply t eae in hanks............ 18¢ 40%; Combination Bright. ..50% 
Canton Tackle Block. “ 9 350 « me aie Serer saeress ane _ andle ae ee 6 Sia seat’ $0857 
a eee ase 6 25 a : . sheik nig aim 09.6 Sombination Black.......... 5% 
3. Silver Finsh. in hanks., .27¢ Merrick Pattern.. sececceees 5085 % 
SWIVELS. Fodder or Lath. Double End Adj. S......... 40&5% 
e 22,. 
Malleable Iron......... perth. $0 10] 130strand.............. on 0 ahi RINGERS. 
Wrought Steel......... per gro. 4 50 200 strand....+.....++.-05: aos No. $00 ene: nie wr 
. 350, Universal ..... « "30 0C 
TACKS VISES No. 300, Novelty... “3000 
American Cut...........2.0- On ee 24%, | No. 310, Keystone ..... », 3900 
a poser uk Phoenix, Oval Slide, Nor 3808, Universal..." 35.00 
Blued Carpet.. sh Spe Inches. . 24 3 34 44 | No. 790, Guarantee.... “* 39 
— Ne Each.....$1 25 150 185 27 | No.770, Bicycle....... “35 00 
IE CRE re en Parker's Parallel................26% | No. 110, Guarantee.... | 34 OF 
Uphoisters Can antep nee pe CS eee eer rere 2G, | No. 110, Domestic..... . 3G Of 
Upholsters’ Wire............. 40&10% | Parker's Swivel Base..........,.20% | No. 110, Brighton...... , 26 08 
Double Pointed................. 90% | Parker’s Re-inforced............. 20% | No. 740, Bicycle....... ~. we 
tesa bids enero oo per th., 34c | Parker’s X Seres........24.+4+4.20% | No. 22, Guarantee.... |) 34 1M 
(IE AIST. 70% |Parker’s Combination.......+-...20% No. 22, Domestic..... se 30 (4 
eee SORIO 7 AO BOR. oec.c c cecccccdescce #1&5% | No. 22, Pioneer....... - 26 ea 
Hungarian Nails............ 40&10% Williamson’s Universal.......,...6€% | No. 2,Superb....... : 23 20 












































AMERICAN ARTISAN AND HARDWARE RECORD. February 19, 1916, 





70 
ADVERTISERS’ INDEX CLASSIFIED LIST 
ALPHABETICAL LIST Boilers—Steam. 
; 7g| Boynton Furnace Co., Chicago, Ill. 
Abbott Mig.Co......ccceceessovee nek dy tes ee Bee, 
Allen Co., L. B.wcccccccccscccccens 73 Milwaukee, Wis. 
American Furnace Co............-- 15 
American Sheet & Tin Plate Co...... 83 
American Steel & Wire Co.......... 82 Bolts—Stove. 
American Wringer Co......-.------ 81 Kirk-Latty Mfg. Co., Cleveland, 0. 
Berger Bros. Co.......----+++e++05 77 
 MEEID. 6.05 s000sesnccrssces 77 
Birkenstein & Sons,8...........--- 73 
Black Silk Stove Polish Works....... 18 Brakes—Cornice. 
Boynton Furnace Co........------+ 11] Bertsch & Co., Cambridge City, Ind. 
y Rick cewes eee x 19} Dreis & Krump Mfg. Co. 
Brauer Ganty Co.,A.G... to ee i 
Bullard & Gormley Co........-.- pate = iia Ahntiens tik an, 
Cassens Mfg. Co..... - Buffalo, ‘N. Y. 
Champion Stove Co.......-.--- 5 
Clark-Smith Hdw. Co.......---- 77 
Clayton & Lambert Mfg. Co........ 78 
Cleveland Castings Pattern Co... 19 Brass and Copper. 
Co-Operative Foundry Co........-- 14 Hussey & Co. C. G.. 
Cooper Oven Thermometer Co. 19 Pittsburgh, Pa. 
Cope Pattern Wks., G. W.....------ bad 
Cortright Metal Roofing Co.... “ 
Culter & Proctor Stove Co........-- 
Dangler Stove Co...... 5 Caps—Chimney. 
Danville Stove & Mig. Co... 11] Globe Ventilator Co., Troy, N. Y. 
ot erecve 79| Standard Ventilator Co. 
Delta File Wks.....-.----- B 
Dieckmann Co.,F.....--- hieeeere 74 Lewisburg, Pa. 
Diener Mfg. Co., G. W...-------++++> nn 
Disston & Sons, H......-------+--- 
Dixon resent aya “ ee Caw ean Ocllinge-—etal. 
6) ie) 
ae aro ee ere 77| Friedley-Voshardt Co., Chicago, Ill. 
— . & Mtg. Co _...  9| Milwaukee Artistic Metal Ceiling 
Forest City Fdy. g. oe epee : Con et Cates 
Foster Stove Co........-- * Mullins Co., W. H., Salem, 0. 
Friedley-Voshardt Co..... r Wheeling Corrugating Co., 
Gerock Bros. Mfg. Co.....--..---.- 74 Wheeling, W. Va. 
Globe Stove & Range Co.....-..-.-- 7 
Globe Ventilator Co......--+--++-+++ 77 
Harrington & King Perforating Co... 75 
Haynes-Langenberg Mfg. Co.......-. 2 Chisels. 
Hemp & CO.....--6 ee ecee eer ceeeee 19] Vaughan & Bushnell Mfg. Co., 
Henry Furnace Co., T.E....... 15 Chicago, Il. 
Highton & Sons Co., W.....-.-.---- 18 
Hussey & Co., C.G.....------+-+05 75 
Imperial Furnace Co......-..--+.++ - a ny 
 hemagtel D esac 16| Kees Mfg. Co., F. D., Beatrice, Neb. 
ees a 2S | ee ee ee 
Kelsey Heating Co.........---+-+++ 13 
Kimball Bros. Co........------ cee we 
Kirk-Latty Mfg. Co.......---- - ~ pin 
Lufkin Rule ea peKweces ‘i ili Nemnete ts. Catan a, 
Malleable Iron Range Co...... : Multies Go: W. ft. cae a 
Maytag Co., The.......---+++-+--+ 8 
Meyer Furnace Co........ car ae 
Meyer & Bro. Co., F......--+++++++ 17 
Michigan eee ppmecniiiged ze ; * : Shiiiebcatiaianen, 
tistic Me ; 
ya ae 75| Dixon Crucible Co., J., 
Mullins Co., W. H......0-+---++e0. g Rand Ger, 2. & 
Munsell Co., BE... .cccccccccccccses 19 
National School of Pattern Drafting.. 73 
New Standard Hdw. Wks........--- 81 
Niagara Machine & Tool Wks.... 77 Cut-Offs—Rain Water. 
Nickel Plate Stove PolishCo........ 19} Sullivan-Geiger Co., 
North Bros. Mfg. Co.............++ 82 Indianapolis, Ind. 
Oakland Fdy. Co...... 6 
OE er eer ee ee 72 
Quality Stove & Range Co.. be oe — 
Quincy Pattern Co...............+: " wecth ‘Bees. Mite. " ss 
Ringen Stove Co........... ‘ ..2-78 Philadelphia, Pa. 
eS C6 en A rE 82 - 
Robinson Furnace Co.............. 15 
Rock Island Mfg., Co.........-.... 82 Sian 
Scheible-Moncrief Heater_Co........ 5 evators. 
Schill Bros. Co......... Reet 10] Kimball Bros. Co., 
Schwab & Sons Co., R.J............ 16 Council Bluffs, Iowa. 
Standard Furnace & Supply Co...... 10 
Standard School Heater Co......... 14 
Standard Ventilator Co............. 77 Enamel—Iron. 
Cd 6 Se a 73 Black Silk Stove Polish Wks., 
ees ee 73 Sterling, Ill. 
Symonds Register Co.............. 1-19] Nickel Plate Stove Polish Co., 
Tuttle & Bailey Mfg. Co............ 18 Chicago, Ill. 
XXth Century Heat. & Vent. Co.... 16 
DP ee SIRs Doc br csiscccescuccs 4 
Vaughan & Bushnell Mfg. Co.. 81 Elbows—Conductor Pipe. 
q 
nia mae oe supa Dieckmann Co., F., Cincinnati, 0. 
alwor un Fdy.Co...... 5 
dy ein aay, MERE EET 79 
Weller Pattern Co....... a ree 19 
Wheeling Corrugating Co........... 76 
Wise Furnace Co......... ital ee Faces—Ventilating. 
Wrought Iron Range Co.......... - 





13 | Highton & Sons, W., Nashua, N. H. 


] Ringen Stove Co., 


Fencing—Wire. 
American Steel & Wire Co 


Files. 
Delta File Wks.; 


Flanges—Register. 
Tuttle & Bailey Mfg. Co., 


Flux—Soldering. 


Allen Co., L. B., 


Freezers—Ice Cream. 
North Bros. Mfg. 


Furnaces—Soldering. 
Allen Co., L. B., 
Clayton & Lambert Mfg. Co., 
Diener Mfg. Co., G. 


Double Blast Mfg. 


Gearing—Skylight. 
Weiss & Co., H., 


Graphite—Boiler, 


Dixon Crucible Co., J. 
Jersey City, N. J. 


Grilles, 


Highton & Sons, W., Nashua, N. H. 


Gutters—Covered. 
Cassens Mfg. Co., Edwardsville, Ill. 
Hammers, 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 
Handles—Boiler, 
Berger Bros. Co., Philadelphia, Pa. 


Hangers—Eaves Troughs. 
Abbott Mfg. Co., Cleveland, OQ. 


Heaters—Warm Air. 
American Furnace Co., 
St. Louis, Mo. 
Boynton Furnace Co., Chicago, Ill. 
Co-Operative Fdy. Co., Chicago, Ill. 
Culter & Proctor Stove Co., 
Peoria, Ill. 
Danville Stove & Mfg. Co., 
Danville, Pa. 
& Mfg. Co., 
Cleveland, O. 
Globe Stove & Range Co., 
Kokomo, 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 
Henry Furnace Co., T 


Forest City Fdy. 


Ind, 


i 
Cleveland, O. 
Imperial Furnace Co., 

Marshalltown, Ia. 
Kelsey Heating Co., Syracuse, N. Y. 
Meyer Furnace Co., Peoria, IIL. 
Oakland Fdy. Co., Belleville, Ill. 
Robinson Furnace Co., Chicago, Ill. 


Scheible-Moncrief Heater Co., 
Cleveland, O. 
Schill Bros. Co., Crestline, O. 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Standard Furnace & Supply Co., 


Chicago, Il. 


Philadelphia, Pa. 
Disston & Sons, H., Philadelphia, Pa. 


New York, N. Y. 


Chicago, Ill. 


Ce., 
Philadelphia, Pa. 


Chicago, Ill. 
Detroit, Mich. 
w., 

Chicago, Ill. 


Co., 
North Chicago, Ill. 
St. Louis, Mo. 


New York, N. Y. 


Standard School Heater Co., 
Chicago, Il). 


XXth Century Heat. & Vent. Co., 


Akron, 0. 
Wise Furnace Co., Akron, 9. 


Wrought Iron Range Co., 
St. Louis, Mo. 


Jobbers—Hardware. 


Bullard & Gormley Co., Chicago, Il. 
Clark-Smith Hdw. Co., Peoria, Ml. 


Lubricants—Graphite. 


Dixon Crucible Co., J., 
Jersey City, N. J. 


Machines—Crimping. 


Bertsch & Co., 
Cambridge City, Ind. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y, 


Machines—Tinners’, 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co. 
Chicago, Ml. 


Niagara Machine & Tool Wkzs., 
Buffalo, N. Y. 


Weiss & Co., H., New York, N. Y. 


Machines—Washing. 


Maytag Co., The, Newton, Iowa. 


Metal—Perforated. 


Harrington & King Perforating Co., 
Chicago, Ill. 


Metals—Old and New. 


Allen Co., L. B., Chicago, Ul. 


Birkenstein & Sons, S., 
Chicago, Il. 


Mica. 


Brauer Supply Co., A. G., 
St. Louis, Mo. 


Munsell Co., E., Chicago, Il. 


Miters, 


Friedley-Voshardt Co., 
Robinson Co., M. 


Chicago, Ill. 


Wi 
Brooklyn, N. Y. 


Nails—Slating. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Ornaments—Sheet Metal. 


Friedley-Voshardt Co., Chicago, Ill. 


Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Mullins Co., W. H., Salem, 0. 


Paint—Silica Graphite. 


Dixon Crucible Co., J., 
Jersey City, N. J. 


Patterns—Stove. 


Cleveland Castings Pattern Co., 
Cleveland, 0 


Cope Pattern Wks., G. W., 








Omaha, Neb. 


Detroit, Mich 
Quincy Pattern Co., Quincy, I! 
Vedder Pattern Wks., Troy, N. 1 
Weller Pattern OCo., Quincy, 
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